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When you sella BEAVER 


..- you make a friend! 


THE BEAVER MODEL-A HEAVY-DUTY 
PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


® A heavy-duty '%” to 2” 
pipe and bolt machine . . . range 
up to 12” with geared tools and drive shaft. 
Leader in its field for the past 20 years. Weight, 365 
Ibs. Price, $520 up 
¢ ow > 


THE BEAVER MODEL-B PORTABLE 
UTILITY PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


®A medium weight 
utility model '*” to 2” pipe 
and bolt machine — range 
up to 8” with geared tools and drive shaft. Aluminum body 
Weight, 235 lbs. Price, $450 up 
e ° 


THE BEAVER MODEL-E, LIGHTWEIGHT ECONOMY 
MODEL, PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


® A lightweight economy model 's” to 2” pipe 
and bolt machine—range up to 8” with geared tools 


and drive shaft. Welded base. Weight, 185 lbs. Price, $375 up. 


® Backed by more than 50 years experi- 
ence and “know-how” in the manufacture of highest 
quality pipe tools and machines, BEAVER products 
have justly earned consumer acceptance in all 
parts of the world. And, a constant policy of 
friendly service has built a tremendous amount of 
good will among users and distributors alike. 

As a distributor, it is greatly to your advantage 
to sell your customer a product which will give him 
complete satisfaction and trouble-free performance 
—thereby eliminating irritating and costly service 
calls on the part of your salesmen. 

When you sell a BEAVER—you know that your 
customer will be pleased ... and that you have 


made a friend. 





thy 


216-300 DANA AVENUE WARREN, OHIO, U. S. A. 


THE BEAVER MODELS C1 and C2 


PORTABLE POWER UNITS 
on, 


® Rugged and powerful. Gears 
run in oil. Many patented features. 
Popular the world over because of trouble-free 


performance. Made in two models. Price, $175 up. 
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Sell Yourself Today —An editorial 


Distributors Man Booths at Central States 
—650 attend Chicago one-day session, 60 booths a feature 


Your Time: How Do You Spend It? 


—Sales manager cites 4 factors affecting productive selling time 
How to Kill 9 Birds With 1 Stone—“Don’t scatier your shots” says Pittsburgh distributor 
A Day With an Inside Salesman —Picture story shows salesman promoting business and good will . . 
Cut Order Processing Time—All paperwork is handled by a single form 
Sell Them Preparedness Now —Brooklyn salesman features “automatic production” selling 
Increased Sales Bear Watching—Maintain vigilance by analyzing order size, gross margin 


Experts Make Forecasts for 1951 


—Here’s a digest of reports of 8 industries served by industrial distributors 
Your Firm’s Story Is Worth Telling—four-point theme is hard-hitting institutional sales story... . 
Inventory Control Without Headaches —This supply firm keeps records on fast moving lines only . . 


Index of I. D. Articles —Guide to stories appearing in last half of 1950 


DEPARTM™M EN T 
Washington Bulletin 7 The Outlook for B 
Talk of the Trade 
Supply Sales Trends 





96 Questions & Answers 
98 New Products 


Door Openers to Sales 
90 How They Do lt 














COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 
What Do You Expect? 


Every once in a while you'll hear a fellow salesman 
wail: “If my house had only done this or that, I'd of 
gotten that order.” That poses the problem: “Just 
what does a salesman expect of inside personnel?” 
Well, we have the answer from the salesman’s view- 
point. And, what’s more, we’ve given inside per- 
sonnel an opportunity to answer and criticize the 
outside salesman’s comments. You'll like this ex- 
change of views. 


thing to push-button stock handling we've seen. 
You'll see it in pictures and text in next month’s 
issue. 


“All Work and No Play...” 


Business may be the important thing in a distributor 
operation but employee morale is important too. 
At least one distributor we know of thinks so. In 
fact he thinks so to the extent of furnishing his 
employees with a recreation room. Look for this 
story on how he did it and the results he obtained. 
A Push Button World Maybe you'll get an idea from it. 


Doodling is very common. As a distributor, has your Team, Team, Team 


doodling ever turned to “picturing” what stock 
handling would be like if you could do it on a push 
button basis? It’s a long way from doodling but 
we've found a distributor witth a brand new building 
and he has in that new building about the closest 


We’ve all heard that yell on the football field. We've 
heard “teamwork” used in regard to distributor 
operations, too. Well, what does teamwork mean? 
Look for this article and see if your definition agrees 
with the distributor we'll report on. 








HOLO-KROME 
Completely (old Forged 
Socket 
SET SCREWS 





POSITIVE HOLDING POWER 


H-K internal wrenching principle and -accu- 
rate Class 3 Thread Fit give firm, unfailing 
gtip. Five points — Cone, Flat, Oval, Half 
Dog, Cup— fit every application requirement. 


SAFE... EASY TO INSTALL 


No dangerous, protruding heads. Helps 
Streamline designs. Easily applied in hard-to- 
reach locations. 


GREATER STRENGTH 


Completely cold forged from special analysis 
alloy steel and scientifically heat treated for 
rugged dependability. 


Available ia 
Authorized Holo-Krome 


NG PERFORMANCE GUARANTEED 





os _HOLO- > spats 


_THE HOLO-KROME SCREW CORP., “HARTFORD 10, CONN, 


8; 
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Attractive Equipment Business 
Car Spotter Line 


Easy to Get on 


Look for a railroad siding and you're | 
likely to find a prospect for a Link-Belt 
Car Spotter. It’s a high-volume sale 
with no engineering problems for the 
distributor. 

Sales Story is Powerful 
A Car Spotter conserves the time of a 





valuable crew. Only one man is needed 
to operate this equipment and move 
one or more loaded 
railroad cars to location 
quickly. An electric 
motor does the work. 

Costs go down be- 
cause loading and unloading proceed 
safely without delay. Dramatic savings 
are made in switch engine and demur- 
rage charges. 

Link-Belt offers you the complete and 
leading line of Car Spotters. You can 
sell either stationary or portable models 
to serve every practical need. 

Selling is No Problem 

This big-potential market is easily 
tapped. The customer gets your full 
sales story by simply studying Catalog 
No. 1992A. Consequently, the logical 
Step No. 1 for a Link-Belt distributor 
salesman is to present a catalog to each 
prospect in his territory. 


* Sales 
Meeting 
in Print 


TYPICAL LAYOUT—Cars can be 
moved in either direction—over long 
or short hauls. Auxiliary equipment 
adapts the Car Spotter to pulling cars 
around curves, or to remote operation 





from within buildings. 


Illustrated at left is the No. 5 or 10 (motor 
integral); at right, No. 5A or 10A (sep- 
arate motor). 
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PULLING railroad cars is just one of 
many jobs for the Car Spotter. Other 
uses include warping barges, pulling 
trucks and dragging huge loads in in- 
dustrial production work. 








Dynamic 1951 
Program Aids 
[-B Distributors 





Over 200 Publications Will Carry 
Advertising: Reprints Available 


This year, the most intensive advertis- 
ing program in Link-Belt history will 
make its impact on every market of 
importance to distributors. A great por- 
tion of the all-out campaign will pro- 
mote distributor-sold products. 


Reprints of these national advertise- 
ments will be available to Link-Belt 
distributors for their local use. The 
campaign, one of the largest in indus- 
try, will reflect the vast scope of Link- 
Belt and the leadership which distribu- 
tors offer with the many lines carrying 
this trade name. 





Four-Page Bulletin Now Ready to Push 
Popularity of ‘RC’ wheres ee a 


Distributors have asked for it and here 
it is! It’s a special promotional bulletin 
that helps you capitalize on the increas- 
ing popularity and leadership of Link- 
Belt “RC” Flexible Couplings. 

Customers are discovering the great 
advantage of a feature found in no 
other shaft coupling. The sales value 
of this exclusive feature (divided roll- 
ers) is illustrated below. 


J Divided rollers ad- 
just to misalignment 


SPECIALLY CONSTRUCTED roller chain 
connects the two. coupling halves. Each roll- 
er has two segments. Result: equalization 
of load . . . proper balance at high speeds 

. . adjustment to reasonable degrees of 
misalignment and end float. 








HERE'S THE NEW BULLETIN ON 
‘RC’ COUPLINGS 
It's designed especially for distributor dis- 
tribution. You'll pick up even more sales if 
you mail or deliver it to all your customers. 


LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, 
Philadelphia 40, Atlanta, Houston 1, 
Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8, 
Joha: nesburg. 12,223 


ee 
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BEALL 


SPRING \ 
ty & 


. _ 
he, ae —_ — 
—_ 


STEADY DEMAND 


—and continuous REPEAT business. Almost every 
one of your customers who uses Nuts, Bolts and 
Screws, now uses or can be sold BEALL KANT-LINK 
SPRING WASHERS—the nationally accepted type. 
BEALL Helical Spring Washers have long 
“live'vaction and adequate PRESSURE POWER ts to. 
combat ALL causes of looseness. 


Nationally Advertised 


—and nationally accepted. IN STOCK in all 
standard sizes; made of Carbon Steel, Stainless 
Steel, Everdur, Duronze and other metals. BEALL Spring Washers 


— prompt shipment 
—in cartons and bulk. 
BEALL TOOL DIVISION 
HUBBARD & CO. 


130 Shamrock St. © EAST ALTON, ILL. 
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The Cover 


Two minutes to midnight — and 
what better way can we put them to 
use than to offer a fervent prayer 
for peace and understanding among 
all men everywhere. And, as 1950 
takes its place in the history books, 
we'd like to go on record as wish- 
ing you happiness and good days 
throughout 1951. 
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industrial Distribution 
Member ABC and ABP 


(formerly MILL Surpiiws, with which are 
consolidated INDUSTRIAL SBLLING 
TRIAL DISTRIBUTOR AND 

MILL SUPPLY SALESMAN, 

founded by Ernest H. Smith) 


Published monthly, with an additional directory 
number in December, by McGraw-Hill Publishing 
Company, Inc., James H. McGraw (1860-1948), 
Founder. Publication Office 99-129 North Broadway, 


' 

Exec ecutive, | Editorial ye Advertising Offices: McGraw- 
Hill weer, — West 42nd St., New York 18, N. Y. 
Curtis W. McGraw, President Willard Chevalier, Ex- 
ecutive Vice-President 
dent and Treasurer; John Cooke, Secretary ; Paul 
Montgomery, Senior Vice-President, ny my Divi- 
sions; Ralph B, Smith, Editorial Director; Nelsc n Bond, 
Vice ‘President and Director of Advertising: J. 
Blackburn, Jr., Vice-President and Director of Circu- 
lation. 

oom ga Fn correspondence to 
Blac jr., Director of Circulation, industrial 
Distribution, 99-129 N. Sreadues, Albany |, N. Y. 
or 330 W. 42nd St., New York (8, N. Y. Allow ten 
days for change of address. 

Single copies 50¢. Subscription rates—United States 
and possessions $3.00 a year, $4.00 fo: 00 
for three years. Canada $5.00 a y : 
years, $10.00 for three years. Pan American countries 
6.00 @ year, $12.00 for three years, All other countries 
15.00 a year. $30.00 for three years. Reentered as 
second-class per April 29, 1948, at the pes — 
< see nder Act of Mar. 3, 18 Prin: 
in U A. Copyright 1950 by McGraw Hill ‘Pubilishing 
Co., tea. All rights reserved. 
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a distributor sales force 


and plant growth 


MICHIGAN ABRASIVE COMPANY’S 
NEW PLANT TO SERVE YOU BETTER! 


‘et. 

Fine distributor cooperation has been a factor in 
the steady growth of the Michigan Abrasive Com- 
pany to the point where it has again become neces- 
sary to secure bigger and better quarters. This new 
modern plant, situated on ten acres, offers an 
opportunity to expand the RED COAT Brand 
abrasive line and turn out still larger quantities. 


The cooperative distributor policy that we have f 


abided by keeps adding more distributors to our 


group, and it is their salesmen, who are our sales § 


force, who have made steady expansion possible. 


o BELTS « OIS€S + SERIE TS ©“ aAaPrrIineg Cent. = = 


If you are not acquainted with our distributor 
policy, let us send you a copy and call upon you 
and explain our plan of operation . . . write today. 
MICHIGAN ABRASIVE COMPANY 
11900 East Eight Mile Road, Detroit 5, Mich. 
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FIRST 
IN 
POWER 
TRANSMISSION 
MACHINERY 











( Advertisesment) 


DODGE NEWS 


- 





FOR DODGE 
TRANSMISSIONEERS 














DODGE MANUFACTURING CORPORATION, 500 UNION STREET, MISHAWAKA, 


INDIANA 





NEW SLIDE-SET VISE PAYS BIG DIVIDENDS 


DEMONSTRATION AND 
MAKE IT EASY TO 


PROMOTION MATERIAL 
SHOW PROSPECTS 


IT’S A MONEY SAVER 


Demonstration sells the new Dodge Slide- 
Set Vise 

Dodge Distributors have had _ striking 
poof of this fact in the few short months 
sifce this new vise was first offered to in- 
dustry. To help distributors take full ad- 
vantage of the outstanding sales features of 
this new product, Dodge provides broad 

advertising and merchandising support, in- 
cluding an exceptionally complete kit of 
promotional materials. 

This supporting program includes adver- 
tising to vise users in a broad list of industri- 
al publications. The copy features the Slide- 
Set vise as a dividend payer, and offers 
evidence of the savings made possible 
through its exclusive design. 

The program also includes 
publicity. Because the Slide-Set 
really news, editors of industrial publica- 
tions as well as those of the popular science 
type have been eager to present the Slide- 
Set story both in picture and words. 

A sales portfolio provides an organized 
presentation of the slide-Set vise. 


extensive 
vise 1S 


Salesman easily carries lightweight but 
full size demonstrator in this neat case. 


Four-page letterheads are available for 
direct mail presentation of the vise to 
specific types of users . . . also a 4-page bulle- 
tin with complete catalog type information. 


Counter display cards for use in the dis- | 


tributor’s sales room focus attention on the 
vise and its exclusive features (see the illus- 
tration in the column at the right 

A full but lightweight, 


81Ze, cut-away 


Point-of-Sale display card spot- 
lights features of the Slide-Set vise. 


model (illustration above ) enables salesmen 
to make convincing demonstrations. 

With this demonstrator the salesman is 
able to show — on the executive’s desk or 
on a bench in the machine shop—exactly 
how the Slide-Net vise operates. In a few 
moments he makes the prospect see how the 
Slide-Set eliminates tedious and time-con- 
suming handle-spinning. 

Distributors find the Slide-Set not only 
a fast selling item but one that is easy to 
handle and that repays, in generous meas- 
ure, the merchandising effort put behind it. 








| the 





NEW SINGLE REDUCTION 
TORQUE-ARM SPEED 
REDUCER ANNOUNCED 


Dodge now offers America’s most complete 
line of shaft-mounted speed reducers. A 
new single reduction Torque-Arm speed re- 
ducer, with capacities up to 27 horsepower 
and developing output speeds from 115 to 
330 r.p.m., has recently been introduced 

The new single reduction series provides 


| the same big advantage in this range that 


Dodge double-reduction 
announced earlier in 
the year, brought 
to the field of lower 
speeds. The enthus- 
iasm with which 
the first Torque- 
Arm series was re- 
ceived promises a 
warm reception for 
the new model. 
Dodge Torque- 
Arm speed reducers 
are easier to install 
and much more 
flexible in their ap- 
plication than floor 
mounted reducers. 
The Torque-arm, fastened to the floor or 
any fixed object, anchors the reducer unit. 
There is no foundation to provide; no 
flexible couplings or sliding base are re- 
quired; there are no “lining up” difficulties. 
No special engineering is required. Having 
customer’s horsepower requirement, 
the desired speed and the size of the shaft 
to be driven, distributors can deliver Dodge 
Torque-Arm speed reducers from stock. 


its companion, the 
rorque-Arm reducer, 





|} mussioneering, 
| factory-trained specialists in power trans- 


58 MORE WIN CERTIFICATES; RAISE 
TOTAL OF TRANSMISSIONEERS TO 752 


With the graduation of 58 more men from 
Fall classes in the Dodge School of Trans- 
the total number of these 


mission is now 752. 

As has been the since the School of 
Transmissioneering was established by 
Dodge in 1944, the classes were filled to 
capacity and it was impossible to accommo- 
date all applicants. Enrollments are already 
being received for the Spring classes. As 
usual, these are coming from distributors in 
all parts of the country. 

Upon successful completion of the course, 
which includes a comprehensive final exam- 
ination, each candidate receives a diploma 
and a lapel pin which identify him as a 
Dodge Transmissioneer. He thus joins a 
group which has become one of the 


case 


most 
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CERTIFILATE OF PROFICIENCY 
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powerful factors in the sale of industrial 


equipment, 











Washington 


Industrial Distribution 


Bulletin 














Questions & Answers 











Q. Can you supply information on 
obtaining a defense order rating for 
operating tools and supplies for a weld- 
ing shop in an oil field? 

A. Petroleum and petroleum prod 
ucts are subject to regulation by the 
Department of the Interior and not by 
NPA. The “DO” priorities ratings es- 
tablished by NPA Regulation 2 may 
be issued only by contracting officers 

f the Defense Department, Atomic 

Energy Commission, Coast Guard and 

\dvisory Committee for Aeronautics. 

Moreover, only the Defense Depart 

ment has authority to issue “DO-98.” 

QO. What procedure should be fol 
lowed to obtain a DO-98 rating? 

A. A letter, in duplicate, should be 
addressed to the contracting officer of 
the defense agency from which you re- 
ceived your original rated order. It 
should: 

1. Explain fully your present 
equipment cannot handle the de- 
fense work fast enough to meet the 
required delivery dates. 

. List exactly what types and sizes of 
machines or supplies you will re- 
quire. 

.Contain the following certifications: 

(a) That you are using your suit- 
able existing equipment to fullest 
extent to perform rated orders. 

(b) That you have exhausted all 
reasonable efforts to obtain new 
equipment or supplies on an un- 
rated basis. 


Programs Coded 


DO rating numbers have been acti- 
vated by the U. S. Coast Guard and 
the National Advisory Committee for 
Aeronautics. The Aeronautics unit 
was assigned the 50 series and has used 
only two, DO-50 Operations DO-51 
Construction. The Coast Guard was 
assigned the 60 series and has used 
DO-60 Miscellaneous; DO-61 Air 
craft; DO-62 Construction; DO-63 
Ships. 


why 





MRO Rates High 


In Control Plans 


In spite of all the pressures for critical materials, officials in key control posi- 
tions insist that industry be kept in repair. Unlike the thinking of controllers in 
1941 and a good part of 1942, present officials rate maintenance, repair and 
operating supplies high in their planning of future measures. 

lhe initial, or “easy” phase of controls is just about over. With defense pro- 
duction merely in the planning and get-ready stage, NPA insisted on keeping 
to the simple single priority band to avoid complications. With the advance 
into the intermediate stage and production starting, more materials limitation 
and conservation orders will emerge and demands on MRO supplies by industry 
will increase. An indication of the control officials’ cognizance of the importance 
of MRO supplies is in the recently issued nickel order (M-14) which exempts 
manufacturers of MRO supplies from the more drastic limitations on its use. 

There are strong indications that a Controlled Materials Plan, such as was 
operating in the last two years of World War II, will be in force around the 
middle of the vear. In the same mention of CMP, officials are talking of a high 
priority rating for MRO. Included in this consideration of MRO is a general 
recognition of the need for equitable distribution of MRO supplies to civilian 








Peckham Heads 
Compliance Unit 


John Peckham of New York City 
was made director of the NPA Com- 
pliance Division and is now forming a 
small staff in the national office. Com- 
pliance personnel stationed in U. S. 
Department of Commerce regional 
and district offices also comes under 
his jurisdiction. Personnel loaned by 
the Federal Trade Commission will 
assist NPA in initiating its compliance 
program, according to Manly Fleisch- 
mann, general counsel. 

Mr. Fleischmann said that NPA’s 
policy will be to keep business in 
formed as to its responsibilities under 
the compliance provisions of all regu- 
lations. He added that no major com 
pliance problem is anticipated. 

Mr. Peckham held compliance posts 
in the Washington and field offices of 
WPB and its successor agencies, and 
with the Office of the Housing Ex 
pediter. 
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as well as defense industry. 

CMP controlled selected raw mate- 
tials from the mines to where they 
were used. In its more refined phase 
in World War II, CMP set up a high 
priority for MRO. The symbol ranked 
with allotment numbers in division of 
the controlled materials pie and the 
distributors’ customers received a high 
rating for MRO. 

Before any CMP can go into force, 
a greatly expanded controls staff will 
be needed. The sheer physical job of 
assembling this staff precludes any 
immediate enactment of the plan and 
estimates are that it cannot be in- 
augurated before mid-year. At the 
end of 1951, NPA’s force was less than 
1,000 and reliable estimates put the 
very minimum staff that would be re- 
quired to administer CMP at 5,000. 
Obviously any lessening of tensions in 
‘he international scene will tend to 
lelay the moves for a tighter overall 
-ontrol] 

According to present thinking, al- 
locations of controlled materials for 
MRO will be made by the industry di- 
visions. 

(Continued on page 10) 

















TO BUCK 
A TREND 


PREPARED BY LUNKENHEIMER ESPECIALLY FOR LUNKENHEIMER DISTRIBUTORS 
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helps you cash in on the trend to 








Steel Valves 


WITH A BIG MODERN PLANT DEVOTED 








TO STEEL VALVE PRODUCTION 








e*" can give service — plus. You can meet all 
of the heavy demand for cast steel valves in your 
area, because Lunkenheimer has a huge plant 
devoted to steel valve production. And Lunkenheimer’s 
big plant capacity means fast steel valve service 

. immediate attention to your regular 
or special orders. 





Special new machinery, installed during 
Lunkenheimer’s recent multi-million dollar 
modernization program, assures even better quality 
—even higher standards of workmanship in the 
valves that have always been the world’s finest. 





Take advantage of Lunkenheimer facilities now. 

Cash in on the trend. You know your Lunkenheimer 
line . . . Sell steel valves. The Lunkenheimer Co., 

P. O. Box 360U, Cincinnati 14, Ohio. 





STEEL * IRON * BRONZE 


ENH EI MER 
VRCOH NAME IN VALVES 
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pays for itself in AY, hours 


Here’s a cost-cutting tool 


it will pay you to PUSH! 


D ramatic reports like this from 
the trade prove that the Dumore 
Automatic Drill Head is setting 
new production records wherever 
installed. Add substantial drill 
savings and lower scrap loss to 
performance like this—and you've 
got a sure-fire sales maker! 


Orders and re-orders for the Auto- 
matic Drill Head are pouring in 
from aggressive Dumore Distrib- 
utors who are cashing in on the 
amazing acceptance won by this 
tool. Don’t miss out on the profits 
waiting for you in your own ter- 
ritory. You'll find the Drill Head 
sells easily wherever shown. 
There’s extra profit for you, too, 
in multiple sales, for the Drill 
Heads’ set-up flexibility makes it 
ideal for gang operation. 

DI-14 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. 


\ 
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(Continued from page 7) 





MRO Requirements 


Recognized in M-14 


Although the nickel order (M-14 
limits all consumption of priman 
nickel for non-defense purposes dui 
ing the first quarter of 1951, there is 
one exception. That is any nickel 
used for maintenance, repair and op- 
erating supplies. With the average 
quarterly consumption during the first 
six months of 1950 used as a base all 
nonlefense use of the metal, except 
for maintenance, repair and operating 
supplies, is limited to 65 percent. Use 
for maintenance, repair and operating 
supplies is permitted at 100 percent 
of the average quarterly use for the 
period. 

Electrolytic nickel, ingots, _ pig, 
rolled and cast anodes, shot, oxides 
and residues derived directly from new 
nickel are covered by the order. Per- 
sons who use less than 250 Ibs. of 
primary nickel during a quarter are 
exempt also. 

he order also provides that inven 
tories of primary nickel in the hands 
of users are limited to a 30-day sup- 
ply, or a practicable minimum work- 
ing inventory, whichever is less. The 
order also contains provisions covering 
records, reports, communications and 
violations. 

Considerations will be given to pos- 
sible adjustments where enforcement 
of the order would bring about undue 
or exceptional hardship or would not 
be in the interest of national defense, 
or the public. 


Valve, Fittings Industry 
Seeks More Material 


Ihe Machinery Division, NPA, is 
considering a request from the Valve 
ind Fittings Industry Advisory Com- 
mittee for an increased use of compo- 
sition ingot brass in the first quarter 
of 1951. NPA Order M-12 permits 
the use of such material in the first 
quarter equal to the rate of use in 
the first six months of last vear. In- 
dustrv’s reasons for asking more brass 
ingot use are 

1. Base period was not normal be 
cause there was considerable inven 

Continued on page 14) 














PEARLITIC MATRIX \ 

MAGNIFIED 500X—shows the sound handed 
Te structure of the base from which the de- 

sirable physical characteristics come. 


yy 


. A 
GRAPHITE FLAKES 

MAGNIFIED 100X—fineness of graphite 
*— flakes minimizes possibility of 

Yre spots—results in stronger iron. 








CLOSE ANALYSIS CONTROL 

—possible in the electric furnace—results in a pearlitic 
matrix, evenly distributed graphite, minimum sulphur 
and phosphorus, superior iron, sound castings, high 


quality valves. All R-P&C IRON VALVES are made of 
Electric Cast Iron. 


S. ead for your copies of these Bulletins DH-8 and 


DH-136 which describe in more detail the R-P&C line 
of Iron Valves 


¢o Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


_ R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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A total of 227 trading areas have been mapped 

out nationally.* In each area we will have only ONE 
Industrial Supply Distributor. Here is your 

opportunity to CAPTURE THE SALES YOU CREATE 
...to BE THAT DISTRIBUTOR. The Cummins 
area Franchise is an 

important one... SALES 

WISE and PROFIT 

WISE. May we tell you 


the complete story? 


New — 36 Page Catalog 





illustrates and Describes 
Cummins Power Tools 
for Industry. Write for 
your copy today! 


*Determined by percentage of industrial 
production, car population and construc- 
tion activity in each area. 


PORTAGL 


{] nS T0015 @ 


AVENSWOOD AVENUE ~+ CHICAGO 40, ILLINOIS 
IN CANADA: CUMMINS PORTABLE TOOLS, 33 Church Street, Toronto, Ontario 








Make 1951 mean business for 
you—get behind Lufkin with the right combination of 
good tools plus good promotion! More and more machinists are 
asking for Lufkin because they know every tool is sturdily con- 
structed, carefully finished and critically inspected. And, from one end 
of the nation to the other, Lufkin’s powerful promotion is swell 
ing the demand for these finer precision tools. Lufkin 


means business in 1951—more business for you! 


seul (UF KIN 


TAPES « RULES « PRECISION TOOLS ¢« THE LUFKIN RULE CO. 
SAGINAW, MICH. « New York City « Barrie, Ontario 
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tory liquidation among distributors 
and large users of valves and fittings 
then. 

2. Demand for valves and fittings 
lags behind that for basic materials 
and planning is needed to prevent 
repetition of the World War II bot 
tleneck. 

3. More use will prevent loss of 
highly skilled manpowér during the 
transition to defense work. 

4. More use will permit building 
inventories to meet expected larger 
demand. 

5. There can be no expansion in 
steel, synthetic rubber, chemical and 
aviation gas production, shipbuilding 
or other transportation without an 
adequate supply of valves and fittings. 


Control Orders 


Issued by NPA 


The first, or “easy” phase, of con- 
trols is over and now is a good time 
to take a look at them to see in what 
direction we're moving. More and 
tighter limitations are expected in the 


next few months. 

NPA’s orders fall into two basic 
groups: (1) those which limit the 
use of certain materials for civilian 
products; and (2) those which con- 
serve a portion of the supply of cer- 
tain materials for civilian products. 

M-1 Applies to 31 different steel- 
mill products and designates the per- 
centage of each for which the mill 
must accept Defense Orders. The 
percentages vary from 5 to 25 percent 
and are based on the average 
monthly shipments made during the 
first eight months of 1950. Supple- 
ments 1 and 2 provide for two urgent 
civilian transportation projects, the 
Freight Car Program and the Great 
Lakes Vessels Program. 

M-2 Applies to both natural and 
synthetic rubber, limiting the quantity 
of the former which may be used in 
the manufacture of certain sizes of 
auto, industrial and motorcycle tires. 

M-3 Prohibits production, sale, de- 
livery or purchase of Columbium- 
bearing steel except on DO rated or- 
ders. 

M-4 Prohibits construction of 50 
types of “non-essential” buildings. 


(Continued on page 18) 
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Powerful ads that build sales, will repeat in more than 43 leading publications 
circulated throughout industrial America “STOP RUST with RUST-OLEUM.” 
Total monthly circulation of this basic message will be 4,888,494—many times 
to each of the industrial organizations you serve. 


All RUST-OLEUM advertising stresses that for prompt service, buy through. eT a 
Industrial Distributors. RUST-OLEUM distributor policy protects your profits— 
profits well above the average on most of the items you handle. XQ 


RUST-OLEUM CORPORATION 


2412 Oakton Street * Evanston, Illinois 
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TYPICAL OF MORE recent develop- 
ments by CARBORUNDUM are new bonds 
that are setting records for productivity 
in high-speed grinding operations. ..for 
efficient cutting in low-speed grinding of 
high tensile strength metals...and for 
‘production economy in grinding gray iron, 
hard malleables, semi-steel and non- 
ferrous metals 





INDUSTRIAL CLOTH BELTS, with 
special thermosetting resin bond, resist 
frictional heat... permit faster grinding 
speeds and higher production rates. They 
cut clean, fast, true and much cooler than 
ordinary. Recommend them for tough 
hot grinding jobs. 


“Carborundum” and “Aloxite” are registered trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 
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Abrasive to do the job RIGHT 


One look at today’s production 
schedules and cost sheets points up 
— sharply —the importance of using 
the right abrasive for every job. 


This very fact gives CARBORUNDUM 
distributors a strong, exclusive ad- 
vantage. As suppliers of the only com- 
plete line of abrasives, made and mar- 
keted under one brand name, you 
can recommend and ‘supply the one 
bonded or coated product best 
suited for any job...impartially, with’ 
assurance of quality performance. | 


By promoting this “plus” advantage, . 
you can build and hold more busi- | 
ness and increase profits. 


ALOXITE TP aluminum oxide grain 
has the fast cutting action needed for 
polishing hard metals. It is being used 
in increasing quantities for polishing 
operations on all types of steel and other 
metals of high tensile strength. Sell in- 
creased production per set-up. 


' DISTRIBUTORS 


Supply a complete line of abrasives identified by one brand name 
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ask your BILLINGS DISTRIBUTOR 
He'll tell you why! 


TIMELY, attention-arresting advertisements build 
acceptance of Billings Wrenches and Shop Tools 
among your customers . . . make it easier to sell 
the Billings line. 


This is another firm plank in the Billings’ 
Selective Distributor Policy. 
It'll work for you, too! 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 
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M-5 Applies to 23 different alu 
minum forms and products and desig 
nates the percentage of each for 
which the producer must accept DO 
orders. These percentages vary from 
15 percent to 40 and are based on 
the average monthly shipments made 
during the first eight months of 1950. 

M-6 Applies to all types of carbon 
and alloy steels which a distributor 
usually stocks, limiting the poundage 
which he may be required to deliver 
on a rated order “to any one cus 
tomers, to any one destination, at any 
one time.” 

M-7 Limits the non-defense con 
sumption of aluminum to 80 percent 
of the base period in January and 
February of 1951 but 65 percent in 
the four months after. 

M-8 Sets forth limitations on in 
ventories of tin alloys and other ma- 
terials containing tin. 

M-9 Provides rules for placing, ac 
cepting and scheduling rated orders 
for zinc. 

M-10 Establishes specific inventory 
limitations for cobait. 

M-11 Provides rules for placing, 
accepting and scheduling rated orders 
for copper and copper-base alloys. 

M-12 Describes how the copper 
remaining after allowing for the re 
quirements of National Defense ma\y 
be used in the civilian economy. 

M-13 Provides for distribution o 
defense orders among high tenacity 
rayon producers. 

M-14 Limits all consumption of 
primary nickel for non-defense pur 
poses during the first quarter of 1951 

except for maintenance, repair and 
operating supplies, at 65 percent of 
the average quarterly consumption 
during the first six months of 1950. 
Use for MRO supplies is permitted at 
100 percent of the average quarterly 
use for these purposes during the base 
period. Those using less than 250 Ibs. 
of primary nickel during a quarter are 
exempt from the order. 

M-15 Permits non-defense produc 
tion and use of zinc products at aver- 
age quarterly rate of 80 percent of 
production or use during first six 
months of 1950. 

M-16 Enumerates types of copper 
scrap which may be delivered to pro- 
ducers, who can melt or process scrap, 
inventory limitations of scrap dealers. 








HOW DID 
SUNSET BLVD 
GET ON 
BROADWAY ? 


Everyone knows that it’s hard to be in 
two places at the same time 

But recently, Paramount Pictures had 
to be in 387 places at once. 

The release of their smash hit, “Sunset 
Boulevard,” called for simultaneous open- 
ings in theatres on Broadways all over 
America. And although Gloria Swanson 


is being mentioned for an Oscar, Para- 
mount feels there ought to be a special 
award for a star not even mentioned in 
the cast. 

That's Air Express! 

Thanks to Air Express, Paramount 
could work on the cutting, editing and 
printing of this film up to the last minute 

and still get there on time! 

But, you don’t have to be in the motion 
picture industry to profit from regular 
use of Air Express. Here are its unique 
advantages which any business can enjoy: 

IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
ice in all cities and 
principal towns, af no extra cost. 

IT’S MORE CONVENIENT — One call to 
Air press Division, Railway Express 
Agency, does it all. 


up and delivery 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE—A press expands 
profit-making opportunities in distribu- 
tion and merchandising. 

Like to know more? Call your local 
Air Express division of Railway Express 
Agency. 


“OAR EXPRESS 


GETS THERE FIRST 
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“We have found Lusrip.ate Lubricants to 
be very effective and use them extensively 
in our machines.” 

“To assure the proper use of LuBRIPLATE 
Lubricants for re-lubrication, we place tags 
on our machines before shipment. Thus 
the purchasers of those machines know 
the LupripLaTE Product we recommend for 
each application and where to obtain it.” 


The Package Machinery Company of 
Springfield, Massachusetts is among the 
earliest users of LusripLaTe Lubricants. 
They use them for original lubrications 
because Lusripiate Lubricants arrest pro- 
gressive wear and add longer life to moving 
parts. They recommend them for re-lubri- 
cation to preserve the efficiency of the 
machines, to reduce power costs and mini- 
mize service work and parts replacement. 


LUBRIPLATE Lubricants are available from 
the lightest fluids to the heaviest density 
greases. There is a LuBRIPLATE Product 
best for your every lubrication need. Write 
for case histories of the use of LUBRIPLATE 
in YOUR industry. 


LUBRIPLATE DIVISION 
Fiske BrothersRefining Company 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS EVERYWHERE. , . CONSULT YOUR CLASSIFIED TELEPHONE BOOK 


LUBRIPLATE 


THE MODERN 
LUBRICANT 
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| of mechanical equipment. 





LUBRIPLATE TAG PLAN 


Proper lubrication of machinery orig- 
inally is undeniably important. But of 
even greater importance, especially to 
the machinery manufacturer, is the 
maintenance of original standards of 
lubrication in the field. This presents 
a tremendous problem. The use of 
improper types and grades of lubri- 
cants and the substitution of vils and 
greases of inferior quality often results 
in service failures, the responsibility 
for which the machinery manufacturer 
must frequently shoulder. 


Scores of manufacturers use LUBRI- 
PLATE in machines they make and 
recommend its continued use to their 
users. They know that continued use 
of LUBRIPLATE means minimum 
power consumption—less wear of ma- 
chine parts—less frequent interrup- 
tions of operation—lower 0 costs 
—longer machine life. Properly lub- 
ricated machines cannot fail to in- 
crease customer satisfaction. 


Manufacturers using the LUBRI- 
PLATE TAG PLAN benefit greatly 
in dollar and cents savings. The con- 
tinued use of LUBRIPLATE cuts down 
failures due to faulty lubrication and 
eliminates customer-complaints, costly 
service calls and parts replacements. 


The extensive list of manufacturers 
using the LUBRIPLATE TAG PLAN 
is highly diversified as to type and size 
It ranges 
from precise instruments, business ma- 
chines on up to the heaviest of machine 
tools. LUBRIPLATE TAG PLAN 
users are assured of the best in lubri- 
cation plus real service in the field. 
The LUBRIPLATE TAG PLAN is 
furnished gratis to equipment manu- 
facturers, also the services of our dis- 
trict lubrication engineers located in 
all sections of the United States and 
some foreign countries. 


Industrial distributor —_ salesmen 
greatly benefit from the LUBRIPLATE 
TAG PLAN by receipt of inquiries 
from machine users, the manufacture 
of which has recommended LUBRI- 
PLATE. This is really a ticket of 
admittance to many plants and in addi- 
tion it usually leads to adoption of 
LUBRIPLATE for many other uses. 
LUBRIPLATE salesmen can materially 
increase their earning power by lining 
up machine and equipment manufac- 
turers in their territory to adopt the 
LUBRIPLATE TAG PLAN. 
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The above figures, taken from an actual test on a roughing operation 
in a customer's plant, proved that C4veland End Mills save time 
and money in cutting slots in a cast steel mold. 5 There may bg an 
opportunity for similar economies in your milling operations. Let a 
Cloveland Service Representative make a survey, without cost or 
obligation. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Gttasin tho Hh? ¢ baehs + Chine « ees ae 
E. P. Berres, Ltd., Londen W. 3, England 
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ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cfeceland TOOLS 


a} geval 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Champion Lamps, both fluores- 
cent and incandescent, are care- 
fully made to the highest quality 
standards, equal to or exceed- 
ing government specifications. 
Champion quality means repeat 
business for you. 


Champion Lamps — manufac- 
tured by a financially responsible 
Company over 50 years old, with 
an AAAI rating — are nationally 
advertised, known and accepted 
everywhere. 


Lynn, Massachusetts 


Champion Lamps are easy to 
handle and bring you a larger 
margin of profit. You own your 
own stock—no red tape, no 
bulky inventories. Champion also 
offers a wealth of newly designed, 
attractive packaging and sales- 
helps that effectively remind, 
and sell. Champion means busi- 
ness; write for complete litera- 
ture and the name of your Jobber. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Meet “JACK CASH” 


WHO SAYS— 





H 


{ 
; 
: 
| 
¥ 


Introducing ‘‘Jack Cash’’—the distributor’s salesman who 
consistently makes extra dollars for himself and his company 
—selling the popular line of Duff-Norton Jacks. Watch for 
his monthly “‘tips’’ and learn how you too can earn some easy 
money selling jacks to... 

MACHINE SHOPS, where the Duff-Norton “Shorty” and 
‘‘Lo-Hite”’ jacks are popular and easy to sell due to their low 
height feature, and great lifting capacity. 





UTILITIES, where track jacks, pole pulling jacks, cable reel 
jacks, trench braces, bridge jacks and several others in the 
Duff-Norton line are extremely important in maintenance 
and construction work. 

CONTRACTORS, who must have heavy duty screw and 
ratchet jacks, trench braces, bridge jacks, etc. for construction 
jobs. 

MINES, where Duff-Norton roof jacks, ratchet jacks ‘and push 
and pull jacks are purchased in large quantities. 


Note to Sales Managers: Your salesmen will be asking 
for data on Duff-Norton Jacks. Write for Catalog 203E 
and sales literature today. 


\ 
THE DUFF-NORTON MANUFACTURING CO. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA.— CANADIAN PLANT, TORONTO 6, ONT 


“Ohe House Chat Jacks Built” 
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( Advertisement) 


? 


The new Deming “MOTOR-MOUNT’ 
centrifugal pumps illustrated in the 
advertisement at the right are an addi- 
tion to the extensive Deming Centrif- 
ugal Pump line. This advertisement 
appears in current issues of leading 
industrial publications which reach your 
customers and prospective customers. 
* * * * * 

This type of “MOTOR-MOUNT” pump 
hagseveral advantages over other types 
of centrifugal pumps. 


1. All chances of misalignment are 
eliminated as collet type coupling (used 
on Machine tools) connects pump and 
motor shaft into one rigid unit, run- 
ning absolutely true. This is essential, 
especially when stuffing box is equipped 
with a rotary seal. 

2. By using a standard NEMA motor 
with type “C” flange, the use of a motor 
with special shaft extension is elimi- 
nated. This means no long delays in 
getting a replacement motor should 
motor trouble develop. 


3. Pump shaft can be made of materials, 
such as nickel, monel, stainless steel, 
etc. because it is independent of 
motor shaft. 


4. Customer can have pumps fitted with 
either a rotary seal or the conventional 
type of stuffing box. 


5. On the horizontal pumps, casing can 
be turned so that eight different posi- 
tions of the discharge nozzles can be 
arranged for an“in the corner” instal- 
lation requiring very little space. 
7 * 7 * * 
Illustrated BULLETIN No. 4350 contain- 
ing full details about this new line of 
Deming “MOTOR-MOUNT” centrifugal 
pumps will be mailed to you promptly 
upon request. 
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Type “H” Horizontal Unit 


Type “V” Vertical Unit 


The new Deming Standard *moTOR-MOUNT” centrifugal pump has its own 
shaft close-coupled to the motor shaft. This permits mounting the pump on 
any standard make of motor which has the NEMA type "C” mounting flange. 


The advantage is obvious: a minimum delay in a pumping operation 
in the event of motor trouble. In a few minutes, the pump can be re- 
mounted on any other make of motor of the required characteristics. 


Perfect alignment of rotating parts is assured by the stainless steel pump 
shaft which is fitted with a compression coupling at motor end and 


tapered for the impeller hub. 

*~ * * & ® 
The new Deming Standard *“MOTOR-MOUNT” 
centrifugal pumps are made in 25 units of Type 
“H” (Horizontal) and 25 units of Type “V” (Vertical) 
in a range of capacities up to and including 200 
gallons per minute; heads up to 165 feet; motors 
from % to 744 H.P., Speeds 1750 to 3500 rpm. 
Maximum total pressure 125 Ibs. Maximum suction 
pressure 50 Ibs. Maximum recommended liquid 
temperatures 200° F. 


Write for free copy of BULLETIN No. 4350. 


THE DEMING COMPANY 
511 Broadway, Salem, Ohio, U.S.A. 


DEMING 
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Here are just a few of 
the places you'll sell 


SKIL Tools 


time after time! 


} Add dozens of industrial prospects to 

your salesmen’s lists with the complete SKIL Tools 
— line. Full ranges in size and capacity make SKIL ~ 
nore Drills, Sanders, Nut Runners, Drivers and other _ 
e SKIL Tools fully adaptable to the needs of every © 
eat industry. With one famous brand, one outstand- 
. Sheet Metal Plants ? al ing factory service policy, you offer the best in! 

ig SAY portable tools to every customer. 
. » 


And SKIL Tools are easy to sell. They‘re 


@ - 
a 
jop-h ers 2 ge zines. SKIL Tool Distributors get strong merchan- — 
(= av ey t dising aids to build SKIL Tool sales. SKIL quality 
\ eae rr and dependability are known wherever your 


vigorously advertised in leading industrial maga- 
~. : 6 ay salesmen go. Write today about open SKIL Tool 
’ ee Distributorships in your territory. 


are on eee SKU Grinders SKIL Senders ae 





catalog as | 


se none 


—— 


ustome 


bine of pact Abrasives a ft 


By. - 
complete BOs eo. waltS o 


er ee — nd finishing - 
needs of all your customers 


SN 


nationally advertised 


(Each ad tells you di Mt ommend 
Buying Thro ving te > taes al Distributor.”) 


made in a brand new plant 


my n produc 


ae C3 
AS?e eR of ~ SP e qua ay ye chet ps fei ery.) 


eases an —~__....made to ¢ell/ 


fr ee ra eS Torrey 
oo 











a Write today on your business letterhead. 


There are a limited number of territories open 


Cuted Ateiet Din 


and Company . North Benton Road 
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ow-more value 
than ever... 


WITH 5 NEW FEATURES 
TO HELP CUT YOUR COSTS 





P&H Zip-Lift 
Available in 
Capacities up 
to 2000 Ibs. 


ae ore 
ee 





Good news for hoist users! The Zip-Lift now brings 
you even more Added Value features to improve your 
service and help you cut handling costs. And not a 
penny has been added to the price! 


f 
NEW Magnetic Lower Limit Switch; fable cannot 
run out and rewind itself, 


NEW Extra Ground Conductor on feeder cable for 
greatest safety. 


NEW Reinforced Push! Button Pendant takes more 
punishment — guts replacement costs. 


NEW Grooved Drum increases ¢able life. 


: 


NEW Improved Moto Brake. 
li 


et) 





PLUS THESE ADDED VALUES: 


SAFER — Full magnetic control with current reduced to 110 volts 
at the push-button. Crane type limit switch and large double 
brakes provide maximum safety. No open wiring. 

peer CORP T LIFETIME CONSTRUCTION — Precision built — shaved gears run- 
warns i we rene at ning in oil—grease-sealed antifriction bearings—fully enclosed, 
hy *he- air moisture-proof, dust-proof, acid-proof. 
ct ; ru- 


lower cost 


handle it 


SMOOTHER OPERATION — Motor specifically built for hoist serv- 
ice — to withstand frequent reversal. Loads controlled within 
a fraction of an inch. 


See how dozens of handling problems have been ALERT SERVICE — Immediate stock delivery from qualified deal- 
solved by the Zip-Lift. This picture-filled book of ideas 


: ; ers everywhere — backed by 18 branch offices and 8 warehouses. 
tells the story. Write for your copy of Bulletin H-20. 


Here's a tip for profit... 
the i cs America’s pactest ELECTRIC HOISTS 


4538 West National Avenue 


eclling were rofee hove, Mitwaukee 14, Wisconsin 
Sel ae! , 


a a Dina tid eas ee 
EXCAVATORS ® OVERHEAD CRANES © HOISTS ® ARC WELDERS AND ELECTRODES © SOIL STABILIZERS © CRAWLER A 
ENGINES @ CANE LOADERS © PRE-ASSEMBLED HOMES 


The Zip-Lift is America’s biggest selling wire rope hoist. 











D TRUCK CRANES © DIESEL 
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FEDERATED’S BIG 4 BABBITTS 
CUT INVENTORY PROBLEMS 


No need to stock more than four babbitts. One of Federated’s Big 4 is sure to 
make the sale whenever any babbitt is requested ...for Federated babbitts are 
scientifically designed to answer virtually every white metal bearing need. 

Federated “Thermodyne” and “XXXX Nickel” are tin-base babbitts for 
bearings carrying heavy loads at high speeds... “Merit Metal” and “Record” 
are lead-base babbitts for lighter loads at more moderate speeds. 

Stock the Big 4 Babbitts now . . . practical experience shows that one of these 
four bearing metals will satisfy in almost all cases ...and your customers know 


it from national advertising! 


Fedele Mtlals Diviwion (fe 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Improved heat treatment of Allen O Head 
screws produces greater Rockwell hardness and 
strength to permit firmer tightening. The 
Allen cup point grips the shaft without 
producing chips or particles. Ideal for use and 
re-use under vibrating stress conditions. 


Always the choice for the best 


in precision screws . . . ALLEN © HEADS 
* Cup point for most applications. Cone, flat, half dog and 
oval points are standard Allen points available from stock 


for special requirements. 


ALLEN®) 


MANUFACTURING COM 
Hartford 2, Sore tees, JU. ee 


New YORK, _ CLEVELAND, MICAGO, 


warning 


ores! 
Allen-Type 785 tele 
gecessorily oat 


iO at 
this bloc 














Allen’s policy 
of selective distribution 


has been built with 
two purposes in mind: 


To make Alleno Head 
products readily avail- 
able everywhere. 


1. 


To make each Allen 

« Distributor franchise 

profitable, so the distributor 

can well afford to carry a full 

stock, and do a vigorous selling 
job. 


A leading midwest distributor 
recently pointed out that nine 
out of ten orders being filled 
today include at least one box 
of Alleno Head screws. This 
not only indicates the profit 
possibilities of your Allen fran- 
chise—but it also explains why 
so many order clerks always 
make it a point to ask “‘Do you 
need any Alleno Head screws 


‘today ?”’ 
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“where can I get 
compact, high quality, 
high pressure Gate Valves 


for general service?” 





a A vw 
Series 9850* Py 
t 


\ 


Operating men everywhere 
rate these valves as 
tops for general gate valve service including meter 
and gauge lines, drip and drain lines, etc. 
Series 9850 valves have drop forged carbon steel bodies 
and bonnets, rolled in 1 1!/2-13°% chrome stainless 
steel seat rings which can be easily renewed, and 
a solid stainless steel wedge. A ground joint insures 
tightness between body and bonnet. The stuffing box 
can be repacked under pressure when the valve is open. 








Also available is Series 9750, completely 
fabricated from 18-8 stainless steel for services 
*Series 9850 where internal or external corrosion is severe. 


“oEEL = ae - ar Series 9850-F8 valves have 18-8 stainless steel 


ee COE seh ened arte trimmings and carbon steel bodies and bonnets. 
Union Bonnet © Ground Joint © Inside 
Screw Stem @ Renewable Seat Rings 
* Solid Wedge — Slotted Type ® | i 


13% ay | Stainless oh gua HENRY VOGT MACHINE co. 
izes 1/4" to 2" inclusive. Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e@ CHICAGO e ST. LOUIS e DALLAS 
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ARE YOU 
TAKING 
ADVANTAGE 


CORNING 


INDUSTRIAL 
GLASSWARE ? 


CORNING GLASS WORKS ([../| CORNING,N.Y. 


100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL 


Thousands of gauge glasses, sight glasses and 
lubricating glasses are used every week in the 
manufacturing, refining, marine, power and 
building industries—to mention a few. The 
largest selling brands are made by Corning. 
Such preference is no accident. 

Users know they can depend on Corning 
glasses. Rigid manufacturing controls plus 
continuous laboratory testing insures uniform, 
top quality. Dimensional accuracy is main- 
tained within close tolerances. These high 
standards plus 100 years of glass manufactur- 
ing experience have made Corning glassware 
a product which industry does rely on with 
confidence. 

Well packaged and consistently promoted 
to help you sell, Corning Industrial Supply 
Glassware can be one of your most profitable 
lines. Write today for the name of nearest 
Corning Warehousing Distributor...Take 
advantage of this sieadily increasing market. 


@ Better service for users 


Corning products are stocked and sold 
@ Higher profits for distributors by leading Warehousing distributors 
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Cheer Chel propucts 


Month-in, month-out, the story of ATKINS is hammered home to potential 
buyers. For nearly a century the outstanding superiority of “Silver Steel” 
products has been stamped and re-stamped on the buying consciousness 
of the entire nation! ...In your particular field, for example, leading 
publications read by your customers carry the Atkins sales message! 
(See publications pictured above.) Attention-compelling forceful adver- 
tisements — and lots of them — stress the complete Atkins line — help YOU 
sell! And this isn’t new; it's been going on for years and years — long 
enough and strong enough to establish Atkins “Silver Steel” products as 
top quality leaders in their fields. 


Only ATKINS makes 


G baer Chel Products 


E. C. ATKINS AND COMPANY 


1) 
Home Office and Factory: 402 S. Illinois $t., indi polis 9, indi A T a | Se S 
Branch Factory: Portland, Oregon ¢ Knife Factory: Lancaster, New York 

Branch Offices: Atlanta « Chicago ¢ Portland « New York ee ee 


MAKERS OF BETTER SAWS FOR EVERY CUTTING 
INDUSTRIAL DISTRIBUTION * JANUARY, 1951 














CARRIED IN 
STOCK FOR 
PROMPT 
SHIPMENT 


,yre 


CARBIDE TIPPED 

















MILLING 


CUTTERS 


| (18 STYLES —FULL RANGE OF SIZES 

















SUPER TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan * 5210 San Fernando Rd., Glendale 3, California 
\ ‘ 
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Steel pipe is first choice for radiant heated schools 


It’s a good thing Shakespeare didn’t live in our day for he 
Would have had to revise those familiar lines about the school 
Boy . . . “creeping like snail, unwillingly to school!’ Our mil- 
Hons of grand American kids really like school now! 

And why shouldn’t they? Americans believe firmly in the 
fight of every youngster to get a good start in life! As a result 
our schools not only stimulate young minds but provide every 
comfort that science can devise and money can buy to make 
learning enjoyable, healthful and comfortable. 

Good lighting, ventilation, and heating are ‘musts’ in 
America’s modern schools. In the newest ones even the ad- 
vantages of radiant heating are included. And because “the 
best is none too good” steel pipe is first choice for these radiant 
installations. 

There are many reasons why! Steel pipe has been proved in 
more than 60 years’ service in conventional hot water heating 
systems and, in addition, meets the specific piping requirements 
of radiant installations in every particular . . . from economical 
first cost to complete mechanical adaptability! 


Modern schools like this new Acalanes Union High 
School, Lafayette, California, use steel Pipe in floor 
panel radiant heating installations. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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OWELL ives you Au? How 


a TS in a Throttling Valve 


COMPARE 
the flow characteristics of the new Powell ''W.S." Valve 
(left) and the ordinary globe valve (right). Note the 
extra large opening through the seat (nominal pipe size) 
and the greatly increased lift of disc, when wide open 


This is actually a dual service valve 

in that it can be throttled to any de- 

sired degree, yet, when wide open, 
permits FULL FLOW through 
the body. Thus turbulence and 
pressure drop are reduced to a 
minimum—a triumph in engin- 
eering that exemplifies Powell's 
continual leadership in the field 
of industrial valve design. 


Powell “W. S.' 
Bronze Globe Valve 
Fig. 2608 


Write for folder giving full description of the many 
advanced engineering features of this valve 


POWELL 


The WM. POWELL CO., 2525 Spring Grove Ave., P.\0. Box 106, Station B, Cincinnati 22, Ohio 
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You Con Skis the Fast 3 Styps 
%- Grinding Wheel Sales. 


mee | 
ORDER 
; -* AMAA jf 
~~ “GC - b..- baetvonesgy 
. ¥ + anbete ssid ; 
B on 
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os Make pe DS cLose 
ffective Use — ~~ @ THE SALE 
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Norton Sélling Aids — 
Ph at 


Q@ speciric 
PROPOSAL 


3 CREATE 
PREFERENCE 


2 AROUSE 
INTEREST 


1 contact 
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INSTRUCTIVE BOOKLETS 

A collection of fact-filled, good- 
will-building publications for grind- 
ing wheel users. 





FOUR-PAGE LETTERS 

Promotional pieces that carry the 
Norton grinding wheel story on 
your own letterhead. 


ENVELOPE STUFFERS 


Colorful, helpful leaflets with your 
name and address imprinted on the 
front cover. 


“GRITS AND GRINDS" 


A forty-year old technical publica- 
tion that is the grinding authority 
for thousands. 


* ne el 


Mil! 


MAGAZINE ADVERTISING 

With a total circulation of well over 
a million these magazines blanket 
your customers with the Norton 
sales message. 
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Just like a good many thousand road signs, Stanley adver- 
tising and sales promotional literature point to you as the 
source of supply for the finest in woodworking tools. 

The four tools shown, for example, are being featured in 
January and February issues of leading building and wood- 
working magazines—timed to catch Spring business on the 
upswing, and designed to bring in more profit for you. 

Get the full benefit of this promotional effort. Stock up 
on Stanley Electric Tools, now . . . and be prepared for the 
business that’s headed your way. For samples of the avail- 
able literature, and information on the mats, streamers, and 
mailing pieces, write Stanley Electric Tools, 516 Myrtle 
Street, New Britain, Connecticut. 


W-65 SAFETY SAW. 4-5 PLANE. Largest, most powerful 
The 6” saw with big saw features. electric plane on the market. 





GA-156 SASH 
AND DOOR 
HOLDER. 

Cuts set-up time 
++. speeds work, 


RSA 1 H.P. PORTABLE ROUTER. 
Power and versatility in a portable tool. 








[ STANLEY ] 


Reg. U.S. Pat. Off. 





HARDWARE e TOOLS e ELECTRIC TOOLS e STEEL STRAPPING e STEEL 
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Now They’re Slashing Warps ...and Upkeep 


ROCESSING HEAT was the bug-a-boo. It was 
p raising havoc with bearings and roller chains in 
the Slasher Room of this Carolina textile mill—and 
the lubricant being used couldn’t hold it down. A 
main drive chain only lasted eight weeks—cylinder 
and size-vat roller chains, twelve weeks. All-in-all, a 
thousand dollars worth of chain was being chewed 
up each year by the nine slashers. When the cost of 
poor-performing lubricant—plus labor to apply it 
—was added, upkeep went out of sight. 


Then a Keystone Field Engineer made a lubrication 
survey, filed recommendations, received the “go- 
ahead”’, and went into action. 


All chains were first cleaned with Keystone Pen- 
etrating Oil #2. Then, Keystone #44 Grease was 
applied with a brush. One month later, the foreman 


Geede Morte tee 


v. 





told us that this original coating lasted over thirty 
days. (The best they ever got before was six or 
seven hours.) Ten months later, a check-up showed 
that no new chains had been purchased, and only 
three feet of spare link had been used for repairs. 
Tack on to this the savings in time, labor and 
lubricants resulting from the new thirty day lubri- 
cation cycle—and you know this plant really had 
a “find” when they struck Keystone 44”. 


Savings such as these are not uncommon for 
Keystone. And you can look to 
“44” to open new doors for the sale 
of other Keystone lubricants as 
well as other mill supplies. 
KEYSTONE LUBRICATING 
COMPANY, 2100 Lippincott 
Street, Philadelphia 32, Pa., 
Est. 1884. 


Mo 44 


,_ GREASE 


= 


The above application 
emphasizes the versa- 
tility of No. 44 Ball and 
Roller Bearing Grease. 





LUBRICANTS! 
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YOU NAME THE PIPE SIZE...UP TO 12” Sj) 


TOLEDO ees 4 


will thread it 


= 


You can be sure of satisfied customers every 

time—when you sell genuine TOLEDO Pipe 

Tools for the job! These are the tools pre- 

ferred for nearly half a century by better mechanics... and 
used so widely today to thread, cut and ream pipe at ftop- 
speed... with less effort ...and lower cost. 


You can offer a complete range of 29 quality-built 
TOLEDO tools for all pipe sizes, 4%” to 12”, and 4%” to 


1” bolts...also high-production power pipe machines, 
up to 2” and 4” capacity...and portable power drives. RELY ON TH EADER 


Always recommend time-proven TOLEDO advantages for 
every pipe fitting requirement! The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. New York Office: 165 
Broadway, Room 1310 
POWER DRIVES...PIPE or ees an PIPE MACHINES 
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WICK WIRE 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICE —500 Fifth Avenue, New York 18, N. Y. 


WIRE ROPE SALES OFFICE AND PLANT— Palmer, Mass. \ 
SALES OFFICES—Abilene (Tex.) * Boston ‘* Buffalo * Casper * Chattanooga * Chicago * Denver * Detroit * Emlenton (Pa.) * Houston * New York 


, 
y es, all wire ropes do look alike...on 


the outside. But not when you go 100 
times beyond the range of normal 
vision. That's where you find the big 
difference... because that’s where the 
grain size of the steel shows up. 
Steel used for Wickwire Rope is 
measured for proper grain size by the 
exacting McQuaid-Ehn test. Typical 
samples are carburized to 1750° F., 
cooled slowly, polished and etched; 
then examined under a high-powered 
microscope for the proper matching of 
a McQuaid-Ehn grid to the size of the 
crystals. Thus, we make sure that steel 
going into Wickwire Rope conforms 
to the definite grain size that will give 
longest, most satisfactory service. 
Such quality control of basic prop- 


Odessa (Tex.) * Philadelphia * Tulsa 


Rope wire viewed under a microscope with 
100 magnification and the correct 
McQuaid-Ehn grid superimposed and 
matched to the sample for classification. 


erties is possible only with a company 
like Wickwire...where manufacture is 
integrated from molten metal to fin- 
ished rope...where the know-how of 
52 years experience goes into the mak- 
ing of every wire rope. 

It explains, too, why Wickwire Rope 
always gives you uniform perform- 
ance, enduring reliability and longer, 
more economical service on the job. 
For the right rope for your particular 
requirements, see your local Wickwire 
distributor. Wickwire Rope is avail- 
able in all sizes and constructions, both 
regular lay and wisscoLay Preformed. 
For your free copy of “Know Your 
Ropes” write to: Wire Rope Sales 
Office, Wickwire Spencer Steel Divi- 
sion of C.F.&I., Palmer, Mass. 


PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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THE GEST 
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WAS-STUL IS 


7 SHAPER 





PUT IT ON YOUR 
PROFIT-MAKING 
TEAM 


S410 


Price, less motor, F.O.B., Kala- 
mazoo, subject to change with- 
out notice. 


IS THE BEST 





i FIRST DEVELOPED — FINEST MADE 


40 years experience in manufacturing precision tools stand be- 
hind the Atlas shaper. Not only was Atlas the first on the market 
with a 7” precision shaper for industrial use — today it is still the 
finest on the market —a fast, rugged, powerful shaper with every 
feature of large shapers, including Timken Tapered Roller Bearings. 


FITS TODAY'S EXPANDING TOOLING PROGRAM 


There are scores of profitable places for Atlas 7” shapers in 
today’s retooling program. And its speed, precision and low 
initial cost make it exceptionally ideal for limited small parts pro- 
duction runs. It frees larger, costlier equipment from small work. 
Tool rooms, tool and die shops, research labs, and schools are other 
ready markets. 


SAVES TIME, EXPENSE, LABOR, FLOOR SPACE 


7” 


On any shaping job within a 7” stroke, the Atlas is a real time 
and money saver. It’s so easy to set up, so inexpensive to operate, 
and so dependably accurate that oversize equipment can’t match 
its efficiency. Its compact size and low initial cost save valuable 
floor space, slash equipment costs, 


STEADILY ADVERTISED TO ALL INDUSTRIAL PLANTS 


Consistent, hard-hitting Atlas advertising carries the Atlas story 
of rugged dependability and long precision service to purchasing 
agents, superintendents, and production managers in every corner 
of industry — strong advertising support which continuously backs 
you up, makes your selling job easier. 


7 az 
—~.-- 





* 





OUTSTANDING FEATURES WHICH 
HELP SELL THE@Q¢GaS.7” SHAPER 


The Only 7” Shaper With Timken Tapered Roller 
Bearings! Roller Bearings Also On Countershaft 
Hangars. 

Extra-Heavy Construction For Its Size — Cuts ‘*” 
Deep In Cast Iron! 

4 Stroke Speeds For Versatility. 5 Reversible Auto- 
matic Power Cross Feeds. 

Flat Ways Give Almost ': More Bearing Surface! 
Oiled Wipers For Table And Ram Bearing Surfaces. 
Special Analysis Cast Iron Bull Gear With 1” Face. 
Screw Type Stroke Positioning Mechanism — Can't 
Slip Under Load. 





Stroke Brake For Stopping Ram At Any Desired 
Position. 


Superior Table Feed Mechanism. Safety Shear Pin 
Prevents Expensive Breakage. 


Quick Adjusting Stroke — All Done From Outside 
To Easily Read Scale. 





110 


N. PITCHER STREET 


ATLAS PRESS CO. (Py 


KALAMAZOO, MICHIGAN 
MATCHED PRECISION 7 


So 
WOODWORKING AND Pott FOr 
AL WORKING 
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AL E N 0 xX Band Saw Blade 


For Every Cutting Problem 





LENOX 
Friction Cutting 
Band Saw Blades 


ror US® ont chines 
High spre peeing 


sine ha 
eet mete ae 


and ions 
r t Varied Ape priest LENOX 
— Skip-A-Tooth 


Band Saw Blades 





ot * plate 





Builders . 
Plastics ds Plywoo 


LENOX 


Regular Metal Cutting 


Band Saw Blades 


The Plaid Boxe 


AMERICAN SAW 
1D.@ & MFG. COMPANY 


Springfield - Massachusetts 
HACK SAWS. BAND SAWS. GROUND FLAT STOCK 


"The Jools in 
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The makers of 


CROSBY CLIPS 


announce 


AMERICAN 


A better deal on wire rope blocks 








M.-: American Crosby Wire Rope Blocks! 

A complete new line is now ready for you... and it carries all the 
prestige of Crosby Clips—one of the most ‘‘accepted”’ 
trade-marks known to wire rope users. 

Every detail has been planned to help you do a fast, hard-hitting 
job of merchandising. All American Crosby Blocks have embossed side 
plates showing sheave size, capacity, and brand name. They’re 
packaged for protection and easy handling. A convenient stock 
numbering system makes ordering, receiving, and stock-keeping ten times 
more efficient. And you can combine your orders of American 
Crosby Blocks and Crosby Clips! 

Do you want fast-growing, steady-repeat wire rope block sales? 
Right now is the time to make sure of your American Crosby Block 
distributorship. Write, wire or phone us, and a factory man will see you. 


Address: 


& Derrick Company 
Phone CEdar 0541 ST. PAUL 1, MINNESOTA Teletype ST P567 
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COMBINED 
SHIPMENT OF 
CLIPS & BLOCKS 
saves paper work! 


This cuts out a lot of waste 
motion and unnecessary 
expense. One source of 
supply. One delivery to your 
platform. One handling of 
order, invoice and payment. 





PREPAID RAIL 
FREIGHT cuts your 
costs...speeds han- 
dling at your end! 


That's right ... we pay the 
rail freight on both Crosby 
Clips and Crosby Blocks 
(100 lbs. or more). Figure out 
the extra profit that means 
Consider all the fuss that’s 
saved. Don’t miss this big 
“extra!’’ 





EVERY BLOCK 
NUMBERED 

to indicate size, 
type and capacity. 
Really makes sense! One 
number positively identifies 


each block. A tremendous 
boon to inventory control. 
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1 i 
SEALED 
PACKAGES 
eliminate barrels 


and crates...protecit : 


your stock...easier 
to store...and carry 
your advertising 
imprint! 











industrial need — 
sell AMERICAN.. 


the best gears in stock 





The American Stock Gear Division of Perfection Gear Company 
offers distributors a complete line of highest quality stock gears. 
‘ , With a range of 48 to 3 diametral pitch, the line includes 
The American Stock Gear line incledes... brass, bronze, steel, semi-steel, cast iron and non-metallic 
Spur Gears Spiral Gears i 
Steel gears of every industrial type. 


Steel Bron ° ° 
Cost Iron = ea ini In American, you offer your customers the highest quality 


Bronze 


Non-metallic oe stock gears made. Precision dimension . . . laboratory tested 


Racks Wace @hare strength . . . smooth, quiet performance . . . all help make 
Seems eee he American the finest to sell. 
Worms Perfection’s 30 years in the manufacture of automotive gears 
rass Steel F f i d ability for it 
Cast Iron Gprathate, te & tee provides a background of experience and ability for its 
—— Grease newly-acquired American division. Its complete facilities . . . 
Steel aa tie metallurgical laboratory, modern heat treating and scientific 
as ron 


eet tease Universal Joints testing equipment . . . help make American Stock Gears 


Brass Flexible Couplings 
Steel Gikih tain teemanilie. the finest available. 


Internal Gears 
Cast Iron sion Supply items Write for complete details on obtaining a fully protected 
“‘ground floor” franchise for the distribution of this profitable 
stock gear line. Your inquiry will be confidentially treated 
acq and incurs no obligation on your part. 
uU ee Bey \ (0) i a eon 
ATTEN) @R TZU... DIVSION - PERFECTION GEAR COMPANY - HARVEY, IL 
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Production Increased 300% — 
by set-up of 3-14” Delta Drill 
Presses, 2 on wheels ond rails, 
drilling and tapping a casting ot 
Blackhawk Mfg. Co., Milwaukee. 


A 


Oe 


Output Boosted 240% — by 
Delta 14” Drill Press on roller 
bridge above fixture table. One 
operator drills 108 holes in 81/2 
pieces per hour at Noorduyn 
Aviation, Limited, Montreal. 


% 


Cuts Job-time 85% — set-up of 
4-17” Delta Drill Presses for 
drilling, facing, and tapping 
axle-equalizer beam at Hendrick- 
son Motor Truck Co., Chicago. 


Special Quartz Slicer — bottery 
of 14” Delta Drill Presses mounted 
on pivots for wet abrasive-cutting 
to close tolerance at National 
Scientific Products Corp., Chicago 


Special Grinder for Plastics — 
standard 14” Delta Drill Press 
swinging grinding wheel; fixture 
rotated #by take-off from same 
motor. “At Globe Tool & Molded 
Products Co. Rockford, IIinois. 
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Opens up extra business on supplies like these 
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Attachment 
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Constructed to Take 
Severe Punishment 





Without Tube 
Swelling 


oes 


CONCORD #20 
STEAM HOSE 


Here’s the steam hose with a structural differ- 
ence that eliminates ... once and for all... the 
common failure of tube swelling under contin- 
uous high pressure operation. 


CONCORD #20 Steam Hose gives you the 
exclusive protection of a tough inner lining .. .a 
lining of stainless steel wire braid. This braid 
assures permanent retention of the original inside 


anne en wl at tem 


hose diameter. It prevents swelling and constric- 
tion of the tube... assures full flow of steam at all 
times ... permits re-coupling in the field when 
necessary, without the slightest difficulty. 


In addition, CONCORD #20 construction 
features include: two or three braids (depending 
on size) of alternate high tensile steel wire and 
rubber layers are firmly bonded over the outside 
of the tube. They provide maximum burst-protec- 
tion and safety. An asbestos braid provides posi- 
tive cover adhesion and serves as cover insulator. 
On top of all is the rugged, abrasion- resistant 
cover that withstands the severest abuse. 


Flexible, tough and dependable... that’s BWH’s 
new CONCORD #20! If you're handling CON- 
CORD #20 now — more power to you. If not, 


Tube Securely Locked by Special 
Stainless Steel Inner Wire Braid! 


Illustration above shows how exclusive inner stainless steel braid of CONCORD 
#20 Steam Hose prevents tube swelling and assures long life under severe use. 


put them to work for you! 





Another Quality Product of 


Boston Woven Hose & russer company 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. + P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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GOT A TOUGH 
DRILLING JOB ? 























STANDARDIZE-to make it easy! 


HANCES are your drilling problems are more down 

to earth than the one Red Shield is tackling here. But 
no matter what you have *o drill—iron, steel, brass, cop- 
per, aluminum, plastic—there is a Red Shield Brand Drill 
that will give you the best work at the lowest cost. 

That’s because these drills—like all Shield Brand Tools 
—are Foremost Quality in design, construction, and work- 
manship. You can rely on them for uniform operating 
characteristics and fast, uninterrupted production. 





Industrial Supply Distributors coast to coast stock and 
supply Standard Red Shield Tools. If you have a problem, 
call a Standard Service Man. He brings you the benefit 
of our 69 years’ experience in solving tough metal cutting 
problems. There’s no cost or obligation, of course. 


\TAN DARD |OOL (0. CLEVELAND 4, OHIO 


New York «+ Detroit + Chicago * San Francisco 


THE STANDARD LINE: Drills » Reamers + Taps + Dies » Milling Cutters + End Mills « Hobs + Counterbores + Special Tools 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 49 





many van 


nh. wm 
foreme* gactor © 


» a son 
ile \ife ~ pauct"* 
Oo 








<f GR. ALSO MEANS 3 PE 
GOOFY PEOPLE WHEN S “TALKIN 
° THEY USE FILES (7) @Reas, 


i\ FR HAMMER r+ 


ou 
He's working for ¥ >} 
o you recognize ati 


? 
=> 


\ 
’ 
| 
| 


~<a 


}. 
: 


a0} 


ver thy _——_, 


Ten thousand tee 





and g 
every one a Working tooth} 





INDUSTRIAL DISTRIBUTION © JANUARY, 1951 





= 


& 


A LARGE and vital segment of Nicholson’s advertising appears 
in the leading industrial publications. It is working for you who have 
teamed up with us. In fact, it is your advertising as well as ours... 
because it is persistently urging industrial file users to deal with you. 

For 1951 the list of industrial publications being used is as given 
below. The figures represent their respective circulations multiplied by 
the number of issues in which Nicholson ads appear. 


American Machinist. . . . 360,000 Modern Machine Shop. . . 465,000 
Factory Mgt. & Maint.. . . 315,000 New Equipment Digest. . . 780,000 
ee Purchasing . . . . . « 130,000 
Machine and Tool Blue Book . 400,000 Para ee 
Machinery ... . . . 215,000 Tool and Die Journal . . . 310,000 
Mill and Factory. . . . . 240,000 Grand Total . . . . 3,500,000 


Besides advertising (which hasn’t let up in three generations), 
Nicholson help to the distributor includes technical field-service sup- 
port, liberal and steady distribution of informative literature — plus 
products of superlative quality. It’s teamwork of the highest order 
when the hitch-up is with Nicholson! 


Sato, NICHOLSON FILE CO. - 42 ACORN STREET - PROVIDENCE 1, RHODE ISLAND 


¥.8.Aa 


(In Canada, Port Hope, Ont.) 
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QUICK 


Every ad we run tells users of indus- 
trial hose and belting where to buy 
our products: “Call your local Hewitt 
Rubber distributor, listed in the clas- 
sified *phone book under ‘Rubber 
Products’.”’ 

Where to get it is always imporiant 
to your customer. But more impor- 
tant to him—and to you—is what you 
deliver. Your reputation stands or 
falls on what you sell . . . on products 
other people make. 

For almost a hundred years now, 
Hewitt-Robins has pioneered in the 
development of better industrial 
rubber products, and a good many 


‘firsts’ —35 in all—have come out 
of our technical laboratories. The 
first mildew-resistant fire hose, the 
first high-pressure steam hose, the 
first special-purpose synthetic hose 
to withstand oil and gasoline, the 
first stepped-ply conveyor belt, are 
typical. 

Matching specific products against 
the ever-growing needs of industry 
takes extra time, money and care, 
but it adds extra months or years of 
service to every hose and belt we 
make .. . at no extra cost to the user. 


The Hewitt-Robins line of indus- 
trial hose and belting is complete, 


Say 


DELIVERY is important... 
More important is WHAT YOU DELIVER! 


known for quality the world over, 
well advertised, priced competitively. 
It’s the kind of line that builds and 
holds customer good will. 

If you think your reputation and 
ours might make a good team, write 
us at Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


HEWITT-ROBINS 


BY 





—--—------- HEWITT-ROBINS HRI INCORPORATED -— 


HOSE: ACID + AGRICULTURAL SPRAY 


AIR « 


BARGE LOADING * CEMENT PLACEMENT + CHEMICAL-BOOSTER + DUST SUCTION 


FIRE + FLEXIBLE RUBBER PIPE * FLUE CLEANING * FUEL OIL & GASOLINE * HYDRAULIC, JETTING AND GROUT + INDUSTRIAL VACUUM 


INSULATION BLOWING «+ OIL INDUSTRY 


. 


ROAD BUILDERS’ 


* ROTARY DRILLING * SAND BLAST * SEA LOADING * STEAM + SUCTION 


TANK CAR, TRUCK AND TRANSPORT * TWIN-WELD® WELDING * WATER * WELL DRILLING * BELTING: CONVEYOR + ELEVATOR * TRANSMISSION 
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Re-Mo-Trol | 
OPENS NEW MARKET! 


Your customers will pick up their ears in a hurry when you give 
‘em the works on this latest member of the Simplex Industrial 
Jacks family. Re-Mo-Trol lifts, pushes and pulls hydraulically 
from a distance . . . It works where other jacks can’t get in 

. and exerts its smooth, hydraulic force in any direction. All 
its advantages add up to greater safety, utility and convenience. 
Actually you can make it your big seller because it creates an 
entirely new, undeveloped and industry-wide market for you. 
Remember, Re-Mo-Trol is made in seven sizes —complete units 
—with the broadest capacity range in the field . . . 10 to 100 
tons—and it’s got Simplex’s famous “Center Hole” ram. Brother, 
start counting your sales! 


There'll be big Simplex direct missionary demonstrations and 
exhibit at the Plant Maintenance Show, Space 310, Cleveland 
Auditorium, January 15th to 18th. Tie in your calls with the 
more than 12,000 industrial plant superintendents, millwrights 
and master mechanics who will attend. Cash in with sales of all 
Simplex Jacks for every purpose. 


LITTLE DE-ICERS, ALL! 


When it comes to cracking sales “ice”, 
T-K Planer or Machinists Jacks—in four 
sizes'\—often come through with the 
“oomph” to turn a prospect file card into 
an active customer. They’re ideal for 
levelling work on planers, milling ma- 
chines, etc.—in all types of industry. 


(Advertisement) 


VERSATILE’S 


the name for T-K’s 


Util-A-Tool set 
“The tool of a thousand uses” 


You can use it for just about everything but directly improving 
your golf score. Indirectly, it can help you roll up top sales 
totals that will earn the finest set of clubs sure to save you a 
stroke a hole. Util-A-Tool is a practical, low-cost time and work 
saver for just about every job in the shop that calls for pushing, 
clamping, pulling, holding, bending, lifting, lowering, spreading, 
etc. There are many uses for it in all types of shops and fac- 
tories—a handy item, too, for field repairs. Give it a whirl 
around your territory! 


PREVIEW 
OF NEW SALES PUNCH 


“Help salesmen sell!” is again the keynote of Simplex-promotion 
for 1951. Powerful publication advertising, backed by timely 
publicity stories, will hit the pages of leading publications in 
major fields—construction, oil, mining, industrial and others. 
T-K ads are tuned to the buying power of America. Team up! 
with them by distributing copies of our latest 32-page Catalog 
—jam-packed with facts about practical jack applications. 





BACK TO THE MINES—For Jack Sales! 


Coal continues in big demand. Mines 
are fertile ground for two-fisted 
selling ... and the T-K Mine Jack 
offers real sales opportunities. Extrae 
safety is an outstanding feature.” 
When you talk Simplex, you'vel 
really got plenty to talk about—for 
it’s a broad line that includes: Gen- 
eral Duty Ratchet Jacks, Timbe 
Jacks, Mine Roof Jacks, Conveyo: 
Jacks, Pin-Up and Post Pulling Jacks, 


=| 
“Pies ITAN e 


Talk 
“Steamboat” 
Ratchet Jacks 


Get the facts on page 20 eee 





S- 


of our Catalog No. 50... 
then track down steam- 
ship and barge line operators, ship-builders, 
fabricators and contractors engaged in 
bridge or concrete form, river and harbor 
work. You'll find responsive listeners. 


Simplex Push and Pull Jacks in five models—8 to 15 tons capac- 
ity—have many applications in ship building, wrecking, bridge, 
piling and dock work. 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, 1 
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DISSTON 
ANNOUNCES 
A NEW WASTE PREVENTION PLAN 


for increasing productive efficiency 


...@ hew service Disston Distributors 
can render industry 





IN PEACE WASTE IS A SIN-:* NOW WASTE IS A CRIME! 


Right now—today—your customers are even semi-skilled men are getting harder 
facing an emergency! Just consider: to find. Cost of manufacturing is rising. 
Many materials are already in short And, in the face of all this, industry is 
supply —others are becoming more critical daily receiving demands for higher and 
every day. As for manpower, skilled and still higher production! 


SOMETHING’S GOT TO GIVE! AND THAT SOMETHING MUST BE WASTE! 


... To save tools—to save materials! 
... To conserve essential manpower! 


... lo increase production! 


ESTABLISHED 1640 


HENRY DISSTON & SONS, INC. 


nec.usparorr, BAND SAWS FOR WOOD AND METAL + SOLID AND INSERTED TOOTH CIRCULAR SAWS + MACHINE KNIVES 











Te 





DISSTON’S WASTE PREVENTION PLAN— 
A NEW SERVICE FOR INDUSTRY 


This is a complete program— geared to the theme FIGHT 
WASTE — reaching every segment of American Industry: 
Administration, Management, Purchasing, Engineering 
—right down to the single man with the single tool! It’s 
a program that ties in directly with Disston distributor’s 
efforts to render worthwhile service to his customers. 
It’s a proved program that will work! 


AND DISSTON DISTRIBUTORS CAN GIVE IT 
TO THEIR CUSTOMERS FREE! 
Every industry—every plant—can participate in this 
great work—to FIGHT WASTE! Disston bears the 


entire cost of the educational materials for you to supply 
your customers. 


THE WASTE PREVENTION CARDS—informative cards 
on individual tools that teach workers how to obtain 
greater efficiency and make tools last longer. 





THE POCKET FOREMAN—a complete manual for the 


use of foremen and other supervisory workers on how to 
FIGHT WASTE in their departments—how to boost the 
productivity of their men! 


THE ‘FIGHT WASTE” POSTERS—to make everyone 
conscious of the vital need to save tools, materials, 
man hours. 


SEALS, STAMPS, AND OTHER DISPLAY MATERIAL—to 
act as constant reminders to FIGHT WASTE! 


ADVERTISING AND PUBLICITY WILL CARRY 
THE STORY TO CUSTOMERS 


No means of communication will be overlooked to carry 
the story of this crusade to your customers—to all indus- 
try. Everyone will be rallied to the banner of waste pre- 
vention for higher production—to FIGHT WASTE! 


It’s an opportunity for every Disston Distributor to . 
render a big service to customers—to profit from the 
prestige and goodwill that will attend this program. Get 
into the battle—FIGHT WASTE! 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C. 


123 Vesony, Piluteile 35, Pe, CLA. ¢ occ nase seks & Sis ausuieeteeaeies meek 
FILES AND RASPS + HACK SAWS + CARBOLOY-FITTED SAWS AND KNIVES + CUTTER HEADS + CHAIN SAWS + TOOL STEELS 





Put the Morse line 
to work for you 


MORSE offers the finest line of power transmission 
products available. Morse’s many unique features give 
you more selling points to use, more concrete advantages 
to offer. And your customers can bank on the Morse 


line’s high quality and better performance at lower cost. 


Today, this moment, why not ask us for complete infor- 


mation on any or all Morse products shown here? 


PRPS RES. eR, 


| Mh ORSE MORSE CHAIN. COMPANY 


Dept. 103 
MECHANICAL 7601 CENTRAL AVE. 
] POWER TRANSMISSION DETROIT 8, MICHIGAN 
7 PropucTs ll 





Morse-Rockford 
Pullmore Clutches 


_ eS een meal 








Morflex Radial Drive Shafts 


Morse-Rockford 


Over-Conter Morflex Drive Shafts 
Friction Clutches Couplings 











DRC Flexible 


DSC Flexible 
Couplings 


} Couplings 


Morflex Radial Couplings 





Silent Chain Drives Roller Chain Drives 
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It’s no trouble at all to meet the varied needs of your cus- 
tomers when you handle Bethlehem Bolts and other fasteners. 
The Bethlehem line of bolts meets just about every type and 
size requirement, because it includes everything from A to Z, 
and then some. And Bethlehem Bolts are good bolts, too. 
Good appearance. Good quality. Good sellers, all the time. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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SYVTRON 


New — Portable 
812" Blade 2 11/16” Cut 


ELECTRIC SAWS 


Have 

Extra 

Sales 
Appeal! 


FEATURING © 





Smooth - - Vibrationless $99.50 
Dual V-Belt Drive Metal Case, $8.00 Adtl. 


A 19 Ib., 144 H.P. Heavy-Duty Saw 


—for hard work and severe service 
Not a lightweight (12 to 15 Ib) light-duty saw 


peeleiel,. FAST CUTTING UNDERWRITER 
CONSTRUCTION SPEED WN: 10)-7-Waol; 7 


Steel G Aluminum 
Stampings 6,000 R. P.M. Blade Speed APPROVED 


Depth of Cut Angle Cuts 


Adjustable from 0° —from 90° to 45 
to 2-11/16” for bevel cuts 


Write for distributor proposition 


SYNTRON COMPANY (Sonne pe” 
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CARDS 


DEAL IS 
A SURE THING 





Deal yourself more profits at less effort with Card. 

This well known cutting tool manufacturer 
brings you strong backing that makes selling 
easier. More than a million Sales messages, for in- 
stance, reach cutting tool prospects through adver- 
tisements in AMERICAN MACHINIST, MACHINERY, 
MILL AND FACTORY, MODERN MACHINE SHOP... the 
leading publications in the metal-working field. 
Each of these sales messages directs prospects to 
YOU, the local Card distributor. And each carries 
that unique sales idea that puts Card ahead of 
competition: “The Certified Cutting Tools,” certi- 
fied by the Pittsburgh Testing Laboratory. 

What’s more, you get merchandising help when 
you sell Card. Envelope stuffers, catalog inserts, 
advertisement reprints are available to you free of 
charge for direct mail purposes... plus the handy, 
informative tap and drill size reference charts. 

You and your customers can also rely on Card’s 
trained engineers whose extensive knowledge of 
every phase of the cutting tool field helps assure 
maximum results from Card cutting tools. See 
your Card Representative now — investigate the 
progressive Card Sales Policy. 


S.W. CARD 


MANUFACTURING COMPANY 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 


one 






































*By the Pittsburgh Testing acne ates 
Also makers of DIES * SCRE 


DIE STOCKS ° TAP WRENCHES 
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TO INSURE 
PROMPT 
DELIVERIES... 


"SSTANDARD”’ recommenbs STANDARDS 


Your customers can depend on prompt deliveries of UNBRAKO Products when 
they use standard sizes. 

For, despite today's shortages and stepped-up demands, we're concen- 
trating on keeping full stocks of UNBRAKO ‘“‘standards"’ on your shelves. 

So, recommend “standards” to all your UNBRAKO customers—for imme- 
diate uninterrupted deliveries and for substantial savings over the cost of 
“specials.” 


Knurled Head Socket Cap Screws Knurled Head Shoulder Screws 
Fiat Head Socket Cop Screws SOCK ET SCREWS Precision-Ground Dowel Pins 
Self-Locking Socket Set Screws Fully-Formed Pressure Plugs 





SPS STANDARD PRESSED STEEL ¢€0. 
JENKINTOWN 13, PENNSYLVANIA 
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Talk of the Trade 


GOLDEN GATE NOTES: We hear arrangements are 
really taking shape for the Triple Industrial Supply Con- 
vention in San Francisco in June . . . The rule that only 
badge holders will be admitted to the meetings and to 
the convention booth area is going to be strictly enforced, 
so they say. 


/ (Py 
126% 


DD SS 











EAGER BEAVER: Since we reported several months 
ago about one gal receiving an invitation from a South 
American to enter into correspondence with him, there’s 
been a flood of similar reports . . . Wonder if he spends 
all of his time writing to girls whose pictures he sees in 
magazines? 


CONGRATULATIONS: Earl J. Gossett (Bell & Gos- 
sett Co.) had quite an eventful Thanksgiving Day . . . He 
and Mrs. Geraldine R. Pepper of New York were mar- 
ried . .. On the very day that New York was having its 
“big storm of ’50”, the boss’s secretary, Helen Katzmar- 
ski, was changing her name to Mrs. Frank Magennis . . . 
Congratulations. 


EATING AGAIN: Fishermen’s Wharf, of course, is a 
must for any visitor to SF . . . While there, drop into 
Tarantino’s (it’s run by two Irishmen) and have a try at 
the abalone . . . I tried it with Ken Adam and Fred Coates 
(Adam-Hill Co.) and, even though ordinarily I do not 
like fish, I’m now an abalone booster . . . And, if you 
go for Chinese food, try Shanghai Low’s. 


SAN*FRANCISCO TIPS: Having just returned from 
SF, we'd ‘ike to pass on a couple of tips we received . . . 
P. A. Converse (Marshall-Newell Supply) warns that con- 
ventioneers will feel out of place if they come decked out 
in white shoes and other similar summer apparel. . . Such 
things just aren’t worn in the “air conditioned” city, 
even though it'll be a June affair , . . If you’re a roast beef 
eater, get Frank Hull (‘T'ay-Holbrook) to tell you about his 
favorite eating place . . . What a view . . . What roast 
beef . . . Be sure to stop over to see Ralph Vincent and 
others at C. W. Marwedel, and get a good look at the 
tile work in the Marwedel building. 


WELCOME BACK: Jim Jaques (Nicholson File), 
after about seven months in Indiana, has been transferred 
back to New York . . . Lot’s of luck. 


DID YOU KNOW? That Tay-Holbrook, San Francisco, 
started out as a manufacturer of miners’ pants; it was a 
thriving business, too—it was during the gold rush days 
... That you'll probably see fewer smokers on the streets 
of Salt Lake City than any other city in the U. S.—the 
Mormons frown on both smoking and drinking; and 
drinking includes coffee and tea . . . That manufacturers 
went wild about the Central States booth program—one 
manufacturer told me that in the one afternoon he accom- 
plished more than he would have on a three week trip . . . 
That the St. Francis Hotel in San Francisco washes all 
of its change nightly—would you say that they were really 
cleaning up? . . . And that we wish you a happy and 
prosperous New Year. 


R. W. B. 
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REPEATE 


“We will 
“4 with 


sign 


our name” 


Few things in life are 4° precious 

to a man as his name- Je bestows 
it with pride on his heirs: He does 
not sign it lightly. To the man © 
integrity» his signature js not so 

much 4 means of ;dentification as 

evidence of good faith. 

When the Jenkins prothers were 

satisfied they had made the best 

valve money could buy, they signe 


it with their name- 
over three quarters 
ture 


- signal _ forming» 
i , Jenkins t 


an 


can oul. 
Jenkins Bros., } 100 Park Avenue, 
New York 17. Jenkins Bros-, Lid., 


Montreal. 














PEATED. .. . REPEATED... 


-the meaning of a trade mark 





that means repeat business 


“JENKINS 
DISTRIBUTORS 


Once again, Jenkins calls the attention of valve-buyers to the 
biggest PLUS in valves. Fortune, Business Week and 23 leading 


industrial magazines will carry the story (left) behind the famous 


Diamond and Signature which have been the Jenkins trade 
mark for nearly a hundred years. 


Take a moment to read, “We will sign it with our name”. Just as 
the “mark of a friend you can trust” is one of the most 

important reasons why Jenkins continues to be the preferred 
valve ... there can be no more powerful reminder, as a new 


year begins, that it pays, and pays well, to sell Jenkins Valves. 
Jenkins Bros., 100 Park Ave., New York 17, New York. 


Jenkins Bros., Ltd., 617 St. Remi St., Montreal, Canada. 
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A COMPLETE LINE... AN EFFECTIVE SALES WEAPON 


It's aggravating to see a customer turn to a competing distributor or a manufacturer 

that sells direct for a product you can't supply. 

That doesn’t happen to Republic Distributors. Republic's 5-Point Sales Policy spec- 

ifies that there will be a complete line... "‘for the requirements of the trade solicited” 
. . and we mean it! Whatever the installation—there’s a Republic Rubber Product 

that will do the job better. Your customers will be better satisfied and you'll make 


more money if you Try Republic First! 


REPUBLIC’S 5-POINT POLICY 


@ A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 

@ A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 
A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return. 
FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations. 
SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber G Tire Corporat 


YOUNGSTOWN, OHIO 


Mw) i fa) 6 
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—Industrial Distribution 








Sell Yourself ‘Today 


HE other day I heard a distributor say, “Why 

should I keep on with my oo and sales 
promotion when I can’t even get enough goods to 
supply my customers?” The tone in which this 
was asked made it more a statement of fact than a 
question. But I took it as a question. The point is 
there’s a very definite and important job for promo- 
tion and advertising to do even under the tightest 
supply conditions. 

I was right proud of my answer. And because a 
lot of distributors may be asking themselves this 
same question, it’s worth repeating. Of course, here 
I have the chance of adding a few more good rea- 
sons that came to mind after the conversation was 
over. You know how it is—the extra telling points 
vou think of after the chance to say them has gone. 


10 Jobs Ahead 


Here then are the reasons distributors should 
maintain or expand their sales promotion and ad- 
vertising efforts under present conditions. Here are 
the jobs that need doing now and continuously— 
week after week, month after month. 

1. Sell and keep selling the services of your firm. 
lell your customers and prospects of the functions 
you perform as an industrial distributor. And tell 
them of your essentiality in wartime procurement. 

2. Sell and keep selling the values of your prod- 
ucts. Memories are short. You can’t put your mar- 
ket in mothballs. 

3. Buyer turnover will be high. Keep replacement 
personel informed of your firm, your services and 
your products. 

4. Show your customers how to make the most 
effective use of products. Recommend the best prac 
tices for conservation. Keep your customers posted 
on new products. Suggest proven substitutes. 

5. Win a wider and more substantial foothold in 


your market area. Locate and sell new or expanded 
plants. Keep ahead of new competition. 

6. Tell how deliveries or priority orders can be 
speeded. Explain delays in deliveries. Not every- 
thing is in short supply. Tell which products— 
models, sizes, etc.—are available for early delivery. 

7. Offer services on technical problems. Man- 
power will be short. Feature safety and health 
factors. Demonstrate labor-saving qualities of prod- 
ucts. Show customers how to step up production— 
make more efficient use of present plant, equip- 
ment, materials and labor. 

8. Canvas customer plants for critical items which 
they may not need currently. Act as intermediary 
to get these — to the places where they are 
urgently needed. 

9. Seek out sub-contracts for customers who need 
business from other customers who may have such 
contracts to let out. Your knowledge of plants in 
your area makes you a “natural” in any effort to 
mobilize for all-out production. Tell this story. 

10. Work in the national interest to sell bonds. 
Conserve strategic materials, enlist support for 
worthy charities. Make your firm a factor in com- 
munity and national life. 


Tomorrow May Be Different 


Markets and customers are never static. They are 
live, animate business assets which require “con- 
tinuous cultivation. Customers are tough to come 
by—still tougher to hold—and once neglected, or lost, 
the cost of regaining them comes mighty high. Do 
these essential promotion jobs today as if a buyers’ 
market were going to be with us tomorrow. | 


Kia Fs 
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A RECEPTION marked the opening of the annual Central 
States Association meeting. Here are Burt Schmaling and 
Ray Lenburg, Factory Supplies Co., Rockford, Ill.; Frank 
Arnham, Sterling Products Co., Moline, and Jim Good, 


J. H. Williams Co. 


EXCHANGING PLEASANTRIES are Tom Breen, Stand- 
ard Pressed Steel; T. R. Ramsay and Gordon Vaughan, Pat- 
tison Supply, Cleveland, and W. H. Brown, Standard. 


STARTING OFF for the morning meeting are B. Blikstad, 
Victor Saw Works; William Christie, Barrett-Christie, Chi- 
cago; Frank Campbell, Delta File, and R. B. Jones, Victor. 


: Ph 
b 


= 


i oa 

TALKING THINGS OVER are three Delta (Rockwell 
Mfg. Co.) men: A. V. Taylor; John Stolarz, newly ap- 
pointed director of sales promotion and advertising; Bob 
Melius; and a distributor, George Riser, Vonnegut Hard- 
ware, Indianapolis. 


SURROUNDED by Jacobs Mfg. Co. men is Erwin Vonne- 
gut, Vonnegut Hardware, Indianapolis. The Jacobs men are 
Fred McCarthy, Sam Conant and Bud Barlow. 


Rie 
Ft B t 
é | : \ 
A GOOD LAUGH is enjoyed by John Dugan, Arro Expan- 


sion Bolt. He’s with two Arro men, William Eikenbary and 
George Flora, and Bob Rosene, Norman Durrie Sales. 
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WELCOME to the meeting is ex- 
tended to L. H. Russell, sales man- 
ager of Walker-Turner Division, 
Kearney & Trecker, by Ben Perkins, 
Indiana Mfgs. Supply, Indianapolis. 


REELECTED for a second term as officers of the Central States Industrial Dis- 
tributors’ Association were F. W. Swanson, Jr., secretary (Globe Machinery & Sup- 


ply, Des Moines); S. H. Clark, vice-president (Samuel Harris & Co., Chicago); 


Frank M. Cruger, president (Indiana Manufacturers Supply, Indianapolis), and 
George Hemmingsen, treasurer (Mohr-Jones Hardware Co., Racine). 


Distributors Man Booths At Central States 


Innovation proves hit with manufacturers; 650 attend Chicago meeting, government 


regulations, pricing policies, margins among topics discussed at one-day session 


Two RECORDS WERE SET in November 
when the Central States Industrial 
Distributors’ Association held its 18th 
annual convention in Chicago: 
1. Attendance was at an 
high—650 were present. 
2.A contact booth program with 
distributors manning the booths 
was held—there were 60 booths. 
Speeches by men in or closely affi- 
liated with the industrial supply in- 
dustry were featured at the one-day 
meeting. In addition there were two 
guest speakers: DeWitt Emery, pres- 
ident of the National Small Business 
Men’s Association, who spoke at the 
luncheon, and James E. McCarthy, 
dean of the College of Commerce, 
University of Notre Dame, who spoke 
at the banquet. Mr. Emery’s subject 
was “Let’s Face It” while Mr. Mc- 
Carthy gave “Some Observations on 
the Current Economic Situation”. 
The program opened with a one- 
hour session attended by distributors 
only. At this session L. P. Russon, 
Vonnegut Hardware, Indianapolis, 
discussed government regulations af- 
fecting distributors. He pointed out 
that clarification of rules is a “must” 
if distributors are to give their best 
efforts to the national defense pro- 
gram. 
To date, Mr. Russon said, it has 


all-time 


been virtually impossible to obtain any 
satisfactory answers. He told of having 
sent a telegram to the National Pro- 
duction Authority and, up until that 
time, having received no reply. 

Other speakers at the distributor- 
only meeting included Sam Clark, 
Samuel Harris & Co., Chicago, who 
discussed a research project being con- 
sidered by the association, and Wen- 
dell Clark, also of Samuel Harris & 
Co., who announced the results of the 
association’s mail election. 

All four officers were reelected for 
1951. They are Frank M. Cruger, 
president, Indiana Manufacturers Sup- 
ply Co., Indianapolis; S$. H. Clark, 
vice-president, Samuel Harris & Co., 
Chicago; F. W. Swanson, Jr., secre- 
tary, Globe Machinery & Supply Co., 
Des Moines, and George Hemming- 
sen, treasurer, Mohr-Jones Hardware 
Co., Racine, Wis. 

There were four speakers at the 
distributor-manufacturer session which 
followed the closed session. The 
speakers and their subjects were: 
Loren W. Moss, Miller Bros. Hard- 
ware Co., Richmond, Ind., “Our 
Give Away Program”; Harry O. Mc- 
Cully, Russell, Burdsall & Ward Bolt 
& Nut Co., “Free Enterprise—1951 
Model”; Oscar Iber, O. Iber Co., Chi- 
cago, “The Distributor’s Dilemma”; 
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and Harold T.. Halfpenny, association 
counsel, “The Walsh-Healy Public 
Contract Act and Other Legislation”. 


Our Give Away Program 


By Loren W. Moss 
Miller Bros. Hardware Co. 


I want to talk about a give away 
program—that of the industrial sup- 
ply distributor. It has existed for years 
with only recent small indications of 
relief, therefore, it must be easy. We 
are not giving our customers anything 
in this program. It is being paid for, 
if at all, from inadequate profits. I 
refer, of course, to the age old failing 
of we industrial supply distributors 
in giving, in effect, our sales represen- 
tation to a manufacturer who allows 
us a profit not sufficiently large to 
cover the cost of handling his line. 

Through “Line Evaluation” studies 
sponsored by Central States in past 
year, and “Pattern of Sale” studies 
sponsored by our National Association 
more recently, we are beginning to 
find just which lines are profitable and 
which are not. Being convinced of 
the value of these studies on an or- 
ganization basis, many distributors 

(Continued on page 69) 
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BOOTH BOUND are James H. Scholder and Charles W 
Norton, both of John Day Rubber & Supply, Omaha 


es 


STORY TELLER Oscar Iber, O. Iber Co., Chicago, score 
with M. J. Mather and H. Michgelson, Allen Mfg. Co. 


RESTING are Ed Stvan, 


Cleveland; Horace Armstrong rmstrong Bri Tool, an 
1 lesener, Glesencr Co 


ENJOYING A SNACK are George Stalker, Holliday Co., 


Indianapolis, and H. B. Austin, Armstrong Bros 


Hammond 


] 


GOOD LUCK is wished Paul Roddy, assistant sales man 
ager of Nicholson File, by Paul Shenefelt, Winter Bros 


CHATTING are A. L. Whittemore, Whittemore Co., and 
A. Schimmelpfennig, Pritzlaff Hardware, Milwaukee. 


ALL SMILING for the camera are F.. I. Harrison, Michigan 
Abrasive, Fay Hurd, Link Belt Co., and C. H. Wills, Mich- 


4 GADGET is shown bv Leonard Dietz, Dietz Supply 
Aurora, to J. F. Dolan and R. R. Rezek, Lamson & Sessions 
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REFRESHMENTS go along with a talk Phil deGot, Chi 
cago Latrobe, is having with Jack Perkins, J. H. Williams 


“We cannot afford to gamble but pric 
ing policies are forcing us to substitute 


gambling for judgment.’”’—Oscar ITber. 


have made profit evaluations of their 


wn on particular lines. Our expenses 
ind problems are mutual and with, 
but few exceptions, a line which is 
handled at a loss by one distributor is 
also unprofitable to the rest. 

Having established that we have a 
problem we now look for a solution. 


The most immediately evident and 
most simple suggestion is to discon- 
tinue handling those lines on which 
our gross profit is not enough to cover 
our cost of handling and selling. How- 
ever, ours is a service business. Our 
customers reasonably look to us to 
supply certain common everyday sup 
ply items. Unfortunately, a great per 
centage of these items is the ones in- 
volved in “our give away program”’. 
Our customer is not interested in our 
problem. He assumes that we have 
the necessary intelligence to establish 
a mark up sufficient to cover our costs, 
leave a little for Uncle Sam and our- 
selves 

[his then presents another idea 
“Let’s charge more money.” This is 
logical but here again is a barrier. We 
cannot charge more than the manufac- 
turers’ published consumer discount 
schedule or consumer net price sched- 
ule. Often times it is hard enough 
to maintain even that. 

Another solution is for the distribu- 
tor to cut his handling cost. Adopt 
more intelligent inventory controls to 


He’s with J. N 


“A strong manufacturer’s sales policy 
price cutting and low 


Loren W. Moss. 


will eliminate 
margin lines 


“An almost forgotten law is being used 
to impose higher minimum wages in 


"—Harold T. Halfpenny. 


industry 


insure adequate stock with maximum 
turnover. Develop more efficient han 
dling methods. Practically all dis 
tributors have made steps in stream- 
lining their operation and increasing 
their overall efficiency. Many manu- 
facturers have cooperated by adopting 
better packaging and labeling, more 
simplified price schedules, etc. In 
spite of all of this our overall costs 
have moved upward. 

You say “Why worry about all this? 
You fellows still show an overall profit. 
None of you are starving’. We are 
showing an overall profit because most 
lines allow us a fair return for our 
services. Why should we penalize 
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MAKING A POINT is Chester Broyhill, Couch & Heyle 
LaBele & J. F 


Gaudian, Armstrong Bros 


“There is a great need for self-restraint 
in price-making, wage-fixing, and labor 


hoarding.’ —H. O. McCully. 


“To give our best to the defense effort, 
government rules and regulations must 
be clarified.”—L. P. Russon. 


these lines by making them carry the 
load for others? 

I'he solution then must be for the 
manufacturer to allow his sales agent, 
the industrial supply distributor, more 
spread. We do not ask the manufac- 
turer to dip into his profits in doing 
this. His problems are much the same 
as ours. We only ask that there be a 
larger spread between the published 
ind accepted consumer price and the 
distributor cost so as to insure a net 
handling profit. 

This is a happy and reasonable solu 
tion to our problem. All we need to 
do is talk to our manufacturer friends; 

Continued on page 162) 








TRAVEL TIME: Backtracking is wasteful. 


OFFICE TIME: Outside is the place to sell. 





Your Time: How Do You Spend It? 


Los Angeles sales manager shows you how to analyze your time, 


cites four factors which cut down on your productive selling time 


By J. J. Aubineau, 
Secretary & Sales Manager 
J. W. Minder Chain & Gear Co., 
Los Angeles, Calif. 


Wuar po you po with your selling 
time? How many of the total hours 
available to you do you spend on 
actual sales effort? 

If I told you that you were spend- 
ing as little as 17 percent of your 
working hours on sales effort, you’d 
probably put up an argument. Maybe 
you'd be right. Even so, I feel sure 
in analysis of your time would result 
in surprising figures—surprising to 
you. I was surprised when I analyzed 
the time of two salesmen. 

Such an analysis is not difficult. 
And, strangely enough, vou will not 
find it difficult to correct the condi 
tions which eat into your sales time 

Selling practices may differ in some 
respects in different sections of the 
country but there is no escaping the 
fact that an industrial supply sales 
man’s primary duty is to sell by con 
tact with customers in his territory. 

And, even though every salesman 
can come up with some reasons why 
his case is different from others, there 
are four major factors which curtail 
a salesman’s selling time: 

1. Travel time 

2. Office time 

3. “Out of territory” calls 

+. Repeat calls 


J. J. Aubineau 


It is true that responsibility for 
keeping these factors from cating up 
productive selling time is divided be- 
tween salesmen and management. You 
as a salesman can do something about 
your time on your own; your sales 
manager can give you guidance. 


Travel Time 


Your territory, of course, will be 
the determining factor as to how 
many miles you have to travel each 
week or month. Check your mileage 
figures over the period of time it takes 
vou to cover your territory completely. 
You may find you are driving more 
than necessary. Routing yourself to 
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avoid backtracking will save many 
valuable hours. Plan your trips in 
advance to insure full coverage on a 
single trip; stop “hedge-hopping”’. 

If the analysis reveals that the area 
assigned to you is too large, your sales 
manager, I’m sure, will be happy to 
discuss the problem with you to see 
if there is a way to correct the 
condition. 

Office Time 

Every salesman has some paperwork 
to do. Without sales reports, it is dif- 
ficult, if not impossible, for a sales 
supervisor to give salesmen the proper 
guidance. 

Even though you do have some 
office chores, the time you spend in 
the office must be kept at a minimum, 
if you want to increase your produc- 
tive hours. Remember clerical help 
comes cheaper than salesmen. 


“Out of Territory” Calls 


Maybe you classify “out of terri- 
tory”’ calls as “emergency” calls, calls 
on which you fill in for a fellow sales- 
man who covers the account regularly. 
There are instances where such calls 
are necessary. But, such calls can be 
eliminated to a large extent by making 
sure that the office knows where you 
can be reached during each day. If 
vou and all your fellow salesmen follow 
this practice, there'll be little need 

















OUT OF TERRITORY CALLS: Hold to a minimum 











va 




















REPEAT CALLS: Some are necessary, most are not 





go out on another fellow’s 


for you to g 


account. 


Repeat Calls 


Of the four avenues to explore in 
seeking to use your time more ad- 
vantageously, repeat calls are the one 
most open to debate. You probably 
can cite numerous cases where you 
have made sales by “calling back’. 

But, if a first call is made and all 
data and information are obtained at 
that time, a repeat call frequently is 
not required. 

With deliveries slowing down and 
more and more products being in 
short supply, the importance of get 
ting specifications correct on the first 
call cannot be over emphasized. An 
extra few minutes or even an hour on 
the first call is well worth while if it 
eliminates repeat calls or the entering 
of orders with incorrect specifications. 

“Knowing your products”, of course, 
is the key to making sure you under- 
stand what the customer wants and, 
in addition, making sure he is order- 
ing what he wants. 

Orders for specials can gum up the 
works all along the line when errors 
are made—and it doesn’t matter 
whether the error is yours or the cus 
tomer’s. Just think it through and 
vou'll agree with me. 

The order vou obtain for a special 
is sent to the supplier; in all prob- 
ability, the manufacturer has to make 
a special run to produce the product; 
then, when it reaches the customer, 
he finds that he cannot use it. He, 
naturally, expects you to take it back. 

Either someone takes a direct loss 

your customer, your firm, or the 
manufacturer—or your firm puts the 
material in stock with the hope that 
someday some other customer will 





Here’s How Two Salesmen Spent Their Working Hours 


The following analysis of two salesmen’s working hours is based on a 40-hour 
work week—eight hours a day, five days a week. The figures were taken directly from 
the salesmen’s own reports for a 23-working day month. Travel time is based on the 
premise that each salesman averaged 30 miles an hour driving. 


Hours Spent Traveling 
Hours Spent in Office : 


lotal Non-Productive Selling Hours 


Salesman A Salesman B 
50.66 41.33 
57. 111.50 
107.66 152.83 


Translated into percentages, Salesman A used only 38 percent of his available time 
for actual sales effort while Salesman B used only 17.4 percent. 


To analyze further, we note the nature of the calls: 


Total Calls 


Salesman A.. 
Salesman B.. 


Repeat Calls 
21 20 53 
19 ? 


Out of Territory Calls Net Calls 


29 


From this table we find that Salesman A has spent 56.33 percent of his time on 
different customer potential in his territory, and 224 percent of his total call effort in 


repeat calls 
potential and 383 percent on repeat calls 


Salesman B spent 613 percent of his time on different customer 





want that special; sometimes such 
stock is disposed of without a direct 
loss but, even so, working capital is 
tied up unnecessarily. And, relations 
with the ‘customer certainly are 
strained; he has waited days, weeks or 
even months for the order to be filled 
and then has to start all over. 

There’s no question but your job is 
to get orders and get them right. 

All repeat calls are not caused by 
the need for obtaining additional or 
corrected specifications. Some are the 
result of habit. I know from more 
than 30 years of sales experience, sales 
habits are formed casily; and they’re 
not always good habits. It’s just 
human to want to call on accounts 
that you like and that like you. Those 
“friendly accounts”, though, can 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 


really eat up your productive hours. 
True, some customers require “‘atten- 
tion”, but proper screening will eval- 
uate the frequency necessity of such 
calls, many of which, I think you'll 
find are “sales habits”. 

It takes a strong  self-disciplined 
salesman to overcome the inherent 
tendency to duck the “tuffies”. 


“But This .. .” 


I know that an analysis of the type 
presented here probably will be ripped 
apart with “but this. . .”, “and that”, 
etc., but the fact still remains that the 
salesman is employed for personal con- 
tact and the fullest amount of his 
available time should be directed to 
accomplish the maximum daily call 
average possible. 
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“MAN VERSUS MACHINE” was theme of product dem 


staged for Pittsburgh Gage & Supply Co., 


nstratior 
ns mon 


Pitts electric 


burgh, by manufacturer’s man L. C. Kaefer (right) 
hammer led to increased sales of all electric 


Pushing 
tools. 


How To Kill Nine Birds With One Stone 


Sales management of Pittsburgh supply firm increased the sales of all 


nine items in one line by pushing only one item; here’s how it happened 


“Don'r SCATTER YOUR SHOTS in sales 
campaigns,” says J. J. Simpson, sales 
manager of the Pittsburgh Gage & 
Supply Co., Pittsburgh. “We have 
out that we can increase the 
sales of nine different products by pro 
moting intensively only one. If it can 
it probably can be 


found 


be done for nine, 
more.” 

is based on Mr. Simp 
experience in promot 
ing his firm’s portable electric tool line 
Instead of promoting all nine items in 


done for 
This advice 


son’s recent 


the line, his salesmen pushed only one, 
a portable electric hammer 

\ product exposition featuring the 
hammer kicked off the drive, and the 
salesmen pushed the hammer for a 
month following the affair. Sales of 
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the electric hammer in the two months 
following the exposition were 400 per 
ent of the sales for the preceeding 
six months. All other items in the 
line, while not showing such a spec 
tacular increase in sales, climbed ap 
preciably above their pre-exposition 
level 

Mr. Simpson feels that the idea will 
work in many other lines, such as 
hoists, precision tools, hand _ tools, 
ises, tool holders, and woodworking 
ind metalworking lines. Any line, as a 
matter of fact, in which a manufac 
turer puts out several different prod 
ucts. 

The details of the campaign were 
worked out by Mr. Simpson and L. C. 
Kaefer, Pittsburgh sales engineer of 


The Black & Decker M[{g. Co The 
campaign was to last for one month, 
following a product exposition and 
demonstration of the electric hammer. 

Mr. Simpson oversaw the handling 
of invitations to the product exposi- 
tion, and physical arrangements for 
the show. Mr. Kaefer worked with 
the salesmen before the exposition to 
stress product knowledge, and also 
took charge of demonstrating the ham- 
mer at the show. 

It was decided that the firm would 
hold six demonstrations during three 
succeeding days in the Pittsburgh 
plant, and have one day expositions at 
the two branches in Sharon and Al- 
toona, Pa. 

Ten days before the scheduled ex- 
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position, invitations to attend “A Dra- 
matic Demonstration On Man Versus 
Machine” were mailed to the firm’s 
entire mailing list. Along with each in- 
vitation went a brochure on the line 
and a small catalog. A return card for 
the recipient to state whether he 
would attend one of the demonstra- 
tions was also included. 

The inside sales staff combed the 
yellow pages of the telephone book to 
dig up other prospects for portable 
electric tool sales. Invitations went to 
such diversified users of these tools as 
general contractors, plumbing and 
heating contractors, engravers of tomb- 
stones, brick, paving and electrical con- 
tractors, and general industrial plants. 

Two or three days before the exposi 
tion, salesmen telephoned as many of 
their contacts as they had time for, to 
remind them of the affair. 

A week before the exposition, Mr. 
Kaefer held a general sales meeting to 
stress the applications of the electric 
hammer, as well as to discuss the met 
its of the other items in the line. 


Man vs. Machine 


Mr. Simpson arranged exhibits of 
representative products of the firm’s 
lines for the exposition, but the focal 
point was the “Man Versus Machine” 
demonstration. Various uses of the 
hammer were demonstrated by Mr. 
Kaefer, and contrasted with the diff- 
culties of the same operations per- 
formed manually. FE. R. Davis, also 
of Black & Decker, attempted to match 
the machine operations with manually 
operated hand tools. 

Mr. Simpson’s salesmen followed up 
the exposition vigorously. On each 
call they made, they carried an electric 
hammer for inspection by the prospec 
tive customers. No attempt was made 
to push other items in the portable 
electric tool line, but, after one month 
of pushing the hammer intensively, 
and one additional month during 
which orders piled in, the sales of the 
hammers were four times that for the 
preceding six months, with  cor- 
responding increases in sales for all 
electric tools. 

Mr. Simpson’s theory is that the 
brand name was well established by 
pushing one item hard, and the name 
naturally came to mind when a cus- 
tomer wanted another type of portable 
electric tool. 

The sales manager now plans to use 
this technique of pushing entire lines 
by stressing one product at regular in- 
tervals. 

“There is no reason to suppose that 
if it works for electric tools, it will not 
work for other lines as well,’’ Mr. 
Simpson says. 





ee 


CONFERENCE to make plans for product exposition is held between Sales Man 
ager J. J. Simpson (left) and Manufacturer's Man Kaefer 


» 


GROUP MEETING of salesmen and manufacturer's representative was held before 
product exposition to acquaint salesmen with all uses of portable electric hammer 


SALESMEN pushed sales of the hammer for one month following exposition, carrie« 
hammer on calls. Sales rose 400 percent above those of preceding six months 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 


1 


73 





CATALOG QUOTES on four basic machines needed by 
shop prevent errors on specifications, prices, etc. Customer 
decided on combination circular saw-drill press, a lathe, a 
two-wheel grinder, band saw, and number of hand tools 


EARLYBIRD CUSTOMER alls in at Delaware Hardware 
Co. Wilmington, $1,000 in pocket to equip workshop for 
a county agency. “Give him all your time,” Sales Manager 
J. Henry ‘Topkis advises Inside Salesman George Murphy 


A DAY WITH 
AN INSIDE SALESMAN 


“Don’t sell the inside salesman short,” 








says George Murphy, salesman for Delaware 

Hardware Co., Wilmington.—‘“lie’s more 
£ 

important to you than you may realize.” 


And Mr. Murphy proves his case in a pic- 


5 ; 
ture story. DISPLAY QUERY from interested contractor customer, 
N. M. Robertson, has George Murphy demonstrate with 
an emphatic finger that this is, in fact, a 10-point saw. He 
watched as Mr. Robertson slid it easily through a two-by-four 





BACK ORDER FOLLOWUP, with Dorothy Yearsley, ex SPRINT FOR LAST TRUCK sends George Murphy into 
pediter, locates order for check on delivery dates quoted loading area to arrange emergency delivery to plant in need 
Overtime delay means call or wire to factory, call back by Mr of band saw stock. He saw order through paperwork and on 
Murphy to advise customer on new delivery date, new terms its way, then called customer to report p. m. delivery assured 
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i 


PHONE CHECKBACK on items ordered earlier by Dupont 
plant, verifies number available in stock, discounts, promised 
] Order Picker Joseph Eoppolo waits at M1 


delivery dates 


Murphy's elbow to process the sizeable sales 


CREDIT CONFAB, ticklish question at any time, brings 
together Mr. Murphy, Store Manager Harvey Hall and Presi 
dent I. B. Finkelstein, former treasurer, to decide risk in 
volved in extension. Verdict was favorable, with reservations 


BETWE -TIMES KNOWHOW is learned from John 
Davidson, in this case, how to detach saw unit, insert drill 
Customer earlier had asked how? Mr. Murphy 


press 
sav, hedged skillfully—but vowed “never again.” 


couldn't 
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PRICE JUMPS, all important again and an almost daily 
occurrence, send Mr. Murphy to Ernest Tee for the latest. 
“Can't trust your memory,” Mr. Murphy observes. “They 
move up almost while your back is turned.” 


BOLT BIN CHECK of stock is made preliminary to quan 
tity quotation. Inventory control system at Delaware would 
tell him the same thing, but Salesman Murphy was at stock 
shelves already, knew he'd save steps by quick look-see. 


SUNDOWN SESSION with Jack Geuther, outside salesman 
at Delaware Hardware, daily habit between the men, settles 
customer problems and inquiries that came in during the 
day. Here the two discuss possibility of a substitution. 
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THE MINE & SMELTER SUPPLY CO. 


P. 0. BOX 5270, TERMINAL STATION 
DENVER 17, COLORADO ORDER MASTER 
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ORDER MASTER contains blanks for all information for 


various copies of orders. As many as fifty copies can be made 

















from original order master. Boxes in upper right hand corner 
are checked at various stages of clearing process. 


———. eae a oma — 


THE MINE AND SMELTER SUPPLY CO., DENVER, HAS 


Cut Order Processing Time 


All paperwork connected with a customer’s order, from acknowledgment through 


invoice, is handled by a single form without recopying by this Denver distributor 


\ meruop which completely eliminates copying or rewrit 
ing of orders, and which uses only a minimum of equip 
ment, has been developed by the management of The 
Mine and Smelter Supply Co., Denver. Salesmen write 
orders from customers once, on an “Order Master’, and a 
simple reproductive process quickly produces copies which 
are used for invoicing, shipping, accounting, warchouse 
records, acknowledgment, etc. 

According to Office Manager R. W. Goard, who has 
been working on the system for the past several years, a 
great deal of time and money have been saved by the elim 
ination of order rewriting at Mine and Smelter. 

The system was developed by the office manager, to 
gether with the two assistant office managers, F. H. Peter 
sen and R. L. Saunders, with the help of Ditto, Inc., 
whose process is used to duplicate the orders. The only 
equipment needed for the process is an original order form, 
called an “Order Master’, which had a Ditto carbon 
backing, and the ordinary Ditto duplicator. 

Here’s how the process works at Mine and Smelter: 


1. All salesmen, inside and outside, write each order as 
it is received from a customer on the order master. The 
order is written in pencil. This form has a second sheet 
attached to it, covered with Ditto carbon. When the 
salesman writes the order, it is reproduced on the back of 
the order master in Ditto ink. 

2. The order then goes to the company’s editing depart- 
ment, where it is checked for terminology and source of 
material (stock, factory, direct sale, local). 

3. From there, the order goes to the stock control desk, 
where the goods ordered are subtracted from the perpetual 
inventory control. If the records show that an item is not 
in stock, the inventory control clerk indicates this fact 
with code letters. 

The cost of the items ordered is entered in the last col- 
umn of the order master. These figures are used to com- 
plete the company’s “Cost of Sales” figures in monthly 
closings. 

4. If the order is from a dealer for resale, it is now 
routed through the pricing department, and the price of 


76 INDUSTRIAL DISTRIBUTION © JANUARY, 1951 








ORDER is phoned in to Salesman R. V. Madden of The 
Mine & Smelter Supply Co., Denver. He writes order on 
order master; Ditto backing reproduces it on back of form 


INVENTORY control records are adjusted next. H. R 
Vaughn also enters cost of items on form. Order is then 
numbered at register desk and goes to the Ditto machine 


items ordered is inserted. ‘This is so the dealer will have a 
priced contents sheet. These order masters, together 
with those from all other customers, now go to the reg 
ister desk, where they are given numbers. 
5. The order master is now put through the Ditto proc 
ess for the first reproductive run. The attached Ditto 
carbon sheet is not removed, being used later on when the 
der is priced, back ordered, etc 

On this run, one copy is made for control, two for the 
warchouse, one as an acknowledgment for the customer, 
one for a contents sheet to be packed with the goods, and 
one aS a shipping C ps 

6. Order masters not already priced are next cleared 
through the pricing department, and then all masters are 
held at the matching desk until the orders have been 
shipped. Shipping copies are returned from the ware- 
house, with indications made as to which items have to be 
back ordered. The order master is matched with the 
shipping copy, and new order masters are made for back 
ordered items. 


EDITING department checks terminology and for sources 
of supply. Marks made on form by F. H. Petersen, assistant 
office manager, are reproduced on back for Ditto process use. 


FIFTY COPIES can be reproduced by Bob Swanlund in a 
few minutes. Order is later priced and extended, then comes 
back to machine for reproduction of copies for invoicing 


7. The order master goes to the calculating department 
for extending. 

8. ‘The completed order master is now reproduced by 
the Ditto process. One copy is made for the company’s 
accounting department, one for the salesman, one for an 
acknowledgment, and one as an invoice. 

[he obvious advantage of this process is that a great 
deal of time is saved by the easy reproduction of orders fo: 
all purposes. ‘The Ditto process will easily make 50 cop 
ies from one order master. This number includes copies 
made for address labels and statistical purposes. Mr 
Goard also stresses the fact that some of these eight steps 
can probably be eliminated by individual distributors. 

On the debit side, the carbon backing is dirty and con 
sequently somewhat difficult to handle; copies produced 
from the machine cannot be stacked immediately after re- 
production; and objects hitting the order master make 
marks which show up in reproduction unless masked. 

The order masters cost from $19.50 to $50.00 per 
thousand, depending on the quantity ordered. 
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DOING HIS BIT FOR DEFENSE, Tom Lowery, salesman tapping head he sold to up output at Shaw Metal Products 


for C. H. Tiebout & Sons, Inc., Brooklwn, eyes automati Co. Head replaced slower, less accurate hand drilling method 


Sell Them Preparedness Now 


HARD TO CONVINCE, 


om Lowery and his gage 


to workmen. Latter wen 


I'HEeE KorEAN WAR caught many distributor salesmen off 
balance, but Tom Lowery, of C. H. Tiebout & Sons Co., 
Brooklyn, N. Y. wasn’t one of them. It wasn’t that he 
saw it coming”; it was simply that he'd been selling 
“automatic production” all along. Even the idea wasn’t 
new, this selling of machines and tools to replace hands. 
But Mr. Lowery had added one more line to his sales 
vocabulary: “Time is running out.” Do it now, he told 
his customers, get set now; prepare now, while you can. 
He sold the benefits of ‘automatic production” by 
emphasizing 
1) if increases Output 
b) it improves quality and accuracy of your output 
it reduces shutdowns, saves time on production 
runs, allows for faster changeovers 
it will cut your costs 
it reduces your labor requirements 
it increases shop safety; automatic equipment 
ind tools generally need less attention than 
manual. 
nanacement at Shaw Metal sent He talked up other “benefits” as well, but these were 
ion I. D., O. D., depth) the points he emphasized. 


ombinati¢ : , 
for it immediately: bousht 2 Sell them preparedness now, he advises; it’s later than 


dozen. Ernest Morton then gave okay for stocking a supply you think. 
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HOIST-SERVED RACK for against-the-wall jig and fixture 
storage at Shaw Metal made possible push-button handling 
of devices. Mr. Lowery’s contribution to full use of floor 
space included hoist, trolley, ladder—and good advice 


RUSH REQUEST FOR REAMERS by Sid Harvey plant on 
Long Island was handled by Tom Lowery himself, here 
delivering them to Fred Sattler, research-engineering head 
Plant makes oil burners, pumps, fuel gages, valves, etc 


BELT SANDER sale replaced hand files around Sid Harvey 
plant. New machines remove more material, fas.er, more 
neatly and cheaply, save on file consumption. Sander’s extra 
footage does the job four times faster than the old method 


eT 4 
ORDER FOR END MILLS, two dozen of them, came out 
of “cold call” on J. P. Roth, plant superintendent. Special 


end two-flute type, it will be used for flat hole drilling. 
Old method used gun drill; neither as good nor as fast. 


REAMER IN ACTION slides easily through leaded bronze 
insertion bushing for ys-in. pump seal cap. Bad job here 
would let oil seep through seal and create bad fire hazard 
Reamers cut Harvey plant’s breakage bills in half 


IN NEIGHBORING PLANT, air screw-driver freed work- 
men for more important work elsewhere on the floor. The 
driver handles most screw-fastening jobs in company’s opera 
tions: rides overhead, out of harm’s wav, when not in use 
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SALES DIRECTION, savs Dave Piggott, J. ‘1 


Co., Detroit, is valuable in partial war economy 


Wing & 


ONLY A FEW HOURS each month are required by 
Dorothy Drew to prepare order size analysis for Mr. Piggott. 


Increased Sales Bear Watching 


Detroit distributor maintains vigilance over increasc2 volume 


for profitableness by analyzing order size, gross margins 


Dave Piccort, vice-president in 
harge of sales, 3 Zs W ing & Co., 
Detroit, hasn’t relaxed in sales direc- 
tion because the country is in a par- 
tial war economy. Increased sales 
olume, Mr. Piggott points out, ‘isn’t 
recessarily synonymous with profitable 
yperations. Considerable vigilance is 
needed on the part of sales directors 
) keep volume profitable. 

l'o make and keep increased volume 
profitable is a continual evaluation and 
elling job, Mr. Piggott maintains 
Some distributors found out during 
World War II that operating expenses 
can more than keep up with volume 
increases. Often times they can wipe 
out profits. To avoid such experiences, 
Mr. Piggott analyzes sales constantly 
ind seeks the cooperation of salesmet 
n concentrating on profitable sales. 


Three Objectives 


Whether operating in a ( 
market, or in the lusher period that 
began with Korea, Mr. Piggott strive 
for three main objectives in sales di 


rection. These are 
] 


buvers 


ratios 
han 
dled, still doing an adequate ove 
all job of selling and servicing. 
['o minimize small unprofitable 
rders. 


lo keep within expense 
consistent with the volume 


lo keep salesmen “sold” on con- 
entrating their major sales effort 
m the more profitable lines. 

The emphasis on increasing the 


-as m the past several years. 


quality of sales rather than the quan 
tity is necessary when volume is sub- 
ject to fairly wide fluctuations such 
Business 
in 1949 was about 20 percent off from 
1948. The stepped-up industrial ac 
tivity during the last half of 1950 
brought that year up within range of 
1948. As the result of mobilization 
of industry for defense, business may 
hit record levels in 1951. As Mr. Pig 
gott sees it, sound selling practice will 
keep operations profitable during ups 
is well as downs 


Order Size Analysis 

Operating statements give Mr. Pig 
gott a slant on how expenses shap¢ 
up against volume and gross margin. 

he important thing to Mr. Piggott 
is a sign of a trend. Are any of the 
volume, margin, expense 
: definite movement in any 
How much? Each item of 
when expense rises, must b¢ 
ed to see that it is contributing 
hare to efficient operation. Gross 
will with the size of 
orders, the volume achieved in the 
profitable lines. 

l'o aid in the job of analyzing oI 
ders, Mr. Piggott uses a simple break 
down of invoices by size groups. This 
breakdown is prepared every month by 
Dorothy Drew of the accounting de- 
nartment. It is done at the same time 
that the sales tax is computed and it 
requires only a few hours each month. 


iain items 


howin 
lirection? 
xpense, 


margins vary 
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No specially prepared form is used 
for this report which can be typed or 
written in longhand on ruled paper. 
The tabulation shows each working 
day, the number of invoices sent out 
each day and a breakdown of these 
invoices by six size groups. The range 
of each size group is set by Mr. Pig- 
gott to indicate unprofitable, mar 
ginal and profitable orders. ‘The num 
ber of orders handled during the 
month in each category is totaled and 
translated into percentage of total 
orders for the month. 


Trends Important 


Again, the most important thing re- 
vealed by the report to Mr. Piggott 
is any trend. Any increase in the 
number of small orders is a signal 
for cé action. In most in 
stances, this takes the form of a sales 
with the salesmen. The 
trend is discussed and analyzed in an 
attempt to ascertain the reasons for 
it and to uncover a possible solution 

Being paid on commission, the 
salesmen are interested in profitable 
operations. Each salesman receives a 
copy of each invoice sent to his cus 
tomers. A simple check through the 
invoices will show the salesman how 
much his customers contributed to 
the increase, if any, of small orders. 
Only total orders received by the com 
pany are discussed at conferences but 
each salesman assumes responsibility 
for bringing his orders into line. 


yrrective 


conference 








This vigilance over order size has 
paid off for Mr. Piggott. During 
1949, when sales volume decreased 
generally, salesmen’s cooperation and 
interest in order size brought about 
good results. They actually succeeded 
in reducing the percentage of small 
orders at a time when such orders 
were on the increase. 

Another of Mr. Piggott’s responsi- 
bilities is keeping salesmen “‘sold” on 
efficient use of their selling time. The 
salesmen, being paid on a commis- 
sion basis, are indoctrinated with the 
principle of making money under the 
same policies as the company. The 
company and salesmen are in busi- 
ness together, seeking mutual benefits. 


Ledger Sheet Used 


But mere indoctrination, Mr. Pig- 
gott believes, is not enough. Salesmen 
need guidance, performance data, and 
evaluation to keep them on the right 
track. Mr. Piggott gets the sales facts, 
analyzes them and discusses perform- 
ance with each salesman individually. 
These facts are assembled every six 
months and annually. The data are 
presented on an 11 column ledger 
sheet and show: 

The company’s total sales for the 
current year and for the previous year. 
The increase 0. decrease is shown in 
actual figures and as a percentage. 

The rest of the report is a break- 
down of each salesman’s sales under 
the following items: 

Sales, current vear in actual figures 
and as percent of total company sales. 
Previous year’s sales in actual figures 
and as percentage of total company’s 
sales in previous year. Increase or de- 
crease in actual figures and as per- 
centage. 

Gross profit on current year’s sales 
in actual figures and as percent of 
salesman’s total. Gross profit on 
previous year’s sales in actual figures 
and as percent of salesman’s total sales 
for previous year. Increase or de- 
crease (current year’s as compared to 
previous year’s) in actual figures and 
as percentage. 

Commissions earned for current 
year in actual figures. Commissions 





RECORD OF TOTAL INVOICES 











ORDER ANALYSIS is breakdown of each month’s invoices by six size groups. 
Totals are given as percentage of total number of orders. 


earned in previous year in actual fig- 
ures. Increase or decrease in actual 
figures. 

The report, in such form, is help- 
ful in evaluating each salesman’s per- 
formance with respect to volume and 
to gross margin. For example, the 
company’s sales in 1949 were 23 per- 
cent less than in 1948. Salesman A, 
with the highest 1949 volume, was 
15 percent off from his previous year’s 
sales, showing his volume had not 
fallen as far as the average. The re- 
port also showed that Salesman A 
contributed 24 percent of total sales 
in 1949 and only 21 percent the 
previous year. 

In regard to gross margins, however, 
Salesman A did not shape up so well 
as others on the staff. Gross margins 
on his 1949 sales amounted to 19 
percent as compared to 22 percent in 


the previous year. In contrast, Sales- 
man C boosted his gross margin one 
percent over the previous year while 
his contribution to total volume was 
approximately the same percentage- 
wise, 

Salesmen, Mr. Piggott finds, ap- 
preciate facts about their work and 
find them stimulating. In one in- 
stance, Mr. Piggott pointed out to a 
salesman who had the habit of wast- 
ing considerable time with customers 
he knew well, that he was throwing 
away some $4 an hour. That was Mr. 
Piggott’s calculation of how much 
the salesman’s actual selling time was 
worth on the basis of time spent with 
customers and earnings. ‘The sales 
man never looked at it that way be- 
fore but thereafter spent considerably 
less time on social amenities and more 
on actual selling. 





MAKE YOUR PLANS NOW 


What: Triple Industrial Supply Convention 
Where: San Francisco, Calif. 
When: June 11, 12 and 13, 1951 


Sponsors: 


National Supply & Machinery Distributors’ Association 
Southern Supply & Machinery Distributors’ Association 
American Supply & Machinery Manufacturers’ Association 
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Increased military procurement guar 
antees aircraft profits—Wéilliam Kroger. 


Even better year for chemical process 
industries in 1951—Sidney Kirkpatrick. 


Substantial increases for coal industries 
may be expected in 1951—Ivan Given. 


Experts in Eight Industries 
Served by Industrial Distributors 


Make Forecasts for 1951 


REGULAR YEAR-END FORECASTS by McGraw-Hill edi 
tors in their respective fields can be a valuable guide 
to industrial distributors and salesmen. These editors 
know all phases of the industries covered by their maga- 
zines, and their reports are qualified analyses of the 
factors that will iieness business in 1951. 


digest of the reports for eight major industries that 
are distributor customers: aircraft, chemical process, 
coal mining, construction, food processing, metal min- 
ing, metalworking, and textiles. We strongly recom- 
mend that distributors and salesmen examine these 
statements carefully for significance in their own 


InpustRIAL DistripuTion editors have prepared a 


Aircraft Manufacturing 


Industry Assured Permanently 
Of Higher Production Level 


THE AIRCRAFT INDUSTRY has entered 
a stage of partial mobilization—dic- 
tated by a factor that has escaped 
general notice. The war in Korea is 
not the cause of the partial mobiliza- 
tion; it was the catalyst speeding up 
reaction that was bound to come. 
The reason why it is now neces 
sary to “mobilize” the aircraft indus 
try is because production had been 
permitted to fall too low. Instead of 
an increased tempo due to interna- 
tional affairs, the aircraft industry was 
yperating at a decreasing tempo. 
This past year, 1950, the industry 
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operations 


should attain its highest profit since 
the war days. The thing to remember 
is that that profit will be achieved on 
orders placed one, two, or even three 
years ago. 

Further, military aircraft procure 
ment will not in the foreseeable future 
again be permitted to dwindle. This 
is the assurance the industry long has 
wanted. It permits stabilization of 
production, purchasing and manpower. 

One of the most noteworthy effects 
of this assurance is an apparent tend- 
ency to be more progressive, to 
gamble more on the future—a trait 
that has been conspicuously absent the 
past few years among men who built 
an industry originally by gambling 
their meager resources against their 
faith in the future. 
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The Editors 


All manufacturers are more daring 
in soliciting, and getting, airline con- 
tracts—one reason the backlog of 
transport business is higher than at 
any time since the war. The cause 
is simple: Increased military procure 
ment over the years ahead practically 
guarantees profits. 

—Witu1AM Krocer, 
Assistant Managing Editor, 
Aviation Week. 


Chemical Industries 


Varied Chemical Industries 
Expecting Peak Year 


Every MAjor chemical consuming in 
dustry measured by Chemical Engi- 
neering’s consumption index is op- 











Construction continuing at record pace, 
emphasis shifted—W aldo Bowman. 


erating at a rate substantially above 
1948’s record levels. 

Chemical consumption in the plas- 
tics industry has doubled since 1947. 
Its use of chemicals has reached the 
point where it is seven times the pre- 
war rate. 

Chemical consumption in the fer- 
tilizer industry has been doubled since 
1939 and 1950's use was about 2 per 
cent above the record 1948 rate. 

Recent demand for pulp and paper 
has raised the use of chemicals in this 
process industry to all time highs. 
in the first eight months of 1950 this 
part of the chemical process industries 
was running about 17 percent ahead 
of 1949 operations. 

Iron and steel are using almost 20 
percent more chemicals this year than 
they consumed in 1949. Use of chem- 
icals in this industry also has reached 
an all time high. 

Rayon is another chemical cus- 
tomer that has jumped its use of 
chemicals. Chemical consumption in 
this industry has climbed 28 percent 
above last year’s demand. It is now 
more than 10 percent above the pre 
vious record rate that was reached in 
1948. 

As the defense needs of the nation 
grow, all of the indicators point to an 
even better year for the chemical proc- 
ess industries in 1951. Probably the 
biggest stumbling blocks facing the 
industry today are proper evaluation 
of the expanding demand and con- 
struction of adequate facilities to yield 
a steady flow of raw materials to ex- 
panding chemical processing plants. 

—Sipney D. Kirkpatrick, 
Editorial Director, 
Chemical Engineering and 
Chemical Industries 


Light and heavy construction in 1951 
will top $9 billion—H. W. Richardson. 


Coal Mining 


Substantial Increases 
Predicted for 1951 


A coop 1950 and a good future sum- 
marizes the coal mining picture today. 
Compared to the 1949 totals, produc- 
tion of both anthracite and bituminous 
coal is substantially up in 1950, with 
excellent prospects for further sub- 
stantial increases in 1951. 

Che long term outlook for coal is 
very favorable. This arises from the 
fact that the United States is using 
energy at an increasing rate, mainly 
as a result of the following: 

1. Growth in population. 

2. Increased use of power tools and 
equipment in industry, agriculture 
and mining. 

3. Growing wealth in the hands of 
individuals, made possible by in- 
creased productivity through mechan- 
ization. 

Since, even if there were no other 
reasons, it would be ridiculous to as 
sume that other fuels would fall heir 
to all the increase in energy demand, 
coal must necessarily produce more 
in the years ahead. In addition, there 
is the strong possibility of a quicken 
ing of the synthetic liquid fuels pro 
gram as the defense program goes into 
high gear, thus bringing a major new 
market for coal that much nearer. 

For the more immediate future, 
coal production at the time of this 
writing was running 12,000,000 tons 
per week for bituminous and 1,000,- 
000 tons per week for anthracite. If 
the bituminous rate, reflecting both 
the defense program and the return 
to normal competitive positions, con- 
tinues for any substantial length of 
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Increase in processed food production 
expected due to demand—F. K. Lawler 


time, output in 1951 might well reach 
a total of more than 550,000,000 tons. 
By the same token, granted normal 
winter temperatures, anthracite pro 
duction could reach or exceed 50,- 
000,000 tons. In any event, substan- 
tial increases for both industries may 
confidently be expected in 1951. 
—Ivan A. Given, Editor, 
Coal Age. 


Construction 


Industry Breaks Records 
Throughout 1950 


IN SPITE OF HAVING its major driving 
force—housing—nipped in the bloom 
by government controls, construction 
in 1950 has hung up a string of all 
time records, and is continuing at a 
record pace, but with a change of 
emphasis. , 

The 1950 overall dollar volume 
record will probably stand so long as 
government restrictions hold down 
civilian construction to channel mate 
tials and manpower into rearmament. 
But in 1951 these restraints are ex- 
pected to cut construction back only 
17 to 19 percent from 1950. 

The construction spotlight has al- 
ready turned from housing to indus 
trial and power plant construction. 
Atomic energy plants, essential and 
access highways, schools, — es 
sential public works will go ahead. 

Getting down to dollars and cents 
details, heavy engineering construc- 
tion will top $11 billion in 1950. 
This compares with the former high 
record of $9.3 billion in contracts 
awarded in 1942-but’reduced to $8 
billion by War Production Béard 

(Continued on page 156) 
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HISTORY of the Haseltine firm from 1856 when it was paper clippings, old business letter and cards which gave 
Northrup & Co., to the present is outlined in pitcures, news- adequate impression of the pioneering days. 


INTEGRITY of the firm is graphically emphasized by on and a perspective of future modern quarters which the com- 
the spot pictures of yesteryear’s calamities—fire and floods— pany will build on an acquired tract 


expansion & 
’ - 


v 
s 





IMPORTANCE of the company to Oregon’s industries is present and a description of its expansion into new lines to 
illustrated by pictures of its service facilities in the past and accommodate Orcgon’s changing industrial scene. 


PERSONAL SERVICE, theme of the fourth window, is ing of modern clinics to acquaint customers with latest devel- 
reviewed from beginning through repair work up to the stag opments in the company’s products and work techniques. 
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24,000 PEOPLE stopped by these windows in downtown 
Portland, Ore., to get the J. E. Haseltine & Co. story in 


Your Firm’s Story 
Is Worth Telling 


Its history, integrity, importance to in- 
dustry and its personal service form 


hard-hitting institutional sales story, 


Oregon distributor finds 


J. E. Hasertine & Co. recently told its story to some 
24,000 people in Portland, Ore., and at very little cost. 
The bit of institutional advertising consisted of a simple, 
but effectively designed, display in four street level win 
dows of the ultra-modern Equitable Savings & Loan 
Association Building in downtown Portland. 

The interest stimulated by the display, designed and 
executed by Jim L. Haseltine, son of W. A. Haseltine, 
president, was reflected in new customers, increased in- 
quiries and compliments from customers and others. 

In celebrating its 60th anniversary, the Equitable Asso- 
ciation invited other pioneer organizations in Portland 
to tell their institution story in the windows without cost. 
Haseltine & Co. accepted the offer and obtained use of 
the windows for an entire month. 

Mr. Haseltine worked hard and long for a hard-hitting 
and quickly-told institutional and industry sales story. 
The four windows suggested a four-part story. Selection 
of the theme for each window was made after consider 
able deliberation. The themes selected were: (1) History: 
to emphasize the firm’s local roots and tie up its progress 


simple, effective displays which described the company’s his- 
tory, integrity, importance and its personal service. 


SIMPLICITY in presentation, says Jim Haseltine, creator of 
display, gets people to stop and read. 


with the city; (2) Integrity: to impress upon people 
the permanancy and solidness of the firm and its con- 
fidence in the future of Portland industry; (3) Impor- 
tance of the firm to industry: driving home how -it 
served in the past and how it keeps apace; (4) Personal 
Service: to show that the old ideal had not changed but 
had been improved upon with new ideas. 

Instead of using products to tell the story, Mr. 
Haseltine settled on eight two-by-four-ft. cards on which 
photos, clippings, business cards, letters and other illus- 
trative material could be mounted. Two cards in each 
window constituted the display. 

Research in old attics, library and Oregon Historical 
Society yielded the material needed to illustrate each 
theme. Layout and hand lettering on the cards com- 
pleted the job. Layout, Mr. Haseltine pointed out, was 
important. Simple abstract designs in color facilitated 
the scrutiny of the letters, clippings, cards and pictures 
which were used. By careful selection of the material, 
Mr. Haseltine held it to a minimum for simplicity and 
maximum effectiveness 1n getting the message across. 
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NOTEBOOK PAGE shows typical listing for one item at 
Sager-Spuck Supply Co., Albany, N. Y. Subtractions from 











Inventory Control 


Without Headaches 


By MAINTAINING INVENTORY CONTROL on the firm’s fast 
est moving lines only, the management of Sager-Spuck 
Supply Company, Inc., Albany, N. Y., is able to operate 
efficiently without the time consumption and expense 
connected with complete inventory control systems. 

Purchases, sales and stock levels of the firm’s three 
major lines, from the standpoints of volume and turn 
over, are kept track of in a collection of loose leaf note 
books. These notebooks, containing a sheet for each size 
of each item, make up the company’s entire perpetual 
inventory control system. 

“Experience has shown us that we can handle ou 
buying, and keep our stock at the proper levels by phys 
ical inspection, so long as we keep written records of 
our most active lines,” says C. P. Spuck, vice-president 
and treasurer of Saget-Spuck. “This, of course, results 
in the saving of a lot of money, as well as man-hours 
needed to maintain an over all inventory control.” 

According to C. Hastings, assistant purchasing agent, 
it takes one man only about an hour a day to post 
inventory changes for the three lines. The same indi 
vidual that maintains these records is also responsible 
at Sager-Spuck for keeping an eye on inventory levels 
in all other lines, and notifying the assistant purchasing 
agent when it is time to reorder. 

The loose leaf notebook sheets show, for each item, 
the established minimum, orders placed, sales and to 
whom sold, and the receiving date for all orders. A 
three-year chart at the top of each sheet enables the 
management to compare month to month sales in the 
lines. 
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inventory are posted from shipping orders, additions from 
the firm’s purchase orders and suppliers’ invoices. 














LOOSE LEAF notebooks, checked by C. Hastings, assistant 
purchasing agent for the firm, comprise inventory control 
for major lines. Physical check is kept on other items. 


—_ am .. 
INVENTORY levels are checked periodically by Mr. Has- 
tings and C. P. Spuck, vice-p:esident and treasurer. Total 
time spent on inventory control is about an hour a day. 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from July through December 1950 





SALES IDEAS 


Month Page 
“Rusu” y'5 74 
36-hr. service pene in minimum paper work, 
maximum service 
Wuat Do SALESMEN Want aT MEET- 
INGS? 50 
Here’s what one questionnaire revealed 
SMALL SuHops SPEND Money, Too 
One-man operation can provide steady source 
of income 
KEEPING SERVICE EXPERIENCES ALIVE. . .Aug. ’50 
A voice recorder retains data for future use 
Loox For “TrousLe” To INCREASE 
SURE oa cxcantie eres cee coe Aug. 750 
Check special accounts, regular salesmen and 
branch offices 
SMALL Buyers Can BE ProriraBie.....Oct. "50 
Feature specialized service and extensive display 
DistRIBUTION IN Topay’s Economy....Nov. "50 
DisrrispuTION & Propuction Go Hanp-1n-Hanp. 
Distrisutors Serve ALi INDUSTRIES. . ; 
DistRIBUTORS OPERATE EFFICIENTLY......... 
DistrisutoR Propucts—A.t DEFENsE PLANTS 
NEED THEM 
SALESMEN At Work: DEFENSE PLANTS AIDED. . 
DistriBuTOR SELLING Is SPELLED S-E-R-V-I-C-E. 
a, ee 
DisTrRIBUTORS OPERATE AS TEAM TO AID 
INDUSTRY 
Tre SAveD FOR DerensE Work 
DistrisutorS SAVE MATERIAL FOR DEFENSE. . 
DistriputorS Suppty Key To Savinc TIME 
& MANPOWER 
As Oruers SEE THE DISTRIBUTOR 
Warre Lerruns Tat Setz........... Dec. 
Following these 6 rules can win new customers 


.SALES IDEAS FOR SALESMEN 


Herr Cur Costs to Buitp SALEs...... July 50 
Reducing customers’ costs increases tie-in sales 
opportunities 
Sett Propuct Use to Ger Orpers... 
Plugging benefits will benefit you 
Get THEM Rotuinc AcaIn 
“Above & beyond” service creates good customer 
relationship 


July 50 


Goop Sates Precepts Hir “Jack Por’. .Aug. 50 = 72 
How one distributor landed transmission item order 
Why Sect One Vise?—‘Sett THEM BY THE 
Dozen” Aug, ’50 
Win entry to shop, then push a sales 
Give ME THE SMALL SHops ANY Aug. 50 
“Questionmark” small accounts can become 
steady buyers 
Hetp YourseLtF To More SAEs ; 
Do You Have Wat Ir Taxes to Be A 


Tom ete Seneane & WEAKNESSES........ 
A GuivE For SELF-IMPROVEMENT 
Rate YourseLF To Spor Weak Ponts 
Know Your CusTOMERS. . 
Know Your Propucts 
Succrest RELATED Propucts ro Seti "EM More 
Sectinc Takes “SHOWMANSHIP” 
Meet Buyer Resistance Heap ON 
FoLLtow THROUGH ON YouR SALES 
Turn Farture Into Success...............-. 
Uruzze Your Tnaz Paoreary:.........<.% 
QUESTIONS 

Customers Must Be Sotp Lower 


Materials handling systems are one way 
Can You Herp Your CusTroMers?..... Nov. ’50 69 
Here are some ground rules & sources of information 
Seti CONSERVATION OF RUBBER....... Nov. 50 70 
These tips will prolong the life of rubber goods 
Set Ipeas—Let Customers Buy 
Propucrs .’50 70 
Know applications & customer operations 
Ever Get A Casr oF SALESMAN’S ‘ 
te, a tent A Rag Dec. SO. 72 
Here’s how one veteran cured his 
Customers’ Operations ArE Key T 
More Sass ’ 78 
Find out how industry works & what it needs 
Seti MAINTENANCE MaAcuiInery & 
EQuirpMENT 
This method opened the door to production 
equipment sales 


WAREHOUSING 


For Ease & Economy 1n Operations...Aug. '50 86 
Outside storage area on warehouse,: railroad car & 
truck floor level 
(Next page please) 
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INDEX OF |. D. ARTICLES (Continued) 


EDITORIALS 


Too Hor to Work?...... .....July °50 
UncLe SAM DEFINES. SALESMAN. ; .Aug. 750 
You Can Be a Betrer SALesMaAN.... .Sept. 50 
Is Your House 1n OrpeEr? . 750 
SELLING IN A SELLERS’ Market.......Nov. ’50 
Tuat Goop Witt Norte Age ..Dec. ’50 


LAYOUT AND DISPLAY 


How Remopetinc Muttipities CustoMers & 
ee Perr cre July ’50 

New “face” resulted in customer rise from 25 to 800 

Make Ir Easy ror Customers to Buy. .July 50 
Parking space, service & display are 3 ways 

Erriciency Up in New Layout Oct. ’50 
Functional design saves time & space 

Snow Customers How Toots Operate.Dec. '50 
Basement demonstration room gives visible proof 


PROMOTION 


50 Years Orp?—Broapcast Ir. . July ’50 
Goodwill, additional orders & publicity are results 
Tue Proressionat Touch IN 
PROMOTION July 750 
Insures mailing efficiency & freedom from detail 
For a Sure Winner, App SHOWMANSHIP. Aug. '50 
Distributor staged horse race, using 1.D.’s 
. & A. pages 
How to Do Bic Tuincs with 
PROMOTION Oct. ’50 
Keep it simple, inexpensive & “going” 
SaLes Promotion, SOUTHERN Sry te... .Dec. ’50 
Southern distributors spend more but get results 


GENERAL 


NEEDED: INCREASED SALES POWER y’50 87 
Westinghouse sales head advocates training salesmen 
So You Tuinx You Know Hanp Toors?.Aug. '50 74 

Take our test & find out your box score 
Wincs Herp in Coverinc THE 
NorTHWEST .. 3 80 
A sales engineer covers his territory “as the crow flies” 
ProcraM Acciammep sy DistrisuTors.Sept. 50 120 
Packaged program campaign & ad win endorsement 
We Betteve in THE Many-In-OnE 
CAMPAIGN oct. "SO 
Two industrial leaders request your support 
OvuTLooK For 1951.. dec. 50 66 
McGraw-Hill economist discusses what’s ahead 


IDEAS FOR MANAGEMENT 


Sup & Invoice From Oricinat Orper. . July ’50 
It doubles in brass for order filling & invoicing 
Wirep FOR SERVICE. .July 750 

Teletype service aids branch offices 
AssemMBLy Line Inventory ConTROL.. .July ’50 
Uses fewer workers, speeds up operations 


Take Action Now 
A Suare or Tuincs To CoME 
APPRAISE YOUR TERRITORY... 
SrRENGTHEN YouR INVENTORY. . ere 
STREAMLINE YOUR ORGANIZATION.........--- 
RevivE Your DEFENSE SUPPORTING SERVICES. 
Propuction Controits REVIEW 
Trace Reasons FOR Lost OrRDERS..... Nov. ’5 
“Lost sale report card” does the trick 
Low Cosr Stock ConTROL........... Nov. 
Features minimum cost & daily tabulation of 
short supplies 
Ner Pricinc Pays Orr. 
Invoicing on net price basis is drops inside costs 
Committees Put Over Oren House. .Dec. ’50 
One firm set up several committees with 
exceptional results 
ProsLeMs You Face... .'50 84 
One firm met 6 crises & turned them into profit 
HANDLE Price CHANGES QUICKLY...... Dec. 50 88 
Loose leaf notebooks provide 24-hr. notice to salesmen 


MEETINGS 


KEYSTONERS ENTERTAIN..... 
400 attend 13th annual affair 


ean Aug. ’ 


DEPARTMENTS 


How Tuey: 
Keep flat belt stock on storage rack... .July ’ 
Adapt record shelves to catalog storage. July ’ 
Speed up band saw sales-service ; 
Merchandise small & large machine 
WON is tee aici. ood ease eee a Aug. ’ 
Adapt waste counter space for display. . Nov.’ 
Expedite orders by stamping process. . Nov. 
Borrow stage lighting for modern design 
display cine 
Adapt card system for product 
literature » + 
Use binoculars to save steps in 
checking stock a te 
SALESMEN Say: 
Curiosity, imagination open door to 
sales ..July 
Lead your customer in phone selling. . . July 
Go to school for portable tools 
know-how . July ’ 
Try a little drama with product story. Aug. °5 
Regular calls get sales results. 
Cultivate assistants, they’re next in line. Aug. ’ 
Counter salesmen should specialize. . . Dec. 
Take advantage of modern service 
devices .... 
Don’t be afraid to call in field man. . . 
Questions & Answers On: 
Safety equipment. . 
Belt fasteners 
Couplings 
Bench lathes 
Band saw machines................ Nov. 
Pipe threading machines 
Door OPENERS TO SALES. July 
Door OPENERS TO SALES.............. — 
Door Openers ro SALES. 
Door OPENERS TO » Saas 
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How to increase your 
OSBORN brush business 


Osborn No. 480 
4” Wall Paint 
Brush 


Osborn No. 154 
Master® Wire 
Wheel Brush 





LOOK FOR THE NAME lk O'S 
a> BO 


*Trademark 


Osborn No. 868 
Master* Sweep 
Floor Brush 


1 GET THE BUSINESS AUTOMATICALLY. 
Show buyers how they can cut purchasing depart- © 
ment costs by standardizing the practice of buying all © 
their brushes from you . . . just as they do other 
mill supplies. 


2 SELL MORE TYPES OF BRUSHES. 
You can increase your dollar-sales-per-call by specific- 
ally asking for brush business at each interview. From _ 
Osborn’s complete line you can recommend the 
right brush for every need. 


3 PLAY UP YOUR OSBORN LINE! 

The name Osborn means your customers ican be con- 
fident they are getting the finest in brushes . . . built 
for industry by the company that knows industry’s 
problems. 


The Osborn Manufacturing Company, Dept. 384, 5401 
Hamilton Avenue, Cleveland 14, Ohio. 


RECOGNIZED EVERYWHERE FOR QUALITY 
WORKMANSHIP AND MATERIALS 
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U.S. TOTALS First 11 Mos. 1950 
Compared with 


First 11 Mos. 1949 


November 1950 


Compared with 
October 1950 


November 1950 
Compared with 
November 1949 


+o T% 


ComPILep BY INDUSTRIAL DistRripuTION 


+2 By 





-2% 











Supply Sales Trends 


Preliminary Figures For November, 1950 





November 1950 
Compared with 
October 1950 


November 1950 
Compared with 
November 1949 


First 11 Mos. 1950 
Compared with 
First 11 Mos. 1949 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


| MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 








-3% 


-2% 


+1% 


-I% 





+6 6% 


+02% 


+91% 


+(2% 





+31% 


+22% 


+19% 


+) 1% 
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Unmatched for Features in 





Standard range '/4” to 
2” pipe; extra range '/g” pipe. Range 
with drive shaft 2'/2” to 8” pipe. Bolt 


range '/4” to 1!/2”. 


Engineered for Performance! 


Fast! Accurate! Easy to operate! Ruggedly 
built! That's the Par story of this new Oster 
No. 582 "Tom THumB"— the most advanced 
portable power pipe threader on the market. 
Selling this machine — pointing out its top- 
quality features to customers makes a real 
salesman's blood tingle! You don't have to 


"cook up" enthusiasm when you sell the No. 582. 


The pay-off of all its outstanding features are 
its production figures — 78 pieces of !/2” pipe 
or 64 pieces of |” pipe or 50 pieces of 2” pipe 
reamed, threaded, and cut-off per 50 minute 
work-hour! Those figures are based on using 
.20 ft. lengths of pipe and include all oper- 
ations to get 24” lengths. 

Note some of the features that combine to 
make those production figures Easy for any 


mechanic to get—hour after hour—day after day. 


ALL the'*know-how" in selling this new No. 582 
“Tom THUMB" is easily obtainable. Send for 
new BULLETIN No. 582! 


THE OSTER MANUFACTURING CO. 


2041 East 61st Street * Cleveland 3, Ohio 


— 


First with the Best in Threading Muchines 








No. 582 


‘Tom Thumb" 


“AUTO-GRIP” FRONT CHUCK 


Exclusive Oster feature! Eliminates 
bars or T wrenches. Automatic grip- 
ping action. Takes over all the 
muscle work of chucking pipe. The 
TOUGHER the pull—the TIGHTER the 
grip on Any kind of pipe! 


DOUBLE “V”" BELT DRIVE 
The double "V" belt drive from 
motor to spindle assures QUIET 
operation (no noisy gears!) .. . 
prevents mechanical shock and pro- 
tects against sudden overload. You 
said it—this is a highly efficient drive! 
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PORTABLE THREADING 
MACHINE 


BALL BEARING CONSTRUCTION 
Smooth power! Spindle, shafts, and 
worm all mounted in BALL BEARINGS. 
This is the ideal drive for pipe 
threading! It's all power! It keeps 
“Old Man Friction" from interfer- 
ing with "Tom Thumb" efficiency. 


CUT-OFF DEVICE AND 
LENGTH GAUGE 
Self-centering, roller-type cutter. 
Needs no roller adjustment. Heavy, 
rigid construction. Fast operation. 
Handy gauge is calibrated for 
quick, accurate setting for lengths 

up to 6”. 


, 
| 





SALES TRENDS (Continued ) 





November 1950 November 1950 | First 11 Mos. 1950 
Compared with Compared with Compared with 
October 1950 November 1949 | First 11 Mos. 1949 





EAST SOUTH CENTRAL 


seed 0% | +40% | +25% 


Mississippi 
Tennessee 


WEST 


Arizona Nebraska 


Colorado Nevada 

Idaho New Mexico #5 5 % +2 i] % 
Iowa North Dakota 
Kansas South Dakota 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


camies | O%| +49% | +20% 


Oklahoma 
Texas 


PACIFIC 


California +2 % +50% +] 9% 


Oregon 
Washington 




















Final Supply Sales Trend Figures for October, 1950 
First 10 Mos. 
1950 
October 1950 October 1950 Compared with 


Compared with Compared with First 10 Mos. 
September 1950 October 1949 1949 


+61% +22% 
New England 7 + 66% +25% 
Middle Atlantic | +68% +16% 
South + +-70% +16% 
+69% +38% 
+41% +21% 
+65% +21% 
+38% +20% 
+84% +24% 
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OVER 700,000 
ALREADY SOLD 


YAR WAY, IMPULSE STEAM ‘TRAP 
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The Outlook For Business 





HUGE SPENDING AHEAD 


CUTS FOR CIVILIANS 


CONTROLS TO SPREAD 


MANPOWER SHORTAGES 


Snowballing rearmament program puts business closer and closer to a war- 
time basis. 


As yet we have only bits and pieces of the program. Defense forces — Army, 
Navy, and Air Force — haven’t been able to work out an integrated plan that 
spells out details. 


But the spending will be huge. Authorizations for this fiscal year (ending 
next June) for the armed forces now add up to $41 billion. That compares with 
$13 billion before Korea. Atomic energy and the stockpiling program add $6 bil- 
lion. Military aid for our allies (more than $5 billion) pushes the total above $50 
billion. 


Business won’t feel the full impact for ménths yet. But latest estimates 
show that by June the services will be spending at the rate of perhaps $25 billion 
a year, By year’s end it may be up to $50 billion. 


Impact is concentrated on metalworking. A $50 billion program would take a 
little less than 20% of the U.S.’s total production of goods and services. But 
because rearmament involves huge amounts of military ‘hardware’, civilian 
output of automobiles and durables would have to be cut far more than 20%. In 
fact — automobiles and other civilian metal goods may well be cut 50% by mid- 
year. 


Cuts in civilian production now — which are beginning to hurt — are largely 


designed to build up U.S.’s strategic stockpiles. For that reason, many com- 
panies will find their civilian output falling — and they won’t be able to get 
military orders to fill the gap. That kind of slow-up, however, promises to be 
only spotty — and to last only a few months. Rising defense production will soon 
take up that slack. 


Even without detailed figures on military plans, you can see what’s ahead 
in broad outline: 


Controls will spread. Before long — perhaps by midyear — the government 
will say not only what goes to defense, but what will be made for civilians from 
the left-overs. Priorities and allocations, and otner controls over key materials, 
will cover both military and civilian production. 


Taxes will rise sharply — but Administration experts say the government 
will need deficit financing to meet the costs of the military program when it 
gets into high gear. 


Manpower shortages will grow. Defense industries and the armed services 
will shortly need three to four million more men. At least one million of them 
will have to be shifted from non-essential industry. 


Inflation remains a pressing danger. Bigger defense spending creates buying 
power — but cuts the supply of civilian goods. Washington looks for broad wage 
and price controls by midyear. The uptrend in costs and wages will continue to 
plague businessmen. 


Production heads steadily upward. Federal Reserve Board’s Index of Indus- 
trial Production has gained about 10% since the war started in Korea. It’s likely 
to go up perhaps another 10% by midyear. 
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vt adh 


both sides of the street 


WE MAKE...YOU DISTRIBUTE 


Making industrial V-belts is our business. Servicing 
power transmission requirements is the business of 
the industrial distributor. That’s the Durkee-Atwood 
policy in a nutshell. it means that we concentrate 
on building the finest Multiple V-Belts and 

Duty V-Belts we know how, and leave the 





THE DURKEE-ATWOOD POLICY 
FOR INDUSTRIAL V-BELTS 


; believes it should 
Durkee-Atwood Company 0&" a 
ili od services O aste 
utilize the sPecthe warehousing “_ a 
bones of industrial supplies = aya 
ment and should participate wi! Lange 
‘butor in maintaining his posit! — 
se factor in the marketing pool 
im posal products. If you are interested 19 
pa E the function of the i 
a ad above, contact our Dept. A- ‘ 
rsdn oor of the Durkee-Atwood Master 
te) 


Industrial Distributor Plan. 


ENGINEERED FOR LONGER LIFE 
OF BELTS, SHEAVES, BEARINGS 


All Durkee-Atwood Industrial V-Belts are made from 
finest crude rubber and specially pre-treated rayon 
cords. This construction is approximately 40% stronger 
than standard cotton cord belts. Straight side walls give 
full groove contact, mean longer life for belts, sheaves, 
and bearings. Heavy duty covering for greater wear re- 
sistance and high coefficient of friction. Built-up layers 


Multiple V-Belts: extra duty design 
and construction for maximum flexibility, 
durability and strength. Available in 
sets matched by the Durkee-Atwood 
lso-Dynamic Method with belts running 
under full load. 


General Duty V-Belts: Durkee-Atwood 
“High Cord Line” places entire body of 
belt under compression, reduces slip- 
page and wear. Specifically manufac- 
tured for light machinery and smoil 
diameter sheaves. 


DURKEE , 


<a ATWOOD 


V-BELTS 


of cushion stock are compounded for cooler running, 
compressibility, and resistance to shock fatigue. 


ISO-DYNAMICALLY MATCHED ~The Iso-Dynamic 
Matching Method for Durkee-Atwood Multiple V-Belts 
utilizes the principle of test-running belts under normal 
load to assure equal distribution of load over each belt. 


DURKEE-ATWOOD COMPANY, MINNEAPOLIS 13, MINN. 


DEPT. A-69 
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| Door Openers To Sales: 








Ever fumble for something to say when you want to make small talk with the 
P.A.? Here are a few random facts that will help fill in the conversational blanks 


A MIND OF ITS OWN: All multiple tool machines at the new Ford engine 
plant in Cleveland will have “toolometer” controls, which shut down machine 
when tool fails or is off size, and which indicate to operator any other tools needing 
to be changed during shutdown 


I'¥ HARDLY PAYS TO WORK: Income taxes in Britain took such a big bite 
in 1949 that only 86 people in the entire country had more than $16,800 left after 
paying up. ~ In 1939 there were 6,560 people in this class. 


COSTLY COPPER: Unable to get copper at any price, one small shop in the 
midwest bought a keg full of pennies, melted them down in the shop in secret. 
The copper cost more than $1.50 per pound, but the plant kept running. 


MOTORISTS SEE RED: Drivers will see red and black while driving on a new 
expressway near Chicago. Turn-off lanes and ramps will be finished in those 
colors to distinguish them from through traffic routes. Red dyed concrete and 
black top will be used. 


THERE’S GOLD IN THEM THAR FLOORS: The Schaeffer Pen Co. recent, 
was offered $20,000 for the right to rip up some old factory flooring. Thirty years 
of shaping pen points has left gold in the boards and crevices. 


UNDERGROUND PLANTS: Sixty underground hydroelectric plants have been 
built or are being built in the world. ‘Total capacity is 7 million horsepower 
Cost, rather than fear of war, is the reason. ‘They cost as much as 40 percent 
less than surface plants. ' 
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Thermoid Research Develops New Hose 
That Saves Time, Money and Storage Space 


The latest development of Thermoid research 
is Versicon—the multi-purpose hose that *Versicon may be used for all air-operated 


sal. . tools, oxygen and acetylene lines. It will handle 
replaces many special-purpose hose. Versicon ale, waht, Qualia, a, caulk Saaaeeien ane 


is designed for superior performance with chemicals, carbonic and other dilute acids, and 
—— SB almost all fluids. 
Vv ver al 

we Sone een oe — a For durability and flexibility, Versicon is made 


handling time, money and storage space. with synthetic oil-proof tube, oil-resistant cover 
and high tensile rayon cord. Available from *j6”’ 


Assure your customers of lowest operating the - lengths from 50’ to 500’ depend- 
1 8 e 
cost by recommending Thermoid Versicon. 


It will pay you to Spectfy Thermoid ! 


Thermoid Quality Products: Transmission Belting * F.H.P. and Multiple 
V-Belts * Conveyor Belting « Elevator Belting « Wrapped and Molded Hose 
* Molded Products « Industrial Brake Linings and Friction Materials. 


’ 


= Main Offices and Factory * Trenton, N. J., U. S. A. 
ermol . Western Offices and Factory * Nephi, Utah, U.S. A. 
Com pany Industrial Rubber Products - Friction Materials - Oil Field Products 
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IDEAS: How they ‘*% 


... key drill stock to colored cards 


A color-blind man in the drill storage 
stock area of Lindquist Hardware Co., 
Bridgeport, Conn., wouldn’t be much 
of an asset to the company; he’d lose 
more sales chances than he’d make. 

For the drill stock is keyed to col- 
ored cards: white for carbon drills; red 
for high-speed cut thread; pink for 
high-speed commercial ground; and 
orange for high-speed precision ground. 
This means that if a customer calls 
in for an order of half-a-dozen h/s 
commercial ground, the stock clerk 
immediately narrows down his “look 
ing” to the pink-indexed steel drawers 
in which the drills are stored. It’s as 
easy as that. 

Customer Leo Godkin is shown re 
ceiving special, fast service from 
George E. Nieman, manager of drill 
division at Lindquist, utilizing color- 
card indexed stock drawers. 


... demonstrate the use of air tools 


Enlarging the market for air tools means calling on pros ! 
pects who would benefit through the use of pneumatic 
perations but do not have the power installed. Turn 

ing Over a prospect to pneumatic tools, according to 
Waldo Congdon, president of Tool Sales Co., Detroit, 
equires demonstration, leaving the salesman in a fix. 

lool Sales Co. solved this problem by setting aside a 
small room, 8 x 12 ft., and fully equipping it with com 
pressed air sources, gages, controls, quick couplers, ait 
tools and accessories. At one end of the room is the 
work bench with air outlets, pneumatic vise, material 
Customers can see and operate the air tools in this spe 
cially built room as Irving Manheimer, sales manager, 
demonstrates to Mr. Congdon. 

Formerly, the company operated and demonstrated 
from a display bench, but a public display did not per 
mit prospects to concentrate on the demonstration. The 
present room affords privacy and makes the prospect feel 
it ease and less reticent about trying the tools himself 


... keep product literature dust free 


hey believe in packaging when it comes to storing en- 
velope stuffers and other product literature at Richle 
Supply Co., Saginaw, Mich. 

To make the search for product literature that much 
easier, all this material is stored in boxes and arranged 
on shelves in alphabetical order. The manufacturers’ 
names appear on the front of the box in the case of the 
large booklets. With envelope stuffers an actual sample 
uppears on the box front. 

This way the literature is always arranged in neat, 
orderly piles. A quick pass with a feather duster each 
morning and a once a month check on the supply being 
made by Bill Hamlin in the picture on the left is all 
that’s needed to keep the literature dust free and in 
adequate supply for salesmen’s use. 
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* HELLER 


NUCUT tc FILE 


Reg. U.S. Pa’. OFF 


Here’s why this different 
“wavy tooth” design means 





better filing for 
your customer... 





and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You'll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
Newark 4, New Jersey Newcomerstown, Ohio 


s 
o 
e 
r 
Mad 

> 


if 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrape~s, Chisels, Punches, Mas- 
terenches and other quality tools. 
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y 
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FACTORY REPRESENTATIVES of Rust-Oeleum, Evanston, Ill., and their assist 
ants from all over the United States, recently attended the firm’s annual sales meeting 


The gentlemen include, first row 


John Winters, 


Albert Ahlff, Robert Zobel, Earl 


Lyons, Arthur Cowan, Harry Denton, Robert Bell, J. Olin Jones, Sr. and H. W. 


Edwards. Second row 


Erwin Randt, Charles McGee, U. 


Stanley Ackles, Warren 


Risk, Otis Casanova, D. I. Williams, Thomas Harper, T. R. Mumford, and J. H. 


Third Row 


Moran 


Harry Barth, R. D.~Repass, J. R. Baker, John Larson, Lou 


Rumig, James Boren, Phil Webb, Walter Fenn and W. K. Ingalls. Fourth row: 
J. C. Simmons, Donald Fergusson (vice president), Paul Moffit, Steve Serbula, W. A. 


Bellows, and President Robert Fergusson. 





Western Metal Show 
Will Feature 200 Exhibits 


More than 200 metal firms will 
show their new products and latest de 
velopments at the Seventh Western 
Metal Exposition to be held for five 
days, March 19 through 23, 1951, in 
the city of Oakland’s vast Auditorium 
and Exposition Hall. 

On the same dates, approximately 
100 authoritative speakers will deliver 
papers on recent dev elopments in 
making, working, fabricating, treating 
and application of metals. These 
speakers will be heard at technical ses 
sions of the Western Metal Congress, 
also to be held in Oakland, for the 
seventh time on the Pacific Coast. 
The show and congress will be spon- 
sored, as in the past, by the American 
Society for Metals, in cooperation with 
20 other national technical societies. 

The theme for exhibits and speakers 
will be “Production for America.” 
Displays and papers will be based on 
application of metals in the oil, chem 
ical, manufacturing, aviation, construc- 
tion, mining and other industries 


100 


Chicago Tool Dealers 
Hear Robert Melius 


The Chicago Power Tool Dealers 
Association, an organization sponsored 
by prominent power tool dealers in 
the Chicago area, recently heard 
Robert Melius, vice president of the 
Delta Power Tool Division, Rockwell 
Mfg. Co. outline some of the prob 
lems of “Selling Under War Con- 
ditions.” 

Mr. Melius’ address touched on 
the problems of both manufacturer 
and distributor, with particular em- 
phasis, and advice for the latter on 
the need for ordering now for future 
delivery, when conditions may be 
much more critical. 


Two Promoted At Besly 


Ellis C. Wester has been appointed 
sales manager of the cutting tool divi 
sion, and Hal Segar has been named 
manager of drill and reamer sales for 
Charles H. Beslvy & Co., Chicago, to 
work out of that office. 
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Mill Supplies Ine. 
Moves In Florida 


lo render better service to the mill 
and industrial supply field in their 
territory, Mill Supplies Inc. has moved 
to a new location in Orlando, Fla. 
at McRae Street and Rollins Ave. 

The firm formerly was located on 
N. Orange Ave., and specializes in 
transmission items and belting. 


Lawrence M. Rich Directs 
Sales For Plomb Tool Co. 


Lawrence M. Rich has been ap- 
pointed vice president and general 
sales manager of the Plomb Tool Co., 
Los Angeles, Calif. In his new capac- 
ity, Mr. Rich directs all sales and re- 
lated activities for Proto tools, and 
also supervises the sales operations 
of the company’s subsidiaries. 

Mr. Rich originally joined the com- 
pany in 1929 and was eastern sales 
representative until 1932. He then 
served the Marlin-Rockwell Corp. for 
eight years as New York branch 
manager. 

Mr. Rich was in the U.S. Army 
for six years during World War II 
and rose to the rank of Major in the 
Ordnance Department. 

From 1946 to 1950 he was director 
of sales of the Durkee-Atwood Co. 


Lawrence M. Rich 








Howard E, Jenkins 


Atkins Names Jenkins 
Manager In East 

Howard E. Jenkins has been ap 
pointed manager of the company’s 
eastern territory with headquarters in 
New York City. 

Mr. Jenkins, at the time of his re 
cent resignation from the Nicholson 
File Co. of Providence, R. I. was as- 
sistant sales manager and assistant to 
the director of sales. 

Previously he was buyer with the 
Simmons Hardware Co., Edward K. 
I'ryon Co. and Supplee-Biddle Co. 

In his new position he will direct 
all marketing and selling activities in 
New England, New York, Pennsyl- 
vania, Delaware, Maryland, and the 
District of Columbia. 


Worthington Names 
Thompson To Sales Post 


J. J. Thompson has been named 
manager of the sales personnel and 
training division of Worthington 
Pump & Machinery Corp. at Harrison, 
N. J. He had been assistant manager 
of Worthington’s Cincinnati office. 

A 17-year veteran of the company, 
Mr. Thompson has been with them 
since 1930 except for three years with 
the WPB from 1941 to 1944. 

He has served Worthington succes- 
sively as estimator, application engi- 
neer in the Buffalo compressor divi- 
sion, general line salesman in_ the 
Chicago office, an application engineer 
in the centrifugal pump sales division 
in Harrison from 1939 to 1941, and 
as assistant district manager of the 
Cincinnati office from 1945. He is a 
member of the Engineering Society of 
Cincinnati. 


Power Mechanical Show 
Forecasts Economies 


Better economy in power production 
and far wider use than has yet been 
seen were forecast by the 19th Exposi- 
tion of Power and Mechanical En 
gineering, presented at Grand Central 
Palace recently under the auspices of 
the American Society of Mechanical 
Engineers. Held in conjunction with 
the society’s annual meeting, the dis- 
play was topical, packed with examples 
of advanced practice, and an indication 
of the progress achieved in industrial 
mechanization. 

Attendance throughout the week 
long sessions totalled more than 32, 
000, with visitors registered from every 
state in the union and from many 
foreign countries. 

Featured units at the Exposition 
were, for the most part, actual exam 
ples taken from current work. 

\t many of the exhibits it was 
evident that engineering effort is be 
ing directed toward the production of 
more power per unit of heat in the 
fuel at lower production costs. Num- 
erous exhibits featured new, high 
resistance materials, complete with 
specimen parts taken from actual 
production. 


Malvern J. Mather 


Allen Mfg. Co. Names 
Mather Vice President 


Malvern J. Mather has been elec- 
ted to the office of executive vice pres- 
ident of The Allen Mfg. Co. of Hart- 
ford, Conn. He had been vice pres- 
ident and secretary of the company. 

Mr. Mather joined Allen in 1942 
as priorities coordinator and _subse- 
quently was made office manager and 
director of purchases. In 1945 he was 
named secretary and elected to the 
board of directors. In 1947 he became 
vice president. 


L. W. Jander 


Disston Names Jander 
Industrial Sales Head 


L. W. Jander has been appointed 
manager of sales, industrial division, 
of Henry Disston & Sons. Mr. Jander 
succeeds J. I’. Wilkinson, who leaves 
the company to enter the mill supply 
business for himself in the South. 

Mr. Jander has been with Henry 
Disston & Sons for 16 years, during 
which time his entire attention has 
been concentrated on industrial sales 
and distribution problems. He started 
with the company in 1934, spending 
two years in sales promotion work. 
Later he was engaged in specialized 
sales activities on such products as 
files, metal cutting saws, steel special- 
ties and others. In 1941, he was as- 
signed to the eastern and southern 
sales territory for the industrial divi- 
sion, and after six years of field ex- 
perience, was placed in charge of the 
eastern industrial division in 1947. 





NEW SALESMANAGER at The Co- 
lumbian Vise & Mfg. Co., Cleveland, 
is Dan C. Swander, Jr., who continues 
as vice president. 


ADDITIONAL NEWS BEGINS ON PAGE 207 





SERVICE 
THAT SELLS 


CUSTOMERS 
COMING BACK TO You 


atelalat-t° il ob Equipped with Stocked with 
SERVICE Factory-Trained Special Electric Genuine B&D 
Expert Tool Servicing Replacement 


BRANCH ES ARE Mechanics! Machinery! Parts! 


ce 
Wal @ Wie fa i, ae a 


a 





INTERIOR: Chicago Branch 
EXTERIOR: Atlanta Branch 
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BLACK & DECKER 
Sales and Service 
s¥aelalaal-ts 


WINNIPEG @ 


@SAN FRANCISCO 


@LOS ANGELES 


* 
KANSAS CITV 


Hours of Any 
Customer 


MONTREAL 
s 


oF 

e o* 

iNOIANAPOLIS @ ¢ <a? 
cincimmaT! Og 


@sr.couls 


CHARLOTTE @ 
@memernis 
- ATLANTA 


@oALLAs 


Cities in red denote locations of new and larger B&D branches 


Constantly Expanding Facilities bring 
Better Service to Customers! 


A tool user who gets maximum life out of the 
tools you sell him is a satisfied customer. . . 
and a blue chip prospect for future orders! 
That’s why Black & Decker’s unmatched serv- 
ice facilities are a real sales tool for you to use. 
That’s why we are constantly expanding these 
service facilities to bring better service closer to 
more customers! 

Our modernization program started with the 
erection of our own building in Chicago—fol- 
lowed by new B & D buildings in Atlanta and 
Toronto. We are building other new branches 
in Buffalo, Boston and Philadelphia. And our 
Indianapolis, Houston, Denver, Seattle, Port- 
land, St. Louis and Minneapolis branches have 
recently moved into new larger quarters de- 
signed especially for our use. In addition, to 
further improve our Canadian seyvice, we are 
now preparing to have built for us, new branches 
at Montreal and Winnipeg. 


This Black & Decker service organization 
will build plenty of sales, as well as profitable 
good will, for your company. It’s one more 
reason why it pays to sell BLACK & DECKER 
... the big, diversified Electric Tool Line that 
gives you over 100 varieties of tools to make 
sales . . . consistent, hard-hitting national ad- 
vertising . . . plenty of local selling helps . . . 
and Tools that are world-famous for top- 
quality design, materials and workmanship! 
And remember: Black & Decker was the first 
company to establish and publish a policy of sell- 
ing portable electric tools exclusively through Dis- 
tributors. THE BLack & DecKkER Mre. Co., 
617 Pennsylvania Ave., Towson 4, Md. 


EA 


INC ISTRIBUTORS EVERYWHERE SELL 


PORTABLE ELECTRIC TOOLS 
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WILLIAM J. GREENE, vice-presi- 

dent and director of sa.es of The L. S. 

Starrett Co., has been elected a Di 

rector of Motor Equipment Manufac 

turers for a three-year term. He has 

also been appointed to the Executive 
MILLIONTH STANDARD CARBIDE TOOL produced during 1950 by Carboloy Committee of the American Supply 
Co., Inc., is shown to K. R. Beardslee (left), president, and E. F. Wambold (right) and Machinery Manufacturers Associa 
executive vice-president, by Frank Pellegrino, inspector. oo 





= —— 


THE FIELD ENGINEER— AS THE BOYS IN THE HOME OFFICE see Hm! 





HAROLD ELFENBEIN, advertising manager of Parker business life. Above are two widely-varied interpretations 
Kalon, has found a way to put his avocation to use in his of the “life of a salesman”. 
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COMPARE THIS HOIST WITH ANY OTHER! 


YALE 


LOAD KING HAND HOIST 
Weigh it.. “t's Aighter! 


Here’s the compactness and easy portability you’ve been looking for 
—a Y/, ton hoist that weighs only 37 Ibs.—lighter by far than any 
conventional chain hoist. All non-essential parts are stripped away. 
Only high strength aluminum alloy castings and alloy steels are 
used. Comparable benefits in the 1, 1!/, and 2 ton hoists. 


Time it. ./¢’S faster! 


In just 20 seconds you can lift a 1000 Ib. load 3 feet! With the 2 


° : . : . » Cushj, a a 
ton hoist you can lift a maximum load 2.1 feet in only 60 seconds! @metricgy (MEd sper # ape’ Iding 
) ) PPliies ‘p71 
ure at pes 
longer. 
With this is etely 


That's real speed! It results from Yale’s precision machining, mini- ns 

ges : é : ‘ar 
mum friction design, use of ball bearings on all rotating shafts and 
faster-than-ever braking and release action. 


Test it../t’s safer! 


Guaranteed for first class workmanship and materials—/ested to 
50% overload—safety-equipped with a non-fracturing steel load 
hook (opens slowly when overloaded) and an extra strong forged 
steel top hook. Greater protection for the hoist, the load, the work- 
man and your profits! 


Operate it. ./¢’s easier! = 


2 Tons 








—so much easier you'll be amazed! One man can get up to 95% 
efficiency with easy hand pulling. Special design keeps chains prop- a) 
erly seated and operable. The operator stays on the job 
without fatigue, stays fresher and more productive. An- 





[7 — ~Get all the facts about this cost-cutting hoist today !—— — — 


THE YALE & TOWNE MANUFACTURING COMPANY 
Department 151 
Roosevelt Bivd., and Haldeman Ave., Philadelphia 15, Po. 


Send me Load King Hand Hoist Bulletin P-1254 


other reason why this hoist is a money-maker for you! 


| 
| 
en 


Give me the name of the nearby Yale distributor 
Name 
Company 


Address 
THE YALE AND TOWNE MANUFACTURING COMPANY 


Philadelphia Division Philadelphia 15, Pa. 


City and Zone 
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TO SELL Drill Presses. YOU NEED THE ANSWERS 





Off your feed on drilling 
machine sales? Get off the 
horizontal and press your 
competition on these 16 ques- 
tions, then cut over to Page 
154 for the answers. 


1. Match the following terms 
multi-spindle drill 
“way-drilling machines 

} gang drill 
“unit construction’ 
drill heads 
with the following 
which vou believe they 
most closely 
(a) drill several ways at once 
(b) individual heads that carry 
inv desired number of heads 
each with its own motor 
vertical machines with two 
or more spindles in line 
in which a number of spin 
dles are driven from one 
motor 
similar to the drill head, 
but differs in that each spin 
dle is adjustable as to loca 
tion 


definitions 
match 


I'he drill press is the second oldest 
known tool, invented just after the 
lathe. 0 True. © False 


I'he basic machine from which 
ill of the other drill presses have 
been developed 1S 
the sensitive drill 
the bench drill 
} the radial drill 
] the vertical drill 


4. The radial drill is so 
because the arm which carriés the 
head of the machine swings on a 

umn and always is radial to the 


column ) True ] False 


Which of the following operations 
may be performed on a drill press 
] drilling 1 tapping 
reaming ] spot-facing 
] boring polishing 
shaping ] wood-sanding 


named 


rhe “sensitive drill press is a small 
pillar-drilling machine witl 
pillar-drilling machine with a coun 
ter-weighted spindle arranged for 
hand and lever f 


used for 
mall work only, (rarely larger than 
1 |-in. drill 


rrue. © False. 
Which of the following points, 
would you say, is the most im- 
portant operating consideration in 
the design of a telescoping drill 
press spindle drive: 


fe eds; 


m7 


Drill presses can be sold for gang assembly line drilling. You selling ‘em that way? 


10.' 


1] 


that it should be 
machined 

that it should operate at 
sufficiently high speed 

that it stays in alignment 
that it should be able to 
withstand severe side thrusts. 


prec ision 


. Misalignment of a high-speed tele- 


scoping drill press spindle should 
not exceed .007-in. 
rrue False. 


greater accuracy, select the 
right spindle for the job, and 
keep the work up close to the 


bearings. True. © False 


Phe term “17-in. drill 
means: 
] the chuck will take drills up 
to 17-in. long 
the table is 17-in. square 
] the press will accommodate 
work up to 17-in. high 
(spindle to table dimension). 
the largest diameter of work 
in which the machine can 
drill a center hole is 17 
inches 


Radial drills, as a rule, 
ire classified by 
] distance arm can be raised or 
lowered 
height of work it will accept 
length of the radial arc 


press” 


generally 


2. One of the largest markets for the 


radial drilling machine can be 
found in 

OD gas and electric utilities 

} railroad shops 


foundries 


Most drill presses are motor driven 
through a geared head that gives 
from + to 6 speeds by the shifting 
of a lever I'rue. © False. 


Which of the following types of 
drive transmission are used in drill 
presses: 

0 clutch and quill 

© back-geared 

0 flexible coupling 

O cone pulley 


5. The plate of a vertical drilling ma 


chine shows that a 4-in. drill or 
cutter should be run at 590 rpm 
to give an 80 fpm cutting speed; 
and, if the drill is 5-in. in diam 
eter, at 60 rpm to give an 80 fpm 
cutting speed. At what rpm should 
a l-in. drill be run to give the 
same (80 fpm) cutting speed? 

O between 200 and 225 rpm 

O between 300 and 325 rpm 

O between 400 and 425 rpm 


). A deep-hole drilling machine usu 


ally is a horizontal machine which 
holds the tool stationary while the 
work is rotated. 0 True. 1 False 





Next month: PACKINGS and GASKETS 
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Use Asarcon773 


BRONZE BARS 


in the Length You Need 


Buy bronze stock in lengths to suit your requirements. 
Don’t limit yourself to 13” lengths! 

With ASARCON 773 continuous-cast bronze (SAE 660) you 
get exactly the length you want . . . there is no scrap loss due to 
metal defects . . . chuck ends are reduced to a minimum. 

ASARCO continuous-cast bronze offers complete freedom from 
porosity, dirt and dross inclusions . . . reduces rejects or losses from 
metallurgical defects. 

ASARCON 773 bar and bearing bronze is continuous-cast in cross 
sections 44” to 5” diameter. cored or solid, in 105” lengths . . . 216 
standard stock sizes of rods, tubes and shapes. 

Round or symmetrically shaped bars and tubes, special alloys. and 
longer lengths made to order. 

Buy the length of ASARCON 773 your job re- 
quires and prove the savings to yourself. 

Territories available for qualified 
distributor organizations. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refiring Company 


Perth Amboy Plant, Barber, New Jersey 
OFFICES: Whiting, Indiana and Barber, New Jersey 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Wood Planer 


Single Surface Planer 
Handles Stock to 13 In. x 5 In. 


Delta’s 13 in. single surface wood 
planer No. 22-100 has the capacity 
to handle stock up to 13 in. x 5 in 
It handles stock as short as 6 in. un 
butted, as wide as 13 in., as thick 4s 
5 in., as thin as 1/16 in. The three 
knife cutter-head takes 210 cuts pet 
second. All gears, pulleys and _ belts 
irc totally enclosed 

Features include: a fingertip clutch 
control that enables the operator to 
stop and start the feed instantly, with 
mut shutting off the motor; a depth 
scale that can be read from any posi 
tion; individual blade adjustment with 
1 simplified measuring device; and 
solid steel cutterhead that can be re 
moved without taking the machine 
ipart 

Delta Power Tool Div., 
Mfg. Co., Milwaukec 
tribution, January 1951 


Rockwell 
Industrial Dis 


Air Compressor 


Portable Compressor 
Diesel or Gasoline Powered 


\ new 105’ portable air compressor 
is lighter, lower and more maneuver 
ible. It is built around the manufac 
turer’s standard Blue Brute compres 
sor and is powcred by either Dicsel 
or gasoline engine 


108 


New features and advantages 
claimed include: a new zero pressure 
retractable third wheel; new under 
slung spring mounted undercarriage; 
1 simple, retractable support leg; a 
new style unit core radiator with pres 
sure cap to prevent boiling; carburetor 
with fixed jets for cconomy; and relo 
cation of instrument panel and battery 
box to give unrestricted full length 
tool boxes. 

The compressor is 10 in 
+ in. lower and weighs 300 pounds less 
than previous models 

Construction Equipment Div.. 
Worthington Pump and Machinern 
Corp., Holyoke, Mass.—Industrial 
Distribution, January 1951 


shorter, 














Speed Reducers 


Improved Numbering System 
Makes Proper Selection Easy 


[he manufacturer has added new, 
heavy duty model Reductors to his 
stock line of speed reducers. ‘The 
range of ‘I horizontal right 
ingle drive Reductors pictured is repre 
sentative of these heavy duty units 
which are equipped with heavy gears, 
integral with shaft, housings 
of iron and rugged steel shafts. 

\n improved numbering 
makes it easy to select the correct 
speed reducer for any requirement 
here are eight types, each in a range 
of speed ratios and horsepowers ot 
load carrying capacities. Gear ratios 
run from | to 1 up to 4000 to 1. Out 
put speeds run from .45 to 588.23 
rpm, based on full load motor speeds. 

Boston Gear Works, Quincy, Mass 

Industrial Distribution, Januar 


1951 


Series, 


worm 


system 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 





Rayon Tire Cord 











Leather Belting 


Rayon Tire Cord Insert 
Assures Stretch Resistance 


[his new type of flat leather belt 
ing consists of a layer of rayon tire 
cemented between two _ layers 
of the manufacturer's Duxbak leather 
belting. An extremely low stretch 
characteristic in service is claimed for 
the belt. 

\n outstanding feature of this rayon 
core belt is that it can be scarfed and 
made endless with the same ease and 
the same methods as any other flat 
leather belt. Regular belt fasteners o1 
lacing can also be used in the cus 
tomary manner on this belt. The gen- 
eral advantages claimed for this belt- 
ing are more machine output, reduced 
down time, longer belt life, less main 
tenance of the driven speeds required 
to insure product quality. 

Chas. A. Schieren Co., 

Industrial Distribution, 
1951. 


cords 


New York 
January 


Bench Grinders 


Four Bench Grinders 
Added to Line 


These four sturdy, powerful bench 
grinders, designed for use in garages, 
repair shops, metal working plants and 
industrial tool and maintenance shops 
have been added to the manufacturer's 
line: Models 470, 471, and 475, all 
6 in. grinders, and Model 478, an 8 
in. grinder. 

(Continued on page 112) 





é (e]57-Vke), 


AND 


ANOTHER 





The first 100 years were the hardest! When 
Henry Graton and Joseph Knight started this 
business in 1851, the steam engine was still a 
marvel, and leather belting reigned supreme in 
power transmission. Today, we enter the atomic 
age — a little wiser we hope, a lot stronger, and 
facing Opportunity bigger than even before. 

Opportunity to harness new forces—to produce 
and distribute more goods in less time — to re- 
duce waste—to make full use of the raw materials 
of science and nature. For science and nature 
work as a team ... In leather the natural inter- 
woven fibrous structure has never been equaled 
—but can now be processed to produce practically 
any result desired. A century of experience works 
with modern scientific research to the end that 
this age-old natural material is advancing its 
place in modern industry. 


Early in the century, Graton and Knight Com- 
pany foresaw the broad applications for molded 
packings, and the development of synthetic rub- 


+100 Years of Service to Industry 


ber compounds found the Company equipped 
and ready to use these new materials. In 1949, 
the Company concentrated its laboratory, engi- 
neering and manufacturing facilities in an affiliate 
company, International Packings Corporation, 
at Bristol, New Hampshire, where, backed by 
Graton and Knight resources and experience, 
synthetic rubber and leather packings made by 
G&K-International are taking their place in 
modern industry. 


As a service to the fast-growing Southern textile 
industry, Graton and Knight Company estab- 
lished in 1948 an affiliate company, the Dixie 
Leather Corporation at Albany, Georgia. Manned 
by experienced personnel, the Georgia plant sup- 
plies the same high quality Hairitan® and other 
textile leathers for which Graton and Knight is 
famous. 


GRATON & KNIGHT COMPANY 
Worcester, Massachusetts 


LEATHER BELTING * TEXTILE LEATHERS * SYNTHETIC AND LEATHER PACKINGS * WELTING AND SHOE LEATHERS + LACE AND WHOLE 
LEATHER © INSTRUMENT CASES + INDUSTRIAL STRAPPING AND LEATHER SPECIALTIES 





UB 
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QUALITIES OF CRAFTSMANSHIP IN WINTER CHIP DRIVER TAPS ; 














There are many good reasons why your 
customers will appreciate your recommend- ALWAYS AT YOUR SERVICE 


ing Winter Chip Driver Taps. One of the weston BROTHERS edverticing Ws teadind feist on 
most important, since it plays such a large points out that WINTER distributors carry @ complete stock of 
. WINTER Taps. Your customers are encouraged to deal with 
; part in close size control, is the limits ra pe doa taal dee 
of precision to which chip driver contours trie! product. 


are held. On Winter Taps, the chip 

driver contours are accurate and uni- 

form for free cutting action and high 
production. Other factors contributing to 
the superiority of Winter “Balanced Action” 
Taps are exact flute spacing, uniform 

flute contours, and accurate and concentric 
chamfers. The Winter line of threading tools 


also includes hand, machine screw, 
pulley, pipe, nut, and tapper taps, and ‘ 
a full complement of dies. 


WINTER BROTHERS COMPANY © Division of the National Twist Pill and Tool Company, Rochester, 
Michigan, U. 5. A. Distributors in Principal Cities * Branches in New York, Detroit, Chicago, San Francisco 








IN NATIONAL TWIST DRILLS 


Correct Design 


When you can give your customers drills 
with the name “National” on them, you 

can be sure they are of correct design. This 
means that the web is thin enough to avoid 
undue center pressure; the flutes are large 
enough to allow free flow of coolant. Cross 
sections are strong enough for heavy duty 
work, while the helix angle provides for 
efficient chip delivery and heat elimination. 
The result of meeting all these conditions is 
consistently efficient performance and long 
tool life—inherent properties of National 
Twist Drills. The complete National line of 
rotary metal cutting tools also includes 
reamers, counterbores, milling cutters, end 
mills, hobs, and special tools. 


S 
“CALL YOUR DISTRIBUTOR" 
it is NATIONAL'S firm belief, based on long experience, 
thet the local industrial distributor is the best source for 
all staple industrial needs—including NATIONAL Metal 
Cutting Tools. 


WU 


NATIONAL TWIST DRILL AND TOOL COMPANY 

Rochester, Michigan, U.S.A. Distributors in Principal 

Cities * Factory Branches: New York * Chicago * 
Detroit * Cleveland * San Francisco 




















On all models, motors are ball beat 
ing equipped, with bearings sealed 
against dirt. An on-off toggle switch 
is mounted in the base. Removable 
guards give added convenience when 
using wire brushes and buffing wheels. 
Wheel speed is 3440 rpm. An § ft. 
cord is heavy rubber covered two con 
ductor type with two prong rubber 
plug 

Cummins Portable Tools, Div. of 
Cummins Business Machines Corp., 
Chicago—Industrial Distribution, Jan 
uarv 195] 


Flare Nut Wrenches 
Range of Tools 
Increased to 1'% In. 


['wo new flare nut wrenches in 


crease the range of these tools to 14 


in. The wrenches are made with hex 


openings to provide a better bite and 


to prevent turning the comers on soft 
brass nuts usually found on copper 
lines. Drop forged from high alloy 
steel, fully heat treated with chrome 
plated finish. No. CS-2428 } in.-Z 
in. No, CS-3236 1 in.-14 in. 
Owatonna Tool Co., Owatonna, 
\inn.—Industrial Distribution, Jan- 


uarv 1951 











Measure Minus 100 


Temperature Indicators 


Indicators and Recorders 
to Plus 3000 


This new line of thermocouple 


actuated Microsen temperature indi 


cators and recorders was designed to 
fill the need for a sturdy type of elec 


trical instrument capable of measur- 
ing temperature between minus 100° 
F. and plus 3000° F. The power 
actuation and construction simplicity 
of these instruments eliminate the 
need for slidewires, standard cells, 
delicate moving contacts, or compli- 
cated mechanisms. ‘The Microsen 
Balance is the major feature of these 
instruments. 

Manning, Maxwell & Moore, Inc., 
Stratford, Conn.—Industrial Distribu- 
tion, January 1951. 


Air Vises 


Interchangeable Jaw Faces 
Added to Vise Line 


Interchangeable jaw faces have been 
introduced to the manufacturer’s Vi 
Speed line of air vises. The faces are 
of hardened tool steel with either 
serrated or smooth surfaces. They are 
attached to the jaw castings by spring 
tempered pins driven into holes drilled 
in a manner to bind both faces and 
pins. 

The jaw faces are quickly removed 
by driving out the pins with a punch, 
after which other faces can be rigidly 
installed. These faces are especialls 
valuable where heat is applied to the 
work near the vise. 

Van Products Co., Erie, Pa.—In- 
dustrial Distribution, January 1951. 

(Continued on page 114) 





Product 
Wood Planer 


Air Compressor 


Speed Reducers 
Leather Belting 
Bench Grinders 


Flare Nut Wrenches 
Temperature Indicators 
Air Vises. 

Band Saws. 

Gage Case 


Ammeter Accessories 
Glass Lenses 
Flourescent Lamps 
Hose Coupling 
Gloves 

Glove Valve 

Rivet Sets. 

Air Hammer 

Dial Comparator 





Manufacturer 


Delta Power Tool Div., 
Rockwell Mfg. Co. 
Construction Equipment 
Div., Worthington Pump 
and Machinery Corp 
Boston Gear Works 
Chas. A. Schieren Co. 
Cummins Portable 
Div. of Cummins Business 
Machines Corp 
Owatonna Tool Co. 
Manning, Maxwell & Moore 
Van Products Co. 
Boice-Crane Co 
Helicoid Div., 
Chain & Cable Co 
Pyramid Instrument Corp 
American Optical Co. 
Solar Electric Corp. 
Mulconroy Co... 
The Pioneer Rubber Co. 
The Fairbanks Co. 
M. E. Cunningham Co. 
The Burgess Thomas Co. 
The L. S. Starrett Co.. 


Page Product 
Shakeouts 
Steel Shop Boxes 


Boiler Valve. 
Micrometers 
Masonry Saw 


108 
108 
108 
Tools., Rust Proof Bits 
Lift Truck 

Slitting Shears 
Solder Flux 


108 
112 
112 
112 
14 Motor. 
American 

114 
118 
118 | 
118 
118 
122 
124 
126 
126 
128 


Hand Tool 


Hoisting Device 


Jointer 
Drill Attachment 


Expansion Reamer 
Vacuum Cleaners 


Machine Bolt Anchors. 


Power Wheelbarrow 


Cutting Tool Inspection 


Manufacturer Page 
128 
130 
130 
132 
132 


Allis-Chalmers Mfg. Co 

Lyon Metal Products, Inc. 

U.S. Expansion Bolt Co. 

Everlasting Valve Co 

Brown & Sharpe Mfg. Co. 

The Construction Machin- 
ery Sales Co.. 

The Midway Tool Co. 

Market Forge Co. 

Julius Blum & Co., Ine 

All-State Welding Alloys Co. 

S and S Vending Machine 
ie <3 

Westinghouse Electric Corp. 

Dy-Chek Co., Div. of Nor- 
throp Aircraft, Inc. 

H. K. Porter, Inc 

Philadelphia Div., Yale & 
Towne Mfg. Co.. 


146 


148 
Heston & Anderson . 148 
Herbrand Div., Bingham- 
Herbrand Corp... 150 
Wendt-Sonis Co.. 150 
National Super Service Co.. 152 








112 
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A MESSAGE TO AMERICAN 


INDUSTRY 


ONE OF A SERIES 


America’s Road to Victory 


.- Let’s Increase Production 





This is the time to speak out—now —at the beginning. 


Our industrial program for re-armament is getting 
off on the wrong foot. 

The talking and writing about it emphasize the 
wrong things. 

Its headline words are “cuts” and “controls.” 

Those words make bad propaganda for the cold 
war. 

“Cuts” and “controls” are no words to challenge 
the imagination and energy of our own people. They 
won’t impress the masters of the Kremlin. And they 
can only make it appear to the rest of the world that 
America thinks it can defend the free way of life by 
abandoning it. 

America stands as the world’s champion against 
aggression because America has become the most 
powerful free nation in the world. 

How did we get that way? 

Not by putting ceilings on wages; not by rationing 
or clarnping iron-clad government controls all over 
business and industry. 

To be sure, some temporary controls are necessary 
to channel very scarce materials speedily to use for 
defense. So, too, are special taxes and credit restric- 
tions needed to combat inflation. But they will be 
fatal if they blind us to this fact: 


We became the strongest nation in the world by 
out-producing every other nation. 


Production —The Final Answer 

Next year our government is planning at least a 
$40 billion military program. instead of planning only 
on controls to divert $40 billion of production from 
the making of civilian goods to the making of military 
supplies, we should be figuring out also ways to push 
up total production. 

Of course, our industrial plant is running at close 
two “capacity” now. And our labor force has reached 
almost full employment. There isn’t much slack to 
be taken up. 

Can even the United States add a $40 billion mir- 
acle of production on top of what it is already doing? 

Our answer is “Yes”’—and within two years. It 
can be done by adding about $6 billion each year to 
our program of capital investment which now runs 
about $22 billion a year. 

Part of this added production will come from ex- 
panding our industries. The steel companies, for ex- 
ample, already have plans to increase their capacity 
almost ten per cent in the next two years. 

But by far the largest part of that $40 billion of 
added production must come from higher produc- 
tivity—raising industry’s efficiency. 


continued on next page 











To meet our goals we need to raise our productivity 
five per cent a year. 

Can it be done? 

The answer is an emphatic “Yes.” 


Raise Industry’s Productivity 


McGraw-Hill’s studies of industry’s equipment 
show that there are countless opportunities for im- 
proving efficiency. Our manufacturing industries 
alone need at least $35 billion of new equipment to 
raise their facilities to first class technical standards. 

Here are some of the broad possibilities reported 
by the trained editors of McGraw-Hill’s business 
magazines: 

In many manufacturing plants as much as 40 per 
cent of workers’ time goes into moving materials and 
parts —shifting things about within the plant between 
processes and to and from shipping platforms. 

FACTORY that improved materials 
handling equipment and methods might well cut 
handling costs twenty-five per cent and save annually 
over 650,000 man-years of unnecessary labor. 

Modern machine tools designed since World War 
II are 40 per cent more productive,-on the average, 
than is old equipment. But AMERICAN MACHIN- 
IST surveys show that 95 per cent of industry’s 
machine tools are of designs at least ten years old. 
Replacing them could raise productivity of the metal- 
working industries at least ten per cent—enough to 
absorb a major share of the metalworking industries’ 


estimates 


part of the defense program as now planned. 

In coal mining, latest equipment and methods can 
raise productivity sharply. The editors of COAL AGE 
estimate that production of bituminous coal could be 
raised from seven tons per man-shift to ten within 
three to five years. 

Many new textile production techniques are 50 
per cent to 75 per cent more efficient than those in 
use now. If plants could be fully modernized, and full 
use made of latest management methods, TEXTILE 
WORLD estimates that output-per-manhour would 
rise 20 per cent. A FOOD INDUSTRIES study in- 
dicates that modern equipment plus the best man- 
agement techniques could raise productivity in food 
processing at least 20 per cent. 

These are just some of the opportunities that in- 
dustry can seize and by which the nation can profit. 


A Nation-Wide Effort 

Of course, industry itself can’t do the whole job. 
Labor, government and all the rest of us must 
cooperate. 

Government's part is to see that its emergency 
controls are so applied that they will increase pro- 
ductivity and thus make possible an early lifting of 
such controls. 

Labor’s part is to help in the development of labor- 
saving methods and machinery and to welcome their 
adoption as the only sure way of continuing to ad- 
vance the American standard of living while main- 
taining the American free way of life. 

For all of us the job is to work constantly for an 
expanding, ever-stronger America with constantly 
growing productivity; not a pinched and shackled 
America cooped up under wage and price ceilings and 
tied to a ration card. 


Challenge to Industry 

Here is a sharp challenge to industry to study the 
best work-methods that are being reported—to use 
every minute and every dollar it can to replace 
obsolete equipment. 

Here is a sharp challenge to government to do 
everything within its power to make its control poli- 
cies and its fiscal policies strengthen the incentives to 
industrial modernization—to demand sacrifice for a 
purpose and not for effect. 

The job to which such opportunities point will take 
time—though nothing holds back adoption of some 
of the simpler improvements in work-methods re- 
ported in business magazines all the time. 

But increasing production is our one best hope that 
we may be spared the full array of price, wage and 
production controls now and be freed eventually from 
all controls, 

General Omar Bradley has said that the protection 
of our national independence calls for “long-range 
commitments that we are willing to carry out.” 

A long-range commitment to fight this battle for 
peace with America’s most powerful weapon—indus- 
trial productivity —is the surest guarantee of victory 
for the free world. 

Let’s make that commitment—now—at the be- 
ginning. 


McGraw-Hill Publishing Co., Inc. 




















The New Miracle 
Grinding Whee} Bond 
That Gives You 
7%extra Minutes 

Of Vital Production 
Efficiency Each Day! 











W. P. MARSHALL. PResivEeNnTt 
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ED IT NOW AND IT'S READY, EXHAUSTIVE oie 
nae: - RGENTL 
PROVE 79E WHEELS AND POINTS POUR IT as i ee 
: N 10- 
SAMPLE. COUNT 0 
SUGGEST YOU TRY 


NG OUTPUT. 
DING AND FINISHI 
— “@HICAGO WHEEL & MFG CO, 


Send for Free 
Sample Wheel! 


Chicago Wheel in- 
vites you to try its 
new “79E” Bond 
where it counts most 
++. tight in your own 
Plant, on your own 
type of production. 
Just fill in the cou- 
pon at the right and 
mail... 
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T% Another Exclusive Development of 
CHICAGO WHEEL @ MFG. Co, 


1101 West Monroe St., Chicago 7, Ill, 


CHICAGO WHEEL & MFG. co. 

1101 West Monroe Street, Chi 

Please send us our FREE sampl 
tch): 


0) Grinding Wheel 


cago 7, Illinois. Dept. iD 
le wheel with the mew “79E" Bond (check 


OC Mounted Whee! 





and you’re sure 
to sell again 


The Vincent line of dressers and cutters is designed and built to give 
satisfaction on every dressing application. The proof of that statement is in the 
ledgers of our distributors who have found that for over forty years Vincent 
sales are sure for repeats. 

First of all, Vincent has product advantages. The exclusive design of their 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- 
ters are made of alloy steel and hardened by a special 
process that makes them just the right degree of hardness FOR CORRECT 
for best performance. DRESSER USE 

But just as important, Vincent Dressers and Cutters ee ee 

° @ Use #0 Dressers on 
are made in a variety of sizes and styles. There is no Wheels upto 1 "face. 
danger of a good dresser or cutter making a poor show- pa IE = lm 
ing due to mis-application. For every job, there is a Siiee 0 ooupe oo 
correct Vincent dresser and cutter, designed right— 
built better. Vincent Steel Process Company, 

2424 Bellevue Avenue, Detroit 7, Michigan. 


VINCE 


SINCE 1909 
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New Products 


(Continued from page 112) 

















Band Saws 


Mounted on 
Individual Floor Stands 


New models of band saws mounted 
on individual open type floor stands 
have been developed by the manufac- 
turer. The addition enlarges to twelve 
the total number of 14 in. band saws 
in the manufacturer’s line. 

Boice-Crane Co., Toledo, O.—In- 
dustrial Distribution, January 1951. 


Gage Case 


For Flush Mounting 
Gages on Panels 


This new gage case is designed for 
flush mounting gages on panels. The 
square case has the same bolt circle 
and the same round cutout in the 
panel as standard round flush cases of 
the same dial size. The width of the 
square front flange is considerably less 
than the diameter of the conventional 
round front flange. The new square 
case takes up less room and is _par- 
ticularly suitable for panel installa- 
tions to match other square case in 
struments. Available in 44 in., 6 in. 
and 84 in. dial sizes. 

Helicoid Div., American Chain and 
Cable Co.., Bridgeport, Conn.—Indus- 
trial Distribution, January 1951, 









CERCRLY P, Challenges Comparison 


--» WHERE ELSE CAN YOU FIND SO MANY 
PERFORMANCE FEATURES IN ONE PUMP! 
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ALL PARTS INTERCHANGEABLE! 


The above illustration gives you the inside facts on a B & G 
Series 1522 Centrifugal Pump—and it’s a pump worth looking 
into! 
Viewing from left to right, note the exclusive spring-type 
Coupler—keeps noise at a minimum. Next, the Shaft— 
f olished special alloy steel of finest quality, with electron- 
ically hastened thrust collar. It rotates in long Bronze 
Bearings which assure alignment and smooth operation. 
Oil from the reservoir is brought to the bearings by the 
wicking—keeps them thoroughly lubricated. 


Now the Mechanical Seal—self ee 


excludes water—ends annoying leakage. And finally, the 
Impeller—hydraulically balanced and highly efficient 

For heating water with steam. Ideal for indus- h h h . ° 
trial plants where large volumes of hot water throughout the entire Capacity range. 
- required a for service Np —. All parts are interchangeable in B&G Series 1522 Pumps. 
Dly or process work. No storage tank require » : 2 
—the large heat transfer surface in these units By removing a few bolts, the pump separates into three 
heats water instantly as needed. Available in parts—very easy to service if ever necessary. 

: wide range of capacities. The B & G 1522 is really a pump you can sell 

with confidence! Send for Catalog CY-350. 


ydre-Fid Ppropucts 


Heat Exchangers . . . Water Heaters . . . Pumps. . i 
Refrigeration Equipment . . . Forced Hot Water Heating Systems 
BELL & GOSSETT COMPANY 
Dept. BW35, Morton Grove, Illinois 
*Reg. U.S. Pat. Off Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Road, Toronto, Canada 


B&G Type "SU" Instantaneous Water Heaters 
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Linco/n 
LUBRICATING EQUIPMENT 


“We have handled the Lincoln 
line of industrial lubricating equipment for 
the past eight years. We have found Lincoln 
to be widely accepted and most generally 
“standard” with our industrial customers. 
Your national advertising in leading 
publications, directing customers to industrial 


distributors has helped us considerably. 


“Due to the splendid cooperation shown by 
your organization, we have found our 
association with Lincoln to be a truly pleasant 


and profitable one.” 


Clegg Walker, Pres. 
Isaac Walker Hardware Co. 


Peoria, Ill. 


ee @ PIONEER BUILDERS 
WNW! .Y cet 
a WEL Bae 5 Ae 
aaa ™ | 
LUBRICATING EQUIPMENT e e- 
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@ COMPLETE LINE . © SALES and SERVICE SCHOOL 


The Lincoln Line of Lubricating Equipment is Lincoln maintains a Sales and Service School 
complete, to meet every lubrication requirement. where Distributors’ Salesmen and 
It includes everything from the new Bulineck* mechanics are factory-trained 
Surface-Check grease fittings, to a full range to provide customers with the 
of Centralized Lubrication Systems. most complete and 

. efficient service, 


NATIONAL SALES 
, , and SERVICE POLICY 
There $a . : Lincoln Distributors are 


protected by an established 


Potential Sale for Pm Stes Seren a 


predicated upon the marketing 
of Lincoln Products through 


. | mee 
Lincoln L__ ]== 
LUBRICATING EQUIPMENT aa 

Wherever Lubricants Are Sold 


All of your customers use lubricants. These lubri- “es NATIONAL 

cants must be applied. That means sales for 

Lincoln Lubricating Equipment. - _T Uncoln's national 
Offer your customers complete service on all their : SS, Bi! advertising in leading 
lubricating equipment requirements by taking “3 F publications constantly 
advantage of the exclusive 5-point Lincoln Dis- 73 directs the Buyer to the 
tributor Program. “Pegs . Industrial Distributor. 


Write for complete information 
that tells you how to becomea 
LINCOLN Industrial Distributor 


ipsa teas ee” UNIFORM PACKAGING 
LINCOLN ENGINEERING CO. | Lincoln Lubricating. Equiperent is 


5739 NATURAL BRIDGE AVENUE . ; attractively packaged in metal-edge 
ST. LOUIS 20, MISSOURI *. fo. cartons to permit safer handling, 
4 better inventory control, quick 
identification and increased eye appeal. 
Accessories ore pre-packaged in 
polyethylene bags for additional 
protection from dust and moisture. 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 





Easier to identify see now the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Ea die’ to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they're easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 


i Se ea MEER rar 
Reoll business builders 

t*Stove Bolts 
Cortese gaits 


Lag Bolts 
Brass Washers 


ne Screws 


Sap Screws 

uare Head Set 

prreey k Set Screws" 

Socket Head Caps ? 

*Thumb Screws te “Semi Pega “ 
*Wing Nuts _ 
Cap Nuts—Brass ; 

Knurled Nuts Brass 


ecessed Heads | 


*Threaded Rods 


tSlotted 
*Stee/ pry a Re 





Write, wire or phone 


SCREWS e@ BOLTS @ 




















Ammeter Accessories 


Improve Low Current, 
Snap-On Readings 


For use with the Amprobe snap-on 
volt-ammeter, the 10x Sensitizer makes 
possible easier low current readings. 
When plugged in between the equip 
ment being checked and the outlet. 
the Sensitizer multiplies the sensitivity 
of the Amprobe by ten times. 

A split plug is an accessory of simi 
lar construction and appearance, ex- 
cept that it does not have windings 
to increase the sensitivitv. This unit 
facilitates snap-on current readings of 
euipment having sealed double con- 
ductor electric cord. It separates the 
conductors instantly without touching 
the wire. ; 

Pyramid Instrument Corp., 
York—Industrial 
uary 1951. 


New 
Distribution, Jan 


Glass Lenses 


Protects Against 
Excessive Heat 


These bi-colored fused lenses are 
designed to protect the eyes of work 
ers engaged in heat treating and fur- 
nace operations, scarfing and burning 
operations, some open hearth and 
blast furnace operations, kiln processes 
and welding. In comparison with the 
older two piece bi-colored lenses, the 
new fused lenses can be replaced more 
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easily and quickly in goggle frames. 
Instead of fitting two half lenses, the 
single lenses can be fitted in a frac- 
tion of the time. 

Uniform thickness is assured, and 
there are no rough edges. The lenses 
are beveled to fit spectacle goggles or 
cup type goggles and are made in 
regular and 6 curve, round and FV 3 
shapes. 

American Optical Co., Southbridge, 
Mass.—Industrial Distribution, Jan- 
uary 1951. 

















Fluorescent Lamps 


Instant Start Lamps 
Added to Line 


This new line of instant start fluores- 
cent lamps consists of the 48 in. 
T12 40 watt tubes, 72 in. T12 65 watt 
tubes and 96 in. T12 75 watt tubes. 
No starters are required, and the tubes 
incorporate a single pin base. Thus 
it is claimed the fewer and simpler 
fixture, lamp holders and ballasts re 
quired reduce the installation and 
maintenance time to less than half. 

They are available in four colors: 
Standard Cool White and Standard 
Warm White for use in those loca- 
tion with cool or warm atmosphere 
where the stress is on high efficiency, 
and Deluxe Cool White and Deluxe 
Warm White for use in those loca- 
tions where it is important to render 
the truest color impression. 

Solar Electric Corp., Warren, Pa.— 
Industrial Distribution, January 1951. 


Hose Coupling 


Coupling Provides 
Tremendous Holding Power 


It is claimed that through employ- 
ment of an entirely new hose to 
coupling anchoring principle, this 
“Press-Lock” coupling assures greater 
strength, safety and efficiency. The 
hose itself provides a major portion 
of the comping’ tremendous holding 
power through application of the prin- 

(Continued on page 122) 





WHAT ARE 


4 Easy Ways 


TO OPEN A Gon: 





i. UNCOVER THE “MISSING LINK"... 
that amazing Laughlin fitting that puts cus- 
tomers in a buying mood because it’s a link 
that’s stronger than the chain itself! 


3 REVEAL THE LATCH THAT LOCKS THE 
LOAD ... the famous Laughlin safety hook. 
Gives hoists great safety efficiency, protects 
workers and equipment from damage caused 
by slipping loads. 


3. PRODUCE THE “FIST-GRIP” CLIP... 
another Laughlin sales-getter because it saves 
money, rope, accidents, time, bolts, tools. 
Grips wire rope firmly without crimping, bow- 
ing, crushing rope. 


l 
Ls 
SHOW THE TEAM THAT PAYS OFF 


DOUBLE .. the Laughlin Clevis Grab Hook 
and the new Clevis Slip Hook preferred be- 
cause they need no connecting fitting, no cut- 
ting, bending, rewelding. 





FOR 
ALL AROUND 
SALES 


fast. 


CONCENTRATE ON LAUGHLIN because: 


|. Laughlin’s exclusive sales leaders sell 6. Laughlin assures timely deliveries from ~ 


a large stock. 


ON FITTINGS 
FOR 
WIRE ROPE 
AND CHAIN 








2. Laughlin gives you the widest selection 


from one source. 
3. Laughlin offers a good profit margin. 


4. Laughlin products have a quality repu- 
tation — backed up by national adver- 
tising in leading trade magazines. 


5. Laughlin provides the most educational 
catalog in the industry. 


Laughlin gives you a liberal freight al- — 
lowance on 100-Ib. shipments . . . saves 
expense of parcel post, express, mini- 
mum transportation. 

8. Laughlin has conveniently located sales 
offices. 

FOR FURTHER DETAILS, see your nearest 


Laughlin representative. THE THOMAS 
LAUGHLIN COMPANY, Portland 6, Maine. 





AUG ft a ey Laughlin Protects the Distributor 
\_4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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D 


* FOR 
4 


GATES, GLOBES, ANGLES, CHECKS 
There’s this long line to choose from... 


¥-inch to 3-inches 

125S, 150S, 200S, 
300S, 350S, 300A, 
| 200, 400, 2000 & 
| 2500WOG. 


14-inch to 16-inches 


125S, 150S, 250S, 
175, 200, 400 & 500 WOG. 
CLIP GATES—\-inch to 4-inches. 


Colic 


FOUNDED 1883 
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ANY VALVING REQUIREMENT 


Yj-inch to 2-inches 
600 primary pressure series. 


Screwed, flanged, butt weld and 
socket weld ends... rising and 
non-fising stems .. . outside 
screw and yoke... alloy metal 
seats, discs and wedges, composi- 
tion discs . .. union, inside screw 
and bolted bonnet . . . tapered 
and parallel seat wedges. 
If you’re needing valve applica- 
tion know-how, call the nearby 
abe gpoenegin pega OIC distributor or write direct 
150, 300 and 600 pri- $ : 
mary pressure series. to us. The Ohio Injector 
Company, Wadsworth, Ohio. 


VALVES, 


FORGED AND CAST STEEL * IRON + BRONZE 
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RICH TERRITORIES OPEN 
FOR FAST-SELLING 


d. LL Sier-Bath 
*. GEAR COUPLING 


OOK over the advantages of this 
revolutionary new gear coupling— 
and see for yourself how it can be a 
real door opener and sales closer for 
you. Then--talk to us about getting a 
protected territory. Our policy is right 


FORGED HUBS AND SLEEVE 
90,000 Ibs. tensile strength 


competitive prices, standard discounts, 
national advertising, all inquiries and 
orders from your territory referred to 
you——and no “skimming the cream” on 
O. E. M.'s. 


SNAP RINGS 
Powerful grip—but easy 
to install, remove 





Aa" NEOPRENE SEALS Guaranteed leak-proof 


ONLY 7 PARTS — COUPLED, UNCOUPLED IN SECONDS! 











SAVES LABOR COSTS —No bolts to install, no special tools to buy. Easy 


to align, assembled by hand——-hubs and sleeve simply slide together. Uncoupled 
with just a screw driver! 


REDUCES EQUIPMENT WEAR— Lighter, smaller — reduces strain on 











shafts and bearings. 


DECREASES ACCIDENTS — Soter for men and machines. 


No heavy 


flanges, no bolts to shear. Safe as smooth shafting. 


INCREASES EFFICIENCY —Internal teeth evenly spaced, precision cut for 


high flexibility, silent operation, long life. 
is carried on all the teeth all the time. 


No trick arrangements—oll the load 





¥z5 USUAL SIZE, 2 USUAL WEIGHT 








= 


FOR YOUR O.E.M. PROSPECTS Sier-Bath Gear Coup- 
lings slash assembly costs, and allow smaller, 


lighter designs. They also provide greater design 
flexibility, as they (1) need less shaft space for as- 


ABOVE: Sier-Bath Gear Coupling 
compared with average of two 
major conventional types (out- 
lined) of same shaft size. Through 
ALL sizes, Sier-Bath’s HP capac- 
ities are greater than either. 
MEMBER A. G. M. A. 


Sier-Bath 


GEAR and PUMP CO.., Inc. 


FOUNDED 1905 


sembly, (2) have no flanges, (3) have internal teeth 
that run the full working length of the sleeve. 


@ Here is a new product with a broad 
market, and outstanding sales advantages. 
Inquiries and orders are snowballing. Get 
in on the ground floor—write today for 
brochure and policy details. Address: 
Sales Manager, Coupling Division. 


9272 HUDSON BLVD., N. BERGEN, N. J. 


ciple that rubber in mass form, while 
not compressible, can be displaced 
under pressure. 

Coupling consists of three parts: 
(1) corrugated stem with strong hex 
section; male iron pipe thread; collar 
to engage sleeve; (2) sleeve extending 
full length of stem, with forward end 
shaped inward to engage stem collar, 
and other end flared to assist flexing 
of hose; (3) locking ring between 
collar and anchoring flange of sleeve. 
A three way locking arrangement is 
created within the coupling. It is 
made of steel, in sizes # in. to 2 in. 

Mulconroy Co., Philadelphia, Pa. 

Industrial Distribution, January 
1951. 


Gloves 


Holds Wet Objects 
As If Dry 


Production of three new lines of 
Stanzoil industrial coated canvas gloves 
has been announced by the manufac- 
turer, the red neoprene coated Extra- 


| Duty Safety Line and black neoprene 
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IN QUALITY 
STEEL EQUIPMENT 


for for 
NORMAL NEEDS DEFENSE NEEDS 


LYON offers more than 1500 Your customers will find many 
regularly cataloged items of standard Lyon products (listed 
Steel Equipment to meet your below) of vital help in increas- 
customer’s normal needs. ing their defense production. 





2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 153 Monroe Avenue, Aurora, lilinois 
Sold Nationally through Factory Branches and Dealers 
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CARES 


about the manhours lost when fasteners aren't 
accurately made. That’s why 


a 


has acquired such a reputation for making the finest in: 


CAP % SET eS COUPLING * MILLED 
SCREWS SCREWS BOLTS stuos 


\\\\\ 


Build up customer confidence and profitable repeat sales 
by stocking the Ottemiller line of ‘milled from the bar” 
screw machine products. 





DAYTON SAFETY LADDERS 


Sizes 3 feet to 16 feet in height (meas- 
ured from ground to platform). Standard 
ibber safety shoes at no extra 


YTON SAFETY LADDER CO. 


2339 GILBERT AVE. 





For Safety's Sake . . . SELL 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 





CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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coated Heavy-Duty and Super-Duty 
Lines. All gloves are coated with 
DuPont neoprene. 

According to the manufacturer, the 
Heavy-Duty Stanzoils are made with 
an exclusive non-slip grip said to hold 
wet objects as if dry. Inserted thumb 
design moves seam out of wear area. 
Fingers are curved to provide hand 
comfort and efficiency. ‘They are 
made in all knit wrist and gauntlet 
styles. 

Extra-Duty and Super-Duty Stanzoil 
lines also have non-slip grip, inserted 
thumb, preflex palm design, and are 
full weight 8 oz. canton flannel. Super- 
Duty Stanzoils are neoprene impreg- 
nated for extreme abrasion resistance. 

The Pioneer Rubber Co., Willard, 
Ohio—Industrial Distribution, Jan- 
uary 195]. 
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Globe Valve 


Steel Plug Disc, Seat 
Manufactured As Unit 


The precise control and durability 
of these 150 Ib. bronze globe valves 
are built into the stainless steel plug 
disc and seat, heat treated to a hard- 
ness of 500 Brinell. The stainless 
steel plug disc and seat are manufac- 
tured as a unit, precision ground for 
close control of flow and perfect seat- 
ing. They may be reground, and re- 
placement discs and seats are available 
in matched sets. 

The two piece union bonnet and 
its component, the radial seat, insure 
a perfect body bonnet joint, rigid 
alignment of all parts, and easy access 
to plug disc and seat for regrinding 
or replacement. This ‘“Micro-Con- 
trol” series now covers the 150, 200 
and 300 Ib. classes of valves. 

The Fairbanks Co., New York—In- 
dustrial Distribution, January 1951. 





[Not just promises...BUT ASSURANCE 
OF PROTECTION AND COOPERATION! 


... and it’s all down in 
black and white! 


Handling the Butterfield line you always know just 
where you stand and what to expect .. . because the 
Butterfield Distributor Policy is in printed form for 
anyone to read. 

Look it over. Only 7 points, but they cover the manu- 
facturer-distributor relationship with a thoroughness 
that leaves nothing unsaid. And introducing each point 
you'll find not “we promise” but “we will!’”’ . . . definite, 
all-out commitments to live up to every word, and to 
give you the fair treatment, sales assistance and protec- 
tion that smooths your way to bigger profits! 











POINT 4. Butterfield mer- 
chandising material includes 
a full supply of decimal 
equivalent charts, tap size 
charts, colorful literature with 
your imprint and moder, 
non - spill packaging — all 
carefully designed to make 
buying easier for your custom- 
ers and selling easier for you. 





POINT 5. Butterfield 
full-page color ads ap- 
pear regularly in lead- 
ing industrial magazines 
..-and each ad tells 
readers in your area to 
“See your nearby But- 
terfield Distributor.” 


POINT 6. Butterfield experts are al- 
ways available to your customers for 
helpful advice in any cutting tool appli- 
cation. It's a service that is building 
good will and sales for Butterfield 
Distributors everywhere. 


There may be a Butterfield opening in your 
own area. If so, it’s an opportunity for sure, 
steady profits that will be well worth investi- 
gating. Contact us for full information. Union 
Twist Drill Company, BUTTERFIELD DIV- 
ISION, Derby Line, Vermont. 
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NOW ! an important ond 


EXCLUSIVE NEW IMPROVEMENT 


IN FIRE EXTINGUISHERS 
CE ==>) 


[ BUFFALO 
ettes-butl 


greases and other flammable liquids, the 
Buffalo better-built VL Fire Extinguisher 
is now more dependable than ever! Each 
VL Extinguisher now contains DRYEX, 
the exclusive new drying agent that re- 
moves all traces of moisture, prevents 
corrosion and rust, insures continuous 
accuracy of performance and adds many 
years to the dependable life of the ex- 
tinguisher. 


Sold through better Mill 


Supply Houses eve 


BurrRALO 


k ' 


: 

PiRKUNPPIAANCE 
where A few territories gags 4 : 
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oli eMmel eo} olelaiel 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 























Rivet Sets 


Sets Stocked 
In Five Standard Sizes 


A new line of Safety Steel Rivet 
Sets has been announced by the manu- 
facturer. Made from the company’s 
Mecco Safety Steel to prevent spalling, 
mushrooming and injury to personnel, 
these sets will be stocked in five stand- 
ard sizes for 4 in. to # in. rivets. 

Two shank designs are available: 
the patented Wedge Grip design, pro 
viding knurled grip, and the standard 
straight shank design. 

M. E,. Cunningham Co., Pittsburgh 

Industrial Distribution, January 
1951. 








Air Hammer 


No Trigger Construction 
Insures Safe Handling 


This powerful air hammer is small 
in size, measuring 94 in. overall, and 
has a 1 in. diameter piston. Its no 
trigger construction combined with its 
light weight (about five pounds) make 
for safe, easy handling. The recoil 
has been eliminated in this hammer. 
It operates when pressed into contact 
with the work, stops when withdrawn. 

The hammer also features force of 
blow control, adjustable from a light 
tap to full power. It operates on pres- 
sures from 30 to 100 pounds in ac- 
cordance* with the requifements of 
the work. 

The Burgess Thomas Co., Bloom- 
field, N. ].—Industrial Distribution, 
January 1951. 





TIMELY PROMOTION TO BUILD YOUR SALES 


Like this advertisement, all Eaton-Reliance Distributor 
Cooperative Promotion is geared to the times to help 
you build up your spring lock washer sales and profits. 


SAVE ute WAYS 


when you put your spring 
lock washer needs up to 


a Reliance Distributor 





1. YOU SAVE TIME. Your Reliance 
Distributor carries large stocks of quality 
Reliance Spring Lock Washers in A.S.A. 


, sizes. He is geared to give quick delivery 
" service, saving costly production delays 
and shutdowns. 


2. YOU SAVE MONEY. You don't tie 
up capital in sizes or types of spring lock 
washers not frequently used. Your Reli- 
ance Distributor carries your inventory 
in his stock. 


YOU SAVE TROUBLE. The Red-Seal 
Package is plainly marked with quan- 
tity and A.S.A. size and classification 
as insurance against using the wrong 
size spring lock washer. When Reli- 
ance Spring Lock Washers are used as 
a fastening device on your products the 
bolted parts stay tighter longer. 

The Quality Guarantee Certificate in 
every package assures you of quality 
performance backed by the Eaton- 
Reliance reputation. 


It you don’t know the name of your 


Reliance Distributor write, wire or 
phone your nearest Reliance office. 


RELIANCE O24: 
7 ane) LOCK WASHERS 


EATON MANUFACTURING COMPANY a) RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 


Ris 





cap screws, bolts, nuts... 


parts together. 
hold. When you buy 
h HOLDING POWER—vnexcelled 


of a century. 


are made to hold 


d Fasteners 
joer the firmer they 


The better they grip, 

TRIPLEX, you buy Toug 

for over a quarter 
Cap Screws %” to Ag 
Machine Bolts YU” 


Ys," to ve diameter 
Carriage Bolts —_ 
Stove Bolts ° %" to a4 diameter and 


ter and to 4” 
ws Va" %," diame 
Psa en ve to yc diameter and to > — 
rd Bolts “4” to %,”" diameter and dh _ 
= Bolts 44" to %” diameter and up to 


Semi-finished Nuts V4" up to we" 
Castellated Nuts V4" up to 1% 


Write today for Catalog or Wall Chart 
The TRIPLEX SCREW is 
5317 Grant Avenue e Cleveland 5, Ohio 


Set 


diameter and to 8” rs 

” diameter and to 60” long 
and to 60” ow 
long 


long 


——————_ 
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OQUGHNESS 


AND SET SCREWS -« BOLTS. NUTS AND RIVETS 











Dial Comparator 


Has Fine Vertical 
Indicator Adjustment 


This No. 653 dial comparator is de- 
signed for inspection operations, and 
for use in tool rooms and machine 
shops on a wide variety of applications. 
It has a rigidly ribbed base platen pre- 
cision ground to close limits, and ap- 
proximately 8 x 9 in. in area which 
accommodates all type of work. 

Left hand operation permits easy 
handling of work with the right hand. 
Lever can be furnished at right. Plus 
or minus variations from size in .001 
in. can be read off instantly. 

A large diameter screw locks the 
bracket in the position desired and a 
sliding ring with locking screw below 
the bracket permits positioning the 
indicator to either side for measure- 
ment at any point relative to the base. 

The L. S. Starrett Co., Athol, Mass. 
—Industrial Distribution, January 
1951. 


Shakeouts 


Smaller Units Have 
2000 to 5000 Lb. Capacity 


Smaller general purpose units have 
been added to the manufacturer’s 
Foundromatic line of two bearing 
shakeouts. These units have capacities 
of from 2,000 to 5,000 pounds to 
meet the needs of smaller foundries. 

The new unit has a_ simplified 
mechanism which can be easily re- 
moved from the shakeout body. Its 
drive shaft extends on one side only, 
requiring just one dust seal. Its sheave 
is eccentrically bored to compensate 
for amplitude of vibration so that 





is man... 


BRINGS YOUR 
WORLD TO 
YOUR DOOR! 





e a 
Three billion dollars worth of industrial equipment, 


tools, and supplies is quite an order even today. 

Yet there is a man in these United States who alone 
supplies to you and other customers approximately three 
billion dollars worth of such commodities every year. 


Consider what it would cost in time, trouble and money 
every year for you and other manufacturers to find and 
bring to your plants this enormous quantity of things you 
use in your business. 


Serviceable 


this man is an industrial distributor or a specialist in certain industrial items. You 
will find him listed in the classified section of your telephone book—most likely under the 
heading Bars, bronze or Bearings, bronze. If he is the leading distributor, he almost 
certainly is the Bunting Distributor. He carries in stock for your money saving conven- 
ience Bunting Standard Stock Industrial Bearings, Electric Motor Bearings, and Precision 
Bronze Bars—ask him for catalog. 


a 





There are app 2,000 Ind ial Distrib serving every industrial section 
of the United mes i * 1948, their total sales were more than $3,000,000,000. 
They carry an average inventory investment of $500,000,000, turn their stocks over $ 
to 6 times per year, fill 200,000 orders per day, have 12, my outside salesmen and 
engineers, 10,000 inside tel er . Operate 8,000 trucks delivering 
merchandise on which their average net profit is .0292 cones per dollar of sales. 





THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 1 of a series — As advertised in Factory M t and Maint * Steel * Machinery 
American Machinist + tron Age « Mill and Factory « Southern Power and Industry « Industrial Distribution 








Pm ED RR ae 


A MARKET FOR YOU:-- 





© THROUGH PRODUCT DESIGN AND 
ON-THE-JOB PRODUCT PERFORMANCE 


© ALSO BECAUSE THE LINE IS COMPLETE TO 
_ MEET VARIOUS INDUSTRIAL APPLICATIONS 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
fit: -+- positive speed 
ry ibe 


these b wee Pp 

a. dabhili lee) 
-..dep Y---q owe oe 
shock absorption... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Other Wedart Products. 


Belt Pillow Shaft 
Adjusters Blocks Couplings 
Ciferature on each is availeble. Write. 








y re continues relentlessly 
to seek ways of economizing ... 
to hammer down costs and kee; 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


-Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


mapas | % »& 


“SL” SHEAVES 


Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft 





, 





: hedart : 
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operating amplitudes are not trans- 
mitted to the motor. 

The smaller shakeout can be in- 
stalled with deck horizontal or sloped 
for discharging duty. Portable bases 
are available so that the shakeout, 
complete with motor, drive and starter, 
can be moved around the foundry for 
use wherever desired. 

Allis-Chalmers Manufacturing Co., 
Milwaukee—Industrial Distribution, 
January 1951. 














Steel Shop Boxes 


Boxes Available 
In Five Different Styles 


These steel shop boxes are available 
in five different styles. The RB boxes, 
illustrated, can be stacked on the floor 
and used for regular bin type storage. 
Hopper end permits easy removal of 
contents from boxes even when 
stacked. The front top rail is rounded 
for use as a handle. The opposite end 
has a drop handle. Size: 10 in. wide, 
20 in. long, 8 in. high. 

These shop boxes have 15 percent 
to 25 percent more cubic capacity 
than wooden boxes of equal outside 
dimensions. Greater strength with less 
weight is due to the use of sheet steel 
which weighs less than wood necessary 
to match its strength. Fire hazards are 
eliminated; the boxes will not warp, 
rot, shrink, or splinter. 

Lyon Metal Products, Inc., Aurora, 
I1l.—Industrial Distribution, January 
1951. 


Machine Bolt Anchors 


Used With Any 
Standard Machine Bolt 


These machine bolt anchors can be 
used with any standard machine bolt 
or threaded rod for anchoring in all 
types of masonry. They permit com- 
plete expansion before work is lifted 
into place and bolt fastened. They 
are composed of alternating hard zinc 
alloy collars and soft lead alloy re- 








When You Offer Blackhawk Hydraulic Jacks, You 


SELL ALL THIS 


PATENTED DOUBLE PUMP 


— all in ONE unit! A big feature 
of 30-ton and 50-ton models. Speed 
pump provides fast load contact— 
ywer pump cuts in automatically! 
No shifting of handle or double- 
yoking as with separate pumps. 


ALL-DIRECTIONAL OPERATION 


— Full power and travel at any 
angle, vertical to horizontal. Han- 
dle is side-rest for horizontal use. 


EXTRA UTILITY 
—A gauge can mount in the base 
to show pressure exerted — for 
measuring or testing jobs. 


30-TON 50-TON 100-TON EXTRA SAFETY 
Model F Model G odel N-12 = 
weighs saly 76 76 ‘ibs. Weighs only mr Ibs. Weighs only 183 Ibs. =) in te ngerialy d 
ad protectively hidden in the super- 
y strong base which 


is machined 
from a single piece of steel. 


These three, jug-sized power houses are part of the world’s most 
complete line of Hydraulic Jack Equipment. Whether you sell a ee pa GED GD GS CAS GS GD GE a 
1'4-ton or 100-ton Blackhawk—you deliver extra features and long- ) BLACKHAWK MFG. CO. 


er jack-life. Every model is one-man operated! Sell Blackhawk’s Dept. J-1711, Milwaukee 1, Wis. 
with extra confidence. Rush Jack catalog and information on 


BLACKH rN WK Ranh Jock catalog. sa 


PORTO-POWER” + PIPE BENDERS * WRENCHES Lo 
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Position or space limitations, 
imposed on a speed reducer by 
the design of your equipment, 
need. present no problem... 
need not involve a specially 
engineered unit. 

There’s a compact, fully stan- 
dardized Winsmith reducer (from 
fractional to 85 H.P.) for prac- 
tically any condition, no matter 
how individual. Simplifying your 
design and installation are ex- 
tensive Winsmith provisions for 
horizontal, vertical or flange 
mounting; diversified shaft posi- 
tions and alternate directions of 
rotation. 


Such adaptability not only sim- 
plifies design problems for the 
primary equipment maker, but 
for the user as well. Often, a 
deficient “special” reducer can 
be replaced with a fully stan- 
dard Winsmith model. 


FREE Informative folder “Save through 
Standardization”. Write. 
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| 
| 


tainer rings. When caulked, the soft 
lead flows to fill the shallowest irregu- 
larities of anchor holes without crush- 
ing the masonry. Increased holding 
power is obtained by wedge action 
of zinc collar during tightning. 

The machine bolt anchors come in 
two types: standard plain type for use 
with bolt head in hole, and standard 


| threaded type for use with bolt head 


out hole. 
U. S. Expansion Bolt Co., York, Pa. 


| —Industrial Distribution, January 
| 1951. 














Boiler Valve 


Blow-Off Valve Withstands 
Erosive, Corrosive Conditions 


A straightway “Y” type valve has 
been added to the ada line 
of boiler blow-off valves. The head, 
or disc, is made of “H” monel metal 
and the seat of monel metal. This 
combination of metals has proven to 
be ideally suited to withstand the ero- 
sive and corrosive conditions to which 
a slow opening blow-off valve is sub- 
jected. 

The seat is provided with upper and 
lower sealing gaskets to protect the 
seat threads from corrosion. The con- 
struction of this valve is identical to 
that of the manufacturer’s angle blow- 
off valve, and all of the working parts 
are interchangeable, size for size. The 
valves are offered in 14 in., 2 in., and 
24 in. sizes, in cast iron or cast steel, 
for pressures up to and including 


| 600 Ibs. 


Everlasting Valve Co., Jersey City, 
N. ].—Industrial Distribution, Jan- 
uary 1951. 


Micrometers 


Completely New Line 
Added by Manufacturer 


The manufacturer offers a com- 
pletely new line of outside micrometer 
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i 


IT HOLDS 


THE JACOBS MANUFACTURING CO., WEST HARTFORD 10, CONN. 
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KEEP 

YOUR FOOT 
IN THE 
DOOR 


When your customers think 

of chucks, they think of 
Jacobs... and you. That means 
an open door wherever you go. 


To keep your customers in 
that welcome frame of mind, 
we're running this new 
advertising campaign regularly 
in AMERICAN MACHINIST. 
Its humorous reminder of 
Jacobs’ leadership is sure to 
grip their memories like a 
Jacobs Chuck. So, lead off with 
this door-opening leader on 
every call. It pays! The Jacobs 
Manufacturing Company, 
West Hartford 10, Connecticut. 





IiFIT’S A 
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if HOLDS... Business for You 
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WOULD DEMONSTRATE THOSE Dp Pike ae calipers having many desirable features 

Beis 5 making precision measuring easier, ac- 

BUDA SACKS / Be 5 SARS 9 curacy surer and the micrometers 

ae Sah longer lived. A few of the major im- 

SOMEWHERE ELSE : Cot hemes ° | provements are carbide pet 

_ . ; taces, large diameter thimble with wide 

£ , spaced divisions for easy reading, one 

piece stainless steel spindle and screw, 

permanently rustproof, and hardened 

and ground threads for a long, accurate 
life. 

Additional features include dull 
chrome finish, black figures and grad- 
uations, new sliding — thread ad- 
justment, positively locked screw and 
thimble, and easy thimble adjustment. 

Brown & Sharpe Mfg. Co., Provi- 
dence, R. I.—Industrial Distribution, 
January 1951. 





Potts is one of our most successful Jack 
Distributors. He discovered that Buda 
Jacks sel] themselves on demonstra- 
tion. When his customers see the fast, 
smooth, easy lifting action built into 
Buda Jacks, Potts says the sale is made. 

The quickest and easiest way to 
pick up a steady Jack business is to 
have a representative stock of Buda 





5 TO 15 TONS 





Screw, Ratchet and Hydraulic Jacks 
on hand and be ready to demonstrate 
the right jack for any job. Write for 
the new General Catalog No. 1515 
describing the complete line of Buda 


Jacks. The Buda Company, Harvey, 
Illinois Permits Alignment Adjustments 
‘ Off the Rigid Column 


This masonry saw, for wet and dry 





Masonry Saw 





Ball Bearing ipa 
cutting, employs a different method of 
7) ¢ g Pio} 


design that unitizes the cutting head, 
arm and motor to permit alignment 
adjustments off the rigid column, 
mounted directly to the jig welded 
steel frame. This makes possible per- 
fect blade alignment in relation to the 
cutting table, thereby greatly increas- 
ing blade life. 

Another feature is an independent 
centrifugal pumping unit complete 
with its own power, used to circulate 
Ball Bearing Standard High “Two Speed” the coolant liquid during wet cutting 
[oe r —. gpryiey operation. All belt drives and power 

5 to 15 tons 15 te 50 tons 15 1075 tone é : oll (Continued on page 138) 


15 TO 50 TONS 
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We have sacrificed absolutely nothing 


to obtain this light portable hoist ... 
We Continue to Offer... 


@ the same High Factor of Safety 


@ metals having the Ductility Vital under Shock Loads 
®@ Steel in all Load Supporting Parts 
@ Rocking as well as Swiveling drop-forged load hooks 


@ load sheaves with a Minimum of Five formed Pockets 


You enhance your prestige when you 
stock and sell the WRIGHT line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN’ & CABLE 


/ In Business for Your Safety 
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The NEW Brown & Sharpe 


MICGROMETE 








Dull chrome finish 


Wide divisions 


Hardened and ground threads 


New sliding taper thread adjustment 


Positively locked screw and thimble 


Quick, easy thimble adjustment 


Rust resistant 





In pi range of sizes 





An exclusive 
combination of 
qavanced features: 


Never before has a line of micrometers offered such 
an outstanding combination of advanced features! 
Improvements throughout the new Brown & Sharpe 
Micrometers now contribute higher performance to 
every essential of micrometer service . . . readability, 
accuracy, ease of adjustment, durability. 

Notice the widely-spaced divisions, black gradu- 
ations and dull chrome finish . . . for easy, accurate 
reading. Observe the integral spindle and screw 
with simplified thread adjustment and longitudinal 
adjustment of thimble on screw. Consider what the 
long-wearing carbide faces and one-piece stainless 
steel spindle and screw with hardened and ground 
threads mean to durability! 





Only by actually seeing and holding one of these 
new micrometers in your own hand can you appre- 
ciate all the advantages of these many new features. 
Write for illustrated folder describing the com- 
pletely new line of Brown & Sharpe Micrometers. 
Brown & Sharpe Mfg. Co., Providence 1, R.I., U.S.A. 


We urge buying through the Distributor 


Brown & Sharpe ‘25 
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You need Quality Buffalo Bolts in 


STRONG 


HANDY-PACK BOLT CARTONS 


@® Handy-Packs are made of 
tough corrugated board. They 


can be handled, shipped, stacked | 


and even dropped without breaking. 

You get these superior cartons ...and 
their equally superior contents . 
extra cost when you order Buffalo Bolts. 


@ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 
I ; 


@ Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 


@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 


Write for circular on q and weig 
BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


rm 





of Handy-Pack Cartons. 


meee 


LF ed 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS * NUTS + RIVETS AND SPECIAL FASTENERS ° 
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take offs are eliminated. Impeller and 
case of the pumping unit are made of 
wear resistant rubber to minimize dam- 
age from abrasive action of the cool- 
ant liquid. 

Other features are smooth operat- 
ing foot feed, indexed adjustment for 
cutting height control, locking ar- 
rangement for plunge cutting and 
scoring, V_ shaped ball bearing 
equipped material feed cart, and cast 
aluminum construction in the cutting 
arm and column. 

The Construction Machinery Sales 
Co., Waterloo, Ia—Industrial Distri- 
bution, January 1951. 
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Rust Proof Bits 


Rust Proofing Process 
Further Refined 


Further refinement of his Mirbrite 


| auger bit finish to provide positive rust 


protection is announced by the manu- 
facturer. Rust proofing is accom 
plished by application of a special in- 
visible penetrating liquid coating on 
the bit surface. The manufacturer 
states that this adds to the rich satin 
luster of the finish and prevents rust 
action. 

The bits are reputed to possess a 
smoother finish and to bore faster than 
other types of bits. They are available 
for hand braces in 17 sizes from } in. 
to 14 in. and in electric drill bits in 
nine sizes from } to 3 in. 

The Midway Tool Co., Inc., Mel- 
vin, O.—Industrial Distribution Jan- 
uarv 1951. 














Lift Truck 


Wheels Retract 
When Forks Are Lowered 


This is claimed to be the only alu- 
minum alloy pallet lift truck avail- 
able, and features special wheels that 
automatically retract when the forks 
are in a lowered position. The truck, 








Recognize your next sale here 2) 


Chances are you do (and as a salesman you sholte 
Costly hand and paddle loading methods like this waste 
grease .. . waste time . . . cause dirty grease and create 
troublesome air pockets in the gun. 


Whenever you see conditions like those in the pic- 
ture above you know it’s time to move in—and fast 
—with Alemite Hand Gun Loaders. Here’s why: 


Alemite Hand Gun Loaders — Eliminate all trouble- 
some air pockets .. . guns are packed solid with 


grease every time! 
1 ’ 
( te 
Ky 


To Sell More Alemite Faster Use This FREE Sales Tool! 


Alemite Hand Gun Loadg Sfve up to 334 man 
Eve 0 Ibs. of lubricant used! 


Alemite Hand Gun Loaders—Keep lubricants “re- 
finery clean” from barrel-to-bearings—end all risk 
of dirt getting into the grease! 


Offer plant men advantages like these and you’ve 
got yourself a worthwhile sale. For Alemite Hand 
Gun Loaders are engineered right and priced right 
... to sell fast and in quantity every time. SELL ONE 
FOR EVERY GREASE DRUM IN THE PLANT! 


if there’s an Alemite hand gun loader to fit every size grease drum...every need! 


Alemite, Dept. H-11 
1850 Diversey Parkway, Chicago 14, Illinois 


My company handles the 


/ Alemi i F 5 > , 
Send for you PY POM ses vookiet showing “tt Ways To Cat Production Costa” 
CM ‘ 


ALEMITE 


Modern Lubrication Methods That | 
Cut Prosduction Costs 


Anettier Product of 


STEWART 
WARNER 
= 


Name 


Street 


City ———————— State 
1 
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supported on two front wheels and 
two auxiliary wheels on a very short 
wheel base, cannot be cornered and 
will lift wherever a man can stand. 
The rear wheels are 1 in. above the 
floor and thereby enter and leave the 
pallet without interference or dam- 
age to the bottom boards. This elimi- 
nates the necessity of bevelling bot- 
tom boards or exerting extra effort in 
| inserting or removing forks. Operat- 
ing the lifting handle automatically 
| brings rear load wheels down to the 
| floor and raises auxiliary wheels. 
| Market Forge Co., Everett, Mass.— 
| Industrial Distribution, January 1951. 





NEW DESMOND 
BALL BEARING DRESSER 
REPLACES DIAMONDS 








Wheel dressing costs have been cut in half by many 
companies using the new Desmond ball bearing 
mechanical dressers instead of diamonds. These 
dressers have proved to develop exceptional surface 
smoothness in many applications where diamonds 
were formerly regarded essential. For example . . . 


Robbins & Myers, Inc., Springfreld, Ohio, uses the new 
Desmond ball bearing dressers on the centerless grinder 
shown above. Dressing is easy and fast. High speed grind- 
ing is assured. Department Foreman Worley comments 
that “the new Desmond dresser does the job as fast as the 
single-point diamond nibs we used previously . . . cuts 
costs by half... is a lot more rugged. We don’t have to 
worry about accidental damage or loss of the diamond.” 


Make sure all your wheels are properly trued and 
dressed—often—to maintain top-speed grinding produc- 
tion. Buy Desmond dressers from your industrial distri- 
butor. 

The Desmond-Stephens Manufacturing Co., Urbana, 
Ohio. 

the only complete line of 


grinding wheel dressing tools 
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Slitting Shears 


Have Unbreakable 
Steel Plate Frame 


These Samson hand lever slitting 
shears have an unbreakable steel plate 
frame. The frame is offset so as to 


| enable the machine to cut sheet or 
| plate of any length or width. The 
| range of shears includes five models, 


the smallest having a capacity of % in. 
mild steel plate and the largest a capac- 
ity of 1% in. mild steel plate. 

Shears up to Ys in. capacity are 
operated by toggle action. Shears with 
} in. and ys in. capacity have a geared 
action which is extremely powerful. 

Julius Blum & Co., Inc., New York 
—Industrial Distribution, January 
1951. 


Solder Flux 


Tap Water Reactivates 
Aluminum Solder Flux 


This aluminum solder flux can be 
reactivated after drying out by the 
simple addition of tap water. The 
flux can be used with aluminum solder 
rods of any commercially available 
brand. It can be used with an open 
flame and, under certain conditions, 
with a soldering iron. It will make 
solder flow into the joint. 

The new flux stems from the dis- 





TACKLE 
BLOCKS 


x a’ . t ' ; 5 s 
Tt ry sy : Zp N Wee 
aR Ay - -\e 
‘ \ ine ‘ 3 ‘ \ ai ti se) 
ae b> . eae pr ; 
| FITTINGS 
. » 


WIRE ROPE 


0 wr 19th Only manufacturer of the complete line— wire 


Yr rope, wire rope fittings and tackle blocks... All 
e engineered to the job by Upson-Walton for 


LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York © Chicago © Pittsburgh 
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ANY WAY YOU MEASURE IT 


For light, medium or heavy duty ser- 
vice Darnell Casters and Wheels are 
dependable — saving floors, equip- 
ment, money, time and temper. 





DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST., NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, ILL. 


| 
| 


\ 
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covery of a new chemical combination 
permitting the use of water as the 
solvent in place of alcohol. Since it 
replaces the previous “flame permis- 
sible” aluminum solder flux in the 
manufacturer's line, it has been given 
the same number as the utility alu- 
minum solder—No. 39. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.-—Industrial Dis- 
tribution 1951. 














Power Wheelbarrow 


Pulls Full Load 
Up 40 Percent Grade 


his new self powered wheelbarrow 
will pull a full load up a 40 percent 
grade. Compression acts as a brake 
on the downgrade. Speed on the level 
is a comfortable walking pace. 

The main advantage of the new ma- 
chine is to eliminate most of the ef- 
fort, rather than to materially speed 
up the operation. The air cooled 
engine is mounted beneath the bed 
and drives by friction on the tire 
tread, with simple controls all on the 
right handle. 

S and S Vending Machine Co., San 
Jose, Calif—Industrial Distribution, 
January 1951, 


Motor 


Design Improvements 
Featured in Motor 


Design features proved in the manu- 
facturer’s ac Life-Line motor have been 
applied to the type SK de motor, used 
for many applications in the materials 
handling industry. The rolled steel 
frame first used on the type SK motor 
is retained. Steel brackets have been 
incorporated in the new design. They 
consist of a deep drawn heavy steel 
bell, to which is welded a bearing hub. 
In addition, a heavy flange is used at 
the frame fit on the larger motors. 

Other improvements have been 
made in accessibility, protection, bear- 
ings, brush rod insulation, field coils, 
brush holders and armature. 

Westinghouse Electric Corp., Buf- 
falo—Industrial Distribution, January 
1951. 








The lo Selling Line... 


because 
it’s the loo-Quall Vy Line 


at Saws. atl - Knives. — »-Files 
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A buyer of MILWAUKEE quality 


for years 


Such customers can be yours. 
The net result for you is an im- 
proved Industrial Brush sales 


volume. You make customers THE LINE THAT GIVES 


for MILWAUKEE Industrial 


Brushes because here is a com- YOUR CUSTOMERS THE 
plete brush tool supply source. RIGHT TOOL QUALITY FOR 


It is keyed to give you excellent 
cooperation and service. 





os - * EVERY 

e are fully prepared to 

produce special brushes de- INDUSTRIAL 
signed from blue-prints or spe- NEED 
cifications. Use this cost-free 
engineering service when you 
need assistance on special brush 
problems. Improve your power 
driven wire brush sales with 


MILWAUKEE. 


Power Driven Wire Wheel Brushes 

“Monc-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 


Here's why they are buyers thru the years— “Sturdi-Bilt’” Wire Cup Brushes 


Ask for ales . Fibre Wheel Brushes 
JKEE high side of ts re 
1. MILWAUKEE keeps to the high side of wire points per squa Wire Scratch Brushes 


i inch of working surface. 
Bulletin 42-61R 2 Boiler & Furnace Brushes 


Because of this, production departments are aided materially 
—it is a 16-page bulletin in producing more pieces per hour. Foundry Brushes 
featuring the Power Driv- This density of-wire-gives users the most in cutting and work- Platers Breshes 
auld senindaes aad ing points. Bench Brushes 
gives detailed specifica- This compact construction with solid face is uniform regardless : 
tions. of the number of brushes you order or when you order them. Floor Sweeping Brushes 
Push Brooms—wire and fibre 
Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 
Aviation 
DURA-BILT Wire Wheel Brushes Power Companies 
insure smoot! operation Public Works 
gh speed pe caulpment ; 
Quarries 
Mines 
“STURDI-BILT” Wire Cup Brushes recom- General Contractors 
mended for the steel fabricating industries . 
wherever scale, rust, paint or weld spatter Chemicals 
s to be removed from targe or rough MONO-BILT Wire Wheel Brushes for - 
metal surfaces. numerous power brushing operations Ceramics 


Public Buildings 
THE MILWAUKEE BRUSH MANUFACTURING CO. Paper Mills 


Food Industries 
MILWAUKEE 8, WISCONSIN Packing Plants 


Dairies 

Textiles 

Metal Working industries 
Wood Industries 

Glass 


__ INDUSTRIAL 
re 3 PROBLEMS 
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BOILER ROOMS 

DAIRIES 

MILK BOTTLING PLANTS 
ROAD MACHINERY 

STACKS 

ROOFS 

BRIDGES 

FURNACES 

RADIATORS 

WATER PIPES 

SHIP EQUIPMENT 
AIRCRAFT 

WALLS 

COLD STORAGE PLANTS 
HOSPITAL EQUIPMENT 
FARM IMPLEMENTS 
MACHINERY AND EQUIPMENT 
TRANSMISSION TOWERS 
OUTDOOR STORAGE TANKS 
FOOD PROCESSING PLANTS 
COAL MINING EQUIPMENT 
LAUNDRIES 

TANK CARS 

HIGHWAY GUARD RAILS 
FIRE PLUGS AND LAMP POSTS 


TRUCK BODIES 


12 TYPES... 


A RIGHT TYPE FOR EVERY JOB! PERMITE VARNISHES ace made tothe same high- | 


is <i 
wp 


MARKS THE SPOT 
where a sale waits 


for 
PERMITE 


because it... 


Gives Greater Protection 





Has Better Hiding Power 


Lasts Longer 


Is Exceptionally Resistant 
To Corrosion : 





Comes Ready-Mixed ; 
Saves Time and Labor Costs 


x 
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ae 
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3 
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The Permite Line includes Outdoor, Chrome Finish, quality standards as Permite Aluminum Paints. 
Hot-Seal, Equipment, Roof Coating and other special They are available in a complete range of types, 


type aluminum paints. 


Check over with each paint including Floor, Furniture, Marine Spar, Quick 


user the many places where he can use Permite Drying — for all exterior and interior applica- 
Aluminum Paints for better appearance and better tions. Catalog on full line available on request. 
protection, and your sales will roll up fast. 


@ if you are not already handling Permite Aluminum Paints and Varnishes, write for full details. 


ALUMINUM INDUSTRIES, INC., CINCINNATI 25, OHIO 


Paint and Varnish Division 


ALUMINUM. PAINTS & VARNISHES Zita 
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Now each ANGLgear unit is 
individually and attractively 
packed in a colorful and sturdy 
cardboard container. More 
eye-appeal at the point of sale, 
plus more money-saving ad- 
vantages for you. Completely 
dustproof. Convenient to 
handle. Easy to store and to 
identify. Simple to inventory. 


Yes, sound merchandising 
is point Number One in Air- 


borne’s program to help you 
profit from selling ANGLgear. 
Remember, too, Airborne gives 
you a quality product, direct 
sales help, powerful advertis- 
ing, a liberal distributor policy. 





A FEW CHOICE TERRITORIES 
STILL AVAILABLE 

We invite inquiries from in- 

terested distributors who can 

provide adequate customer 

service. 





Sie as 











6 RE NAEP COLLIS” 


 PIRBORNE 


ACCESSORIES CORPORATION 


Note our new address—> 1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
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Cutting Tool Inspection 


Carbide Tipped Tools 
Checked by Dye Penetration 


Rapid, accurate preventive main- 
tenance inspection of carbide tipped 
cutting tools is claimed through the 
use of Dy-Chek, the dye penetrant 
method of inspection. ‘Three chem- 
icals—a red dye penetrant, a dye re- 
mover and a white developer—are ap- 
plied progressively to each tip. Cracks 
much too small to detect by the naked 
eye are revealed as a scarlet line on 
a white background. Defective tools 
spotted by the Dy-Chek method are 
rejected immediately and routed for 
repair. 

Since no bulky, expensive equip- 
ment is required, this method can be 
adapted easily to any tool storage and 
maintenance operation. It can be ap- 
plied by brush or spray, as well as bv 
dipping. 

Dy-Chek Co., Div. of Northrop Air- 
craft, Inc., Hawthorne, Cal.—Indus- 
trial Distribution, January 1951. 


Hand Tool 


Device Increases Torque 
Of Hammer's Blow 


With a twist in the desired direc- 
tion and a few raps with a hammer, 
screws, bolts or nuts can be tightened 
or loosened easily with a simple hand 
tool named the Impakdriver. This de- 
vice is constructed on an efficient cam 
— that translates the impact 
rom a hammer’s blow into an un- 
usual amount of torque. 

Particularly useful for starting stub- 
born nuts, bolts or screws that are 
tusted or frozen on, the Impakdriver 
also provides a simple answer for work 
ing in hard to get at places. It is sold 
by itself or in sets with different com- 
binations of bits and sockets for var- 
ious sizes and types of screws, bolts 
and nuts. 

H. K. Porter, Inc., Somerville, Mass. 
—Industrial Distribution, January 
1951. 





. [7 
THE Kt jl A CAMEL FOR EVERY JOB 


» 


/ 


‘can be selected from among the 


STOCK TYPES 
REAMERS 


holes. Te accomplish thls palNGE: they Gull be 
properly designed, correctly hardened, and precisely 


ground. 


Then too, the right style of reamer must be selected to 
suit the material to be reamed. One kind will not 
answer all purposes. From among the many types 
manufactured by WHITMAN & BARNES—users can 
choose the kind that will ream holes to correct size and 
with excellent smoothness. 


Whether High Speed, Carbon, or Carbide Tipped— 
W &B has reamers to suit all needs. 


CALL YOUR LOCAL W & B DISTRIBUTOR. ob Since JI” 


WHITMAN s BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK 


CHICAGO + LOS ANGELES + HOUSTON 
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YOU CAN SELL 
THE RIGHT PUMP FOR ANY JOB— 
FROM THE COMPLETE GOULDS LINE 


Here are 6 good examples: 


A dependable, self-prim- 
ing sump pump with the 
important feature of keep- 
ing motor away from sump. 
Capacities: 5 to 30 G.P.M. 
Heads to 24 ft. 


A Close-Cupld model, combining un- 
usually liwht weight, compactness, 
and fine performance. Capacities: Up 
to 60 G.P.M. Heads to 110 ft. Other 
Close-Cupld models with capacities 
to 2000 G.P.M., heads to 400 ft 








Here is an all-round performer—per- 
fect for a wide variety of uses includ- 
ing irrigation, industrial processes and 
slurries, and general service. Capaci- 
ties: 175 to 1100 G.P.M. Head 
180 ft. 


s to 


The outstanding piston pump on the 
market, designed for general water 
service, pneumatic pressure systems, 
etc. Capacities: 6 to 58 G.P.M. Pres- 
sures up to 250 lbs. Sizes: 12” to2)9” 





A simple, inexpensive motor driven 
rotary for handling liquids with lubri- 
eating properties. Capacities: Up to 
75 G.P.M. Pressures up to 75 Ibs. 
Sizes: 14” to 214”. 


A compact, complete unit for auto- 
matic condensate return. Sizes up to 
10,000’ radiation. Pressures up to 
120 Ibs. 





Write Goulds for more information about these pumps 


an : — - 
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Hoisting Device 
Hoisting, Pulling Device 
Operates Simply As Wrench 


A new link chain model Pul-Lift, a 
portable device for hoisting or pulling, 
has been announced by the manufac- 
turer. Work positioning, hoisting, 
stretching trolleys, telephone wire and 
even cables are a few of the suggested 
uses. 

The Pul-Lift is claimed as simple to 
operate as a wrench and its lightweight 
construction makes it almost as easy to 
carry to the job. At any point of the 
lifting action, the load is safely sup- 
ported by a positive, self actuating 
load brake. 

The Pul-Lift has safety top and 
bottom hooks that open slowly with- 
out fracture when overloaded. The 
bottom hook is ball bearing mounted 
for swiveling. It is available in 3, 14, 
and 3 ton capacities. 

Philadelphia Div., Yale & Towne 
Mfg. Co., Philadelphia—Industrial 
Distribution, January 1951. 


Jointer 


Has Tables 
Of 60 In. Overall Length 


A new 6 in. jointer has tables of 60 
in. overall length, and provides new 
facilities for speeding precision joint- 
ing operations. The setting of each 
table is controlled by handwheels lo- 
cated in the front of the jointer. The 
tables are rolled up or down to the 
desired setting instantly and without 
injury. They are mounted on dove- 
tailed ways, gibbed for maintaining 
alignment at all times. 

A balanced three knife head 2% in. 
diameter is used. It operates at 6,000 
rpm, 18,000 cuts per minute, on heavy 
duty, dustproof, life sealed bearings. 
I'he fence or guide is 37 in. x 4 in., 
the unusually long length making it 
easier for the operator in holding 
close limits. The fence tilts 45° and 
it may be set at a 7° angle across the 
cutter head. This setting provides a 








The forming of the strands 

— like every step in the pro- 
duction of Columbian Rope- 
is watched constantly by keen 
eyes trained in keeping Colum- 
bian quality uniformly high. 

Equally painstaking quality 
control in all departments of the 
modern Columbian plant assures 
you that Columbian Rope will 
consistently feature STRENGTH, ca- 
pable of withstanding the pull and 
tension of staggering poundage — 
FLEXIBILITY that makes Columbian 
easier to handle even when wet — 
WATERPROOFED AGAINST ROT — 
LONGER LIFE. 


You can depend on these features when 
you specify Columbian. Every foot is 
guaranteed for quality, strength, durability, 
service. 


COLUMBIAN ROPE COMPANY 
350-80 Genesee St., Auburn, New York 
“The Cordage City” 


PURE MANILA ROPE 


White Blue 
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Only genuine 
Fel cea 
avartiees econony 


Breaks or Distorts we 
will replace it Free 


RIGNID Booths 
918-920-922 
at the Plant 
Maintenance 

Show— 
Cleveland 
Jan. 15-18 


This Work-Saver 
Fel cl gets 


customers for you 





@ You'll find no substitute for the smart-working, sales-making 
qualities that have made FRRIGQ0D the world’s most popular 
pipe wrench. Breakproof housing, full-floating hookjaw with 
handy pipe scale, replaceable heeljaw, adjusting nut that spins 
easily in all sizes,6’’ to 60’, comfort-grip handle — these plus the 
RIGAID name mean more sales and more customer satis- 
faction for you. Feature these popular tools for extra sales now. 


» Work-Saver Pipe Tool 
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shearing cut and is especially desirable 
when jointing grainy or knotty stock, 

Heston & Anderson, Fairfield, Ia— 
Industrial Distribution, January 1951. 


Drill Attachment 


Converts % In. Drill 
To Nut Running Tool 


This new attachment converts any 
} in. drill into an automatic nut run- 
ning and screwdriving tool. Called 
the Dril-O-Driver, it employs auto- 
matic friction drive to permit operator 
to regulate speed and force. 

The attachment fastens into the 
drill chuck just like an ordinary bit. 
The drill motor can be kept running 
as the attachment is disengaged until 
pressure is applied. The drive auto- 
matically cuts out when bolt or screw 
is driven home. The attachment offers 
speed and force under precise control 
of operator to save energy and time 
at fastening operations. It operates 
with equal facility in reverse. 

Herbrand Div., Bingham-Herbrand 
Corp., Fremont, O.—Industrial Dis- 
tribution, January 1951. 


Expansion Reamer 


Carbide Tipped Tool 
Has Extra Bearing Surface 


This carbide tipped expansion 
reamer permits easy and accurate ex- 
pansion wherever a true hole and fine 
finish are needed. It is available in 











YOUR SPANG CW DISTRIBUTOR CARRIES 


Sl 


You Spang CW Pipe Dsiributor corres the thongs you went! A 
complete line of piping mateo ‘ee! dewe to 'ender fast, 
ines he corres Spang CW Pipe 

senda: ond onvement 





QUALITY 


phat 8 
recognized 
This is one of a series of ads that are appearing pe SS wherevel pipe km 
regularly in DOMESTIC ENGINEERING, FACTORY 5 Used 
MANAGEMENT; HEATING, PIPING AND AIR CON- 
DITIONING; MILL AND FACTORY; PLUMBING AND 
HEATING JOURNAL; and PURCHASING. 





Spang ads are a prescription for healthier future distributor sales. Each month 
they remind contractors, maintenance men and purchasing agents that you 
handle the things they want... dependable products like Spang CW Pipe and 
that you provide friendly, dependable service. 


Spang advertising is backed by a quality product—a reputation recognized 
and honored by the trade for 122 years. Spang distributor service is friendly, un- 
derstanding —dedicated to your convenience—designed to better your business. 
In addition to building for the future, Spang is doing everything it can to increase 
its present pipe production. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Lovis 
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Designed with you in mind! 


The new Bassick ‘‘Super 99” was designed to meet a very real 
demand of your customers. 

It’s the need for a more rugged, economically-priced, 6 in., 
easy-swiveling caster to carry loads up to 1000 Ibs. per caster 
...and stand the gaff of power-operated, assembly-line dollies 
and fixtures, or any rough use. 

That’s why ‘‘Super 99” is an important addition to your 
caster line. Point out its many outstanding sales features... 
forged steel wheel, '4 in. thick steel top plate, extra-heavy king 
pin, full-floating double ball race construction, fully-hardened 
bearing surfaces, etc. 

Toclinch thesale, tell yourcustomers Bassick’s ‘‘Super 99” will 
help them reduce the ‘‘Reducible 30%” (materials-handling 
... about 30% of total cost, yet one of today’s few reducible ex- 
penses) . Write for free Form S-99 for full description and details. 


THE BASSICK COMPANY, Bridgeport 2, 
Conn. Division of Stewart-Warner 
Corp. In Canada: Bassick Division, 
Stewart-Warner-Alemite Corp., Ltd., 
Belleville, Ont. 
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sizes from % in. to 14 in., both straight 
and taper shank. 

Features of the reamer include 
longer carbide tips for extra bearing 
surface in the hole and diamond 
lapped cutting edges that assure free 
cutting action. Rust resistant tool 
shanks are made from the high qual- 
ity heat treated materials. 

Wendt-Sonis Co., Hannibal, Mo.— 
Industrial Distribution, January 1951. 











Vacuum Cleaners 


Only Dry Air 
Used for Cooling Motor 


A new multi-stage suction cleaner 
of the quiet type for heavy duty serv- 
ice, and adaptable for both wet and 
dry pickup, uses dry air only for cool 
ing the continuous rated motor. 

According to the manufacturer, the 
usual vacuum cleaner design uses the 
air stream from the suction fan, after 
it has passed through the filtering 
unit and the container, to hold the 
motor temperature within normal lim- 
its. Thus, on wet pickup operations, 
the air stream frequently is moisture 
saturated, and in time leads to failure 
due to corrosion or electrical break- 
down. 

In this new Model BP, the design 
draws free atmospheric air into the 
motor housing, entirely independent 
of, and sealed off from the suction air. 

National Super Service Co., Inc., 
Toledo—Industrial Distribution, Jan- 
uary 195]. 





“That man is most original who is 
able to adept from the greatest num- 
ber of sources.” 

Thomas Carlyle 





a They give that extra sales appeal, that final 
finishing touch. 





Here's why... 


Hexagon heads —full finished —completely machined 
—top and bottom . . . bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
J fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 


NC or NF Thread 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . * CLEVELAND 13, OHIO 


CAP AND SET SCREWS » CONNECTING ROD BOLTS + MAIN BEARING BOLTS - SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS - SPECIAL 
ALLOY STEEL SCREWS » VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS - FERRY PATENTED ACORN NUTS 
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*“ BOSS” 


ey 
Cure 


Valve 
eo Poe age 

As superior in strength 
and efficiency as in ap- 
pearance. Quick-acting, 
self-adjusting. requires 
Handle 


anchored to plug inside 


no packing. 


the valve body. Maximum 
flow in open position 
through = streamlined 


orihice. Sizes: 4° to 2°. 


Stocked by Manufacturers 


of Mec 


and Job 


hers hanical Rubber Goods 


*Reg. U.S. Pat. Off 


ST RON VALVES 


PRODUCER: 


1 The Quality Line c 


Phe valve you gan recom- 


' mend with confidence . . . 


PI 


for headers, compressors, 
manifolds and similar 
heavy-duty services. 


AMF 


“BOSS” "'GJ-BOSS’’ “DIXON” “'KING’’ "AIR KING’ “DIX-LOCK 


RRANCHE MM 


INDUSTRIAL DISTRIBUTION @¢ JANUARY, 1951 





Know the Answers 


to quiz on page 106 








1. A multi-spindle drill is (e) similar 


to drill head but differs in that 
each spindle is adjustable as to lo- 
cation; “way drilling machines” 
(a) drill several ways at once; gang 
drill is (c) a vertical machine with 
two or more spindles in line; “unit 
construction” is (b) individual 
heads that carry any desired number 
of heads, each with its own motor; 
and drill heads (d) is a device in 
which a number of spindles are 
driven from one spindle 


. That's true. 
. The vertical drill press is the basic 


machine from which all the others 
derive 


. That’s true, too. 
5. All the operations named may be 


performed by a drill press, as well 
as trepanning, rivet spinning, light 
milling, light surface grinding; 
mortising, routing and plug cut- 
ting of wood, counter-boring and 
counter-sinking; even the mixing of 
liquids. 


. That’s true up to the last state- 


ment in parenthesis, which falsi- 
fies the whole thing. The small 
work only rarely goes larger than 
the capacity of a 4-in. drill. A 1- 
in, ari job is a big job, brother. 


7. The big point in this one would 


be that the telescoping spindle 
stays in alignment. 


.Oh no, that’s false. Misalignment 


is only just tolerable up to .002- 
in. 


.A good rule. It’s true. 
. The term means that 17-in. is the 


largest diameter of work in which 
the machine can drill a center hole. 


. Length of the radial arc generally 


is the way radial drills are classi- 
fied. 


. Railroad shops are the major mar- 


ket for radial type drilling ma- 
chines. 


3. That’s only partly true. Most drill 


presses are motor driven through 
a geared head, but the speeds 
available are 8 to 12, not so few 
as 4 to 6. 


. Cone pulley drive, and back-geared 


are the two used (as well as plain 
drive). The other two are wrong 
even by definition. 


5. That l-in. drill should be run at 


300 to 325 (and preferably about 
310) rpm to give an 80 fpm cut- 
ting speed. 


.That’s false. While it is a hori- 


zontal machine, the tool rotates 
while the work remains stationary. 














Wasmers y Belt’ Randers 





4 


IMPACT WRENCHES 





AN ELECTRIC TOOL TO 
SPEED EVERY ELECTRIC JOB! 


Make mine Silver Line! Industrial users, plant mainte- 
nance engineers and contractors throughout the country 
are echoing that phrase—Thor Silver Line, the only really 
new, modern portable electric tools, proving time and 
money savers on jobs everywhere. Yes, and proving sales 
leaders in electric tools—the big profit line because it is 


the top quality line. Independent Pneumatic Tool Co., 
Aurora, Ill. 


TOOLS 


— S 
ASK FOR THE —N fies liste 
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Write for new 1951 
universal electric 
tool catalog. 








bare 
knuckles 


SAVE THEM FOR BETTER THINGS! 


“Wanting to work is so rare a want, 
that it should be encouraged.” 


FROM LINCOLN’S LETTER TO MAJOR RAMSAY 


Lincoln admired the Will to Work. Still, if he were alive today, we believe 
he would tell you this: that American industry and business are on top of the 
world today partly through refusing to do with bare knuckles any work that a 
machine will do faster, at lower cost, and better! 

Take the printing press. Surround it with people who have had long experi- 
ence in making catalogs. People who are not interested in catalogs tricked 
out to sell (to you). People who know. that their own long-run bread-and- 
butter will come from Better Catalog Service to You. From the minds and hands 
of such people come catalogs that will free the hands and minds of your staff 
for closing more sales, for handling bigger volume efficiently, for showing 
better net profits. 

Big Rearmament Activity Looms (we read in the papers) . . . Manpower Shortage 
Threatens ... (and they might read like this) More Green Buyers Soon to Fumble 
with Phones. To which we wish to add only this—Are You Sure Your Catalog Is 
All Set for What Is Coming? If there is any doubt, why not have one of our 
trained catalog men make a frank, thorough survey of your stock and your 


book? No cost, no obligation to you. Just drop us a line today. 


R. R. DONNELLEY & SONS COMPANY 


Catalog Compiling Department, 350 East Twenty-second Street, Chicago 16 


PRINTERS © BINDERS © ENGRAVERS @© LITHOGRAPHERS 





“Knuckle Savers” = three customers ses delivered Donnelley-built catalogs — 





(Beneral 
T 
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Experts Forecast 
For 1951 


(Continued from page $3) 





cancellations. To this $11 billion for 
new construction another $4.5 billion 
should be added for maintenance and 
repairs of existing structures, which 
also takes materials, men and equip- 
ment. 

Construction industry advisory 
groups meeting with National Pro- 
duction Authority and the Construc- 
tion Division of the Department of 
Commerce estimates total construc 
tion put in place in 1950, light and 
heavy, at $27.37 billion, compared 
with revised estimates for 1949 of 
$25.85. billion. 

The inability to foresee the speed 
and magniture of 1950's fantastic 
housing boom contributed in part to 
the severe materials shortages that 
plagued the industry during the sum- 
mer into the fall. 

The 1951 outlook is even more un- 
predictable than was 1950 a year ago. 
The Engineering News-Record and 
Corstruction Methods staffs think 
that heavy engineering construction 
contracts will probably back down 
ibout 18 or 19 percent from this 
1950’s record. That would top out 
1951 at about $9 billion, second only 
to 1950. 

Watpo G. Bowman, Editor, 
Engineering News-Record, 

and H. W. Ricuarpson, Editor, 
Construction Methods & Equipment. 


Food Processing 


All Trends Point 
To Increased Consumption 


EVENTS SINCE THE KOREAN INVASION 
point to increased demand for proc 
essed foods. Domestic curtailment of 
consumer durable goods will release 
idditional food buying power. Wage 
boosts will increase consumer in- 
comes. Military buying to feed the 
increasing number of men in the 
armed forces, plus stockpiling to meet 
future contingencies, will boost proc 
essed food demand. 

The biggest problems to be faced 
by the industry in the months ahead 
come out of shortages of certain pack- 
aging materials, a tight manpower 
situation, and shortages of noncorro- 
sive metals for food machinery—in- 
cluding stainless steel, aluminum and 
copper. 

Investment in new plant and equip- 
ment is estimated at more than $600 
million in 1950. And if the equip 





Here’s How 


CUTTING TOOL USERS 
HEAR ABOUT YOU 
IN EVERY AD 


- UNION 


Regularly, in carefully selected magazines, 
Union advertising reaches industry’s key men 
... men who make the decisions and do the 
buying. And in every Union ad you’ll find this 
sign-off — ‘‘Contact your local distributor’? — 
looming up large. That’s how users of cutting 
tools everywhere in the country are being con- 
stantly reminded of your importance as their 
logical source of supply... and why every 
Union message is a sales message for you! 


Plenty of Merchandising Aids, 
of Course... 
Union sales boosters include attention-getting 
counter displays featuring the latest Union ad. 
The colorful, informative folders in the side 
pockets will get results in your direct mail pro- 
motion, too ... while the handy drill sharpening 
gauge, decimal equivalent and drill size charts 
round out a complete battery of continuously ef- 
fective point-of-sale and point-of-use material. 


... And a Distributor Policy 
That Really Protects You 


You'll like everything about Union’s Distributor Policy 
— its basic honesty, fair treatment and protection. 
One valuable advantage, for example, is the ad- 
dition of your name to the list of Union Distributors 
appearing in a special two-page insert in the Drill 
Section of THOMAS’ REGISTER. There are many other 
profit-building features. You'll find it well worth your 
while to investigate them. 


UNION TWIST DRILL COMPANY, ATHOLL, MASSACHUSETTS 
MILLING CUTTERS « GEAR CUTTERS « TWIST DRILLS « HOBS « REAMERS e¢ CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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érg line, you 
sell one of the most complete-and acceptable lines of anti- 
friction products available. You're assured of prompt fac- 
tory branch service and the kind of-quality that combines 
to give you the extra sales power that strengthens your 
position with yourcustomers and attracts volume business. 


Through the years Ahlberg advertising has consistently 
blanketed your market, created a steady demand for 
products which are backed by 43 years of know how in 
precision craftsmanship and a thorough understanding 
of distributor problems and the kind of franchise that 
pays, and pays well, year in and year out. 


Write us today. We'll tell you promptly if there is an 
Ahlberg Distributor Franchise open in your territory. 
Ahlberg Bearing Company, 3026 West 47th Street, 
Chicago 32, Illinois. 





AHLBERG 


BALL BEARINGS * THRUST BEARINGS 


BALL BEARING HOUSINGS 
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ment is available, it is anticipated that 
still more will be spent in 1951 to 
take advantage of more efficient meth- 
ods, to produce new types of prod- 
ucts, and to meet special liters 
requirements. 

As to the level of production in 
food processing plants, the overall 
indicated by the Food Industries in- 
dex has been running about a third 
higher than in 1939, with an increase 
expected because of higher demand 
and low manufacturers’ inventories. 

To sum it all up, the 1951 outlook 
for food processing is quite good be- 
cause of factors which will increase 
demand and because of the strong 
trend to better engineered and more 
efficient operations. 

F. K. Law er, Editor, 
Food Industries. 


Metal mining outlook is for continued 
short supplies and bullish prices—Evan 
Just. 


Metal Mining 


Demand Accelerates 
Since Mid-1949 


[HE GENERAL PATTERN Of metal min- 
ing has been an accelerating rise in 
demand, activity and prices ever since 
the lows of mid-1949. The outbreak 
of hostilities in Korea thus struck al- 
ready strong markets which have since 
been moving steadily toward chaos. 
Consumers, disregardful of cost and 
anticipating limitations in use, have 
sought frantically to cover needs and 
increase inventories. 

Because, beyond an increase of 10 
to 20 percent, metal supplies are ex- 
pansible only at high cost and over 
a period of years, metal supplies may 
prove to be the principal bottleneck 
to an important expansion of pro- 
duction aimed at expanding arma- 





ments without interfering with living 
standards. 

Sooner or later the public is going 
to have to pay for the consequences 
of low profitability in mining and 
insufficient exploration and develop- 
ment over the past few decades. Mean- 
while, unless drastic taxes or use re- 
straints are applied, the outlook is for 
continued short supplies and bullish 
prices while defense spending con- 
tinues at a high rate. 

Attempts to analyze what might be 
considered as normal demands and 
prices at the present time are handi- 
capped because since 1939, there has 
been no reasonably normal period 
either as to production costs or de- 
mand. Nobody knows if the war 
generated backlog of unfilled consumer 
needs was satisfied, or is still a source 
of abnormal demands. An even more 
important factor has been the very 
large metal and mineral purchases for 
the Government stockpile. 

—Evan Just, Editor, 
Engineering and Mining Journal 


Metalworking is heading into a period 
of extraordinary activity—Burnham 
Finney. 


Metalworking 


Industries Headed 
For Extraordinary Activity 


MeETALWoRKING is heading into a 
period of extraordinary activity. It al- 
ready is operating at a postwar peak. 
Indications are that defense needs, 
plus civilian requirements will carry 
it even higher in the months ahead. 
Whereas the defense program will 
take eventually up to 15 percent of 
the gross national income (as against 


Weigh the Facts! 


...couldn’t you make more money 
selling this complete line? 


BESLY 


TAPS ¢ TWIST DRILLS ¢ REAMERS 





We submit that the Besly Line of Taps, 

Twist Drills and Reamers today offers 

an unparalleled profit opportunity to 
distributors who want to—and know how to—really sell 
cutting tools. If you are one of these, here are the 
supporting facts for your consideration: 


THE PRODUCTS 

Besly Taps, Twist Drills and 
Reamers enjoy a steadily grow- 
ing reputation and user accept- 
ance. They are manufactured to 
standards so high that Besly 
Taps, for example, have earned 
recognition as one of the world’s 
most accurate. With the Besly 
line you benefit from one supply 
source—one undivided supplier 
responsibility. 


THE SALES POLICY 

An intelligently applied, selective 
policy eliminates wasteful dupli- 
cation of sales effort. Besly dis- 
tributors profit from the full 
potential of their markets—can 
afford to devote a substantial 
part of their time and enthusiasm 
to selling the Besly Line. 


3. THE INVENTORY-CONTROL PLAN 


Tailored-to-your-territory, this 
proven, practical plan enables 
Besly distributors to take a max- 
imum profit from their invest- 
ment, through a stock that keeps 
turning ... with “slow numbers” 
exchanged for fast movers as a 
regular part of Besly policy. 





4. TECHNICAL HELP 


Besly engineers and factory- 
trained service men work shoul- 
der-to-shoulder with you to put 
the right tools on every job. Care- 
fully maintained records show 
that, as a direct result, a high 
proportion of trial orders produce 
BIG volume repeat business in 
steady flow. Besly delivery is con- 
sistently satisfactory. 


- PROMOTION HELP 


Extensive national advertising 
that you can capitalize upon, 
through intensive localized pro- 
motion campaigns—provided for 
you by Besly without cost—help 
you become the Tap, Twist Drill 
and Reamer source and authority 
in your territory. 





If these focts “add up" to you os a 
better deal .. . if you wont to make 
more money from a bigger volume of 
Tap, Twist Drill and Reamer business 

. if your organization is geared to 
real selling . then Besly would like 
to talk with youl Write, call or wire 


us now 








50 percent in World War II), the 
ratio in metalworking is likely to be 
much higher, perhaps 25 or 30 per- 


HARLES H. BESLY & COMPANY 
BESLY) : N. CLINTON STREET, CHICAGO 6, ILLINOIS . FRANKLIN 2.1222 


cent. emacs TAPS . TWIST BRrees 


REAMERS 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
steel... heat treated for perma- 
nence and maximum strength. 
Threads are cut to closest toler- 
ances to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though it is, the vise nu? 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA, 


u. $s. A. 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 





Materials and manpower will be 
the limiting factors in metalworking. 
here is not enough of cither one to 
pile defense production on top of an 
unrestricted civilian goods output. But 
the fact is that defense plant opera 
tions will not get rolling until the 
latter half of 1951. Meanwhile civilian 
goods will continue to be made in 
large quantities. 

Machine tool demand will stay up 
during 1951 for two reasons: (1) large 
volume of defense tooling, and (2) 
modernization of metalworking plants 
to get out more work and cut costs. 

What’s happening in machine tools 
is happening in presses, in industrial 
heating units, welding machines, forg- 
ing equipment, and all kinds of pro 
duction equipment. Makers of all 
sorts of component parts and mate 
tials, and suppliers of motors, bear- 
ings, pumps, cutting tools—to name 
only a few—will be exceptionally busy 
the next year. So will tool and die 
shops. 

Metalworking is in the midst of a 
major expansion period. It will use 
all the materials and manpower it can 
get the next 12 months. It will go 
into 1951 at a pace never before at- 
tained in peacetime and_ probably 
will step up that pace as the year car- 
ries on. 

BurNHAM Finney, Editor, 
American Machinist. 


Textile activity will set new records in 
some fields in 1951—C. M. Bendigo 


Textiles 


High Profits, Record Activity 
Seen for 1951 


THE TEXTILE INDUSTRY is pretty sure 
to continue to boom in 1951, even 
if there is a slight easing off sometime 
during the year. No one expects that 
the extreme boom conditions that pre- 





ALESMEN 
scREWS 
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_ these clean, 


n the sales- 
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Top Products in Every Line 
Cut Costs and Build Sales 
with AMERICAN PHILLIPS SCREWS 


HOW THEY CUT COSTS: From vacuum cleaners to 
vending machines; from trucks to office appliances 
and suntan lamps... manufacturers use American 
Phillips Screws to speed up production, stop spoil- 
age, and cut unit-costs. For these modern fastenings 
banish fumbling, crooked driving and scarred sur- 


faces .. . cut assembly time as much as 50%. 


HOW THEY BUILD SALES: On any product, the 
crossed-recess of American Phillips 


and resisting vibration. Does your product have 
these two American Phillips advantages of cost- 
reduction and sales-promotion? No reason why 
it shouldn’t .. . for American Phillips Screws always 


cost least to use. Write for proof. 


AMERICAN SCREW COMPANY, Main Office: Providence 1, &. I. 
Plants at Willimantic, Conn., and Norristown, Pa. 
Warehouses at: Chicago 11: 589E. Ilinois St. Detroit 2: 502 Stephenson Bidg. 





Screws is a “green light” to buyers 
who stop and look for an outward 
index of inward quality. They 
know that smooth-headed Ameri- 
can Phillips Screws protect prod- 
uct-performance by staying tight 


AMERICAN 
PHILLIPS sews 





TT] 


ALL TYPES 

AU METALS: 

Brass, Bronze, om 

less } ty Aluminum, 
Monel, Everdur (sili- 

con bronze) 
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vail as this is written can continue 
| indefinitely; but, even so, the long 
range view is the best it has ever been 
in any peacetime period in the recent 


(fe its Ld history of the textile industry. 
ne new id nt d Cc Variations within the over all pic- 
, Y ture are quite complex. For example, 


| there appears to be a potential short- 
| age in all types of fibers, even though 


tse 
7 there is no likelihood of a serious 
US d e renc C5 shortage of textile products. Much 
ng N of the demand for the various fibers 


by mills is caused by the need to fill 
pipe lines and increase customer’s in- 
ventory. 

The ever increasing prices of raw 
wool are doing much to alleviate the 
REPLACE 42 SIZES | shortage for both apparel and carpet 
FS types. The U.S. is entirely dependent 
th inner - lig bh ter on carpet wools from abroad and e en 
: needs a good portion of its apparel 
wool from overseas. The high prices 
stronger have the effect of stimulating the use 
of synthetics in place of or in blends 
with wool. Industrial uses of syn- 
thetic fibers are continuing to expand. 
All in all, there is no question that 
1951 will be a hectic year fora«ite 
textile industry. There may be some 
small dips, but over all it will be the 
kind of hectic year that the industry 
can relish. It will be a year of good 
business in which activity will set new 
records in some fields and come close 
to past records in others. It will be 

a year of profits. 
—C. W. Benpico, Eprror, 
Textile World 
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Distributors 
Man Booths 
At Central States 


(Continued from page 69) 
Here are two new wrenches that sell on sight—for they 
save time, tools, material and money. Every plant needs 
them. Another Owatonna exclusive which makes an show them the need and—presto, it 
excellent door opener as well as a nice unit sale. is done. No manufacturer actually 


Two OTC Slim Twins with an extra jaw replaces 42 sizes wants a distributor to handle his line 
from 1%" to 4%". They are THIN, get at the work easily— at a loss. But here again is an ob- 
STRONG, drop-forged from high alloy steel—LIGHT, easy stacie. You fellows have all been to 
to carry and use—COST LESS than fixed wrenches of the same school and read the same 
same size—will not slip their size in operation. book. The stock answer of the “give 
PATENT Suggest the OTC Slim Twins at every call. You'll be glad aw ay program manufacturer is—“If 
APPLIED you did. Write for details. we increase your profit vou will only 
FOR give it way. Distributors cut our rec- 
; ANOTHER EXAMPLE OF ENGINEERING ommended consumer prices even 
® THAT MAKES orc TOOLS OUTSTANDING now.” Unhappily, this is true. Even 
on the give away lines, some so-called 
distributors do undersell the recom- 
mended levels. I mentioned a mo- 


OWATONNA ment ago that it is often hard to 


maintain the published consumer 


TOOL COMPA NY price. So we all plead guilty and are 


right back at the starting point again. 


373 CEDAR STREET Recently, some distributors began 
OWATONNA, MINN. to analyze this situation. Were we 


guilty as charged? Was the whole 
| vasket bad because of one apple? Cer- 
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ABRASIVES PLUS RUBBER...The 


SPEED FOR JETS ... SPEED FOR 


Soft 


Rubber Binder Cushions The Abrasive. 


! 


I S. Navy Photo 


YOUR CUSTOMERS’ FINISHING! 


PRODUCTION TIME-SAVINGS FREQUENTLY FIFTY PER CENT 


Ever seen a rotor blade of a jet-plane engine? The re- 
markably smooth convex and concave surfaces of the 
rotor blade illustrated were finished with speed by 
Brightboy. 

Many of your customers work with metals, plastics, 


BURRING « FINISHING - 


wood, glass. They want to save production time. They 
will welcome your recommendation of Brightboy 
which achieves really remarkable finishing results, fre- 
quently at savings of fifty per cent or more when com- 
pared to other methods. Brightbey performs: 


CLEANING + POLISHING 


in one, time-saving operation 


Brightboy’s soft rubber binder cushions the abrasive. 
gratifying, fast finishing. 


Rubber and abrasive work simultaneously to produce 


You can sell Brightboy for many applications. It is a “natural” for tie-up sales with related products: cutting 
tools, files, coarse abrasives. It is a “must” to round out your complete abrasives service. You need only a small 


stock, and it turns over fast. 


HOW BRIGHTBOY SAVES 
PRODUCTION TIME 


. Bridges the gap between the rough grind and 
the buff. 


2. Works to close tolerances; can be shaped 
to contour. 


. Produces a wide variety of conventional and 
special finishes and patterns; frequently 
the final polish. 


. Requires no before-use preparation or dress- 
ing; no skilled labor to handle it. 


SOME BRIGHTBOY USES 


Removing light digs, tool and heat marks. 
Cleaning welded and soldered joints. 
Finishing dies and molds. 

Burring stampings, castings, machined parts. 


WHEELS, STICKS, RODS, BLOCKS 
for machine and manual operations 


Selective - Distributor fran- 
tories. Write for details. 
chises open in attractive terri- 


FOR FINISHING ALL METALS, WOOD, GLASS, PLASTICS, PRODUCTS AND PARTS 


WELDON ROBERTS 


es 2, Zag 
Brightboy 


WELDON ROBERTS RUBBER CO. 


BRIGHTBOY INDUSTRIAL DIVISION 
NEWARK 7, N. J. 


America’s Pioneer Manufacturers of #ubber-Bonded Abrasives 
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BARNES FAMOUS 


e Handy “Anc\ume Package 


100 FOOT COILS 
Raker Set—Wavy Set—Skip Tooth 
Convenient, safe storage with no tangling 
are advantages of this handy package 
which permits blade to unwind easily. 


Economical LONG LENGTHS 


Long Length Coils come in random lengths 
for greater economy and less waste. 
Boxed for safety and convenience. 


WELDED BANDS 


Barnes Welded Bands are heat treated 
to retain toughness and flexibility. Every 
weld is uniform in strength and alignment 
—as perfect as any other section of the 
blade—giving users both safety and 
economy. 


Barnes’ SKIP TOOTH 


Hard Edge with flexible back, this blade is 
designed for high speed cutting of soft non- 
ferrous metals, plastics, compositions, fibres, 
wood, rubber, etc. Special tooth cuts faster, 
freer because of increased chip clearance. 


O44 “4 “44 “484-4 “@ 


% G. BARNES Fie Nes 


BAND 


ee ee ae e O 


HARD EDGE, FLEXIBLE BACK 
BAND SAWS 


Available in Conventional Raker 
and Wavy Set Tooth and Skip 
Tooth 


Packaged in LINE ARC 100 foot 
coils, LONGLENGTHS and WELDED 
BANDS 


SPRING TEMPER BAND SAWS 
WOOD BAND SAWS 


BARNES’ HARD EDGE 
FLEXIBLE BACK BAND SAW 


A saw of extreme strength for cutting 
ferrous and non-ferrous metals and non- 
metallics. Selected alloyed steel together 
with careful heat treatment, permits fast 
cutting and assures long blade life. Teeth 
only are hardened, back is tough and 
flexible to assure proper flexing on 
machine. 


1299 TERMINAL AVE. 
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tainly, no distributor represented here 
today would take the lead in estab- 
lishing this situation. Certainly, no 
manufacturer would advocate his dis- 
tributor doing so. Then what is hap- 
pening? Looking further, we can dis- 
cover some lines where this situation 
does not exist. Without exception 
these lines are ones on which the 
manufacturer has a selective distribu- 
tion policy. 

What is a good selective distribu- 
tion policy? Let us look at a few 
outstanding examples. 


Good Example 


One of the strongest and most 
clearly stated policies states: “While 
no agreement is asked or expected 
with reference to maintenance of the 
standard resale prices suggested in 
the preceding paragraphs or complli- 
ance with the requests enumerated, the 
Blank Company specifically reserves 
the right to withdraw all discounts 
from, or refuse to sell its products to, 
any distributor who fails to adhere to 
the suggested prices or comply with 
these requests”. This is a policy which 
leaves no doubt as to the manufac- 
turer’s intention. 

Another interestingly written sales 
policy: “The Blank Company equip- 
ment is sold to users at suggested list 
prices as outlined in our various cata- 
logs, bulletins, literature and special 
quotations furnished distributors and 
users. It is legal for us to suggest list 
prices and reserve the right to recog- 
nize only these distributors who re- 
spect our Sales Policy”. This is very 
clear as to intent. In another part 
of this manufacturer’s policy he states, 
“The company distinguishes between 
stocking and non-stocking distribu- 
tors. The stocking distributor (carry- 
ing a full stock at all times and main- 
taining a Specialty Department pro- 
moting the Sales of our equipment) is 
entitled to extreme discount.” With 
such a clearlv-stated selective distribu- 
tion policy he may surely expect his 
distributors to be the best. 


Another Policy of Merit 


Another manufacturer is not quite 
as definite as the aforementioned ones. 
Still his policy is one of merit. He 
states in his written policy as follows, 
“We have no non-stocking distribu- 
tor’s discounts as all orders are re- 
ferred to a Blank distributor’. He 
mentions that the company publishes 
a suggested resale schedule at competi- 
tive level. 

These are only a few of the very 
sound selective distribution policies 
existent in our field. I apologize to 


| Other manufacturers for not having 


time to discuss their policies. 
Let us now return to the “give 
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2 Years of Proof... 


THE MORSE CODE 


means Iron-Clad PROTECTION 


WY ISS 





kA See NN LA 
RES 

“eather Ss 
SF 
SSE 


for every Morse-Franchised Distributor’ 4 


ARTICLE I of the Morse Code (read it, above) is an 
iron-clad contract that’s observed to the letter... guaran- 
teeing permanent protection to every MFD*. 


What's more, there are many other ways in which 
Morse protects its disttibutors ... as you will learn from 
this page in months to come. 


And this all-around Morse Protection... plus unfailing 
Morse Quality... is the reason why Morse is the top line 
in the cutting tool industry, and why it will continue to 
be the TOP LINE! 


Ask any MFD~... he’il tell you why “MORSE MEANS 
MORE.” 


| A 


“MFD-—-« morse. 


Franchised Distributor 
(Under the Morse Code) 


MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 


(Division of Van Norman Co.) 
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an IMPORTANT name 


in today’s economy . . 


GRIPBELT ar STEEL CABLE GRIPBELT 
SUPER GRIPBELT 


x 


GRIPROLL 


DOUBLE V GRIPBELT GRIPLINK 


me 


FHP CAST IRON 
BUSH TYPE 


DIE CAST 


The 
Distributors’ Line 


Truly 
the Complete 
V-Drive Line 


VARIABLE PITCH 


PRESSED STEEL 


MULTIPLE GROOVE 


CAST IRON 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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| intelligently. 


away program”. Possibly these few 
examples will show how the price 
cutting, low profit lines can be elim- 
inated by adopting a strong sales pol- 
icy. If this Utopia is reached the dis- 
tributor must do his part. Above all 
he must carry adequate stock. Even 
more important he must have trained 
salesmen able to present his products 
Most distributors have 
certain leader lines which they mer- 
chandise to the best of their selling 
ability. These lines are selected by 
distributors as ones on which their 
sales force will exert major effort. You 
may be certain that these lines are 
ones which return a reasonable profit. 
You may also be sure that they are 
lines backed by a strong sales policy 
of selective distribution. The only 
way for a manufacturer to get on this 
bandwagon is to adopt a clearly de- 
fined rigid distributor representation 
policy. Give us a fair profit and a 
good selective distribution system and 
we will eliminate our “give away pro- 
gram”. 


The Distributors’ Dilemma 


By Oscar Iber 
O. Iber Co. 

Price changes and the various con- 
ditions governing price changes are 
forcing distributors into situations that 
are unpleasant, unfortunate, very try- 
ing, and costly. 

The variations of conditions con- 
trolling price changes by manufac- 
turers in even one and the same in- 
dustry present vexations and serious 
predicaments. Multiplying these diffi- 
culties by the number of industries 
represented by distributors, it should 
not be too hard to realize the unhappy 
plights in which distributors’ purchas- 
ing and pricing departments find 
themselves. 

Add to this the plight of the sales- 
man—the quandry in which he finds 
himself when his house cannot quote 
firm prices; and his puzzlement and 
uncertainty when accepting orders 
which bear some items which are pro- 
tected by firm prices and some items 
which are not. 

Yes, considering all the angles in- 
volved, I say “dilemma” is a very mild 
and charitable description of the dis- 
tributors’ present position. 

Of late we find goods have been 
received and shipped out before we 
discover that prices are higher on a 
belated invoice from the factory than 
the prices shown on our purchase or- 
der. Quite often, the customer has 
been invoiced on the basis of the 
prices originally quoted by the fac- 
tory. Mailing corrected invoices to 
our customers does not help one bit. 
This leads to letter writing, unpleasant 








ARMSTRONG 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 


operation on Lathes, Planers, Slotters and 
ARMSTRONG HIGH SPEED 


Ready-to-grind Bits . . . Ready-ground 
Cutters ‘ 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS Seat wanes 
6 cutter shapes, 12 sizes—2 grades of 6types with boring barsin 
hardness. sizes for all boring and internal thread- 
ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 
have high speed steel form cutters, require only top 
grinding to resh: n. Hold true thread 
form. Rigidand “Spring” types. 
ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, all sizes. “Cc CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also drop forged Machinists’ 


ARMSTRONG Setting Up 
Tools 
A complete line of Drop . 
Forged Strap Clamps, Planer ARMSTRONG Drop Forged 
and Bracing Jacks and T-slot Eye Bolts 
Bol Plain or shoulder pattern. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 
treated. 








ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 


Standard, and Short types, 
both plain and reversible. 


ARMSTRONG Drop Forged 
Wrenches 


Both Carbon and Alloy Steel. 

Over 100 types in all sizes. 

Improved designs, steels, and 

heat treating give greater 
strength. 


‘a 
— 
ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 


Holders, and Tool Makers’ 
Vices. 


ARMSTRONG Detachable \ 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


\ 
Se 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. D; C 

















Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 
of their improved design, extra strength and depth. Their attractive eye appeal quickly 
turns reluctant buyers into actual sales. 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 


> EE $ 


| WEINBERG & McKEE 
Catalogs- 


wf VE THESE MODERN FEATURES| 











e 
4 speed steel. 
G 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers 
of their trade-marks, 


Lines are tied up 
advertising by use 


( 
Chicago 6, ill. 
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phone conversations, loss of time, loss 
of good will and, sometimes, loss of 
the. customer. 

I do not know all the reasons for 
the variations in price changes that 
bring about such confusion. I do 
know that we have this confusion. 
I know also that it is not of the dis- 
tributor’s making. 


Different Price Policies 


You and your policies of prices 
changes, Mr. Manufacturer—they dif- 
fer from the other fellows’ policies. 
Sometimes, even within the same in- 
dustry, you are as far apart as the 
North and South Poles. You know 
where the poles are but can you tell 
me what prices are or will be under 
the conditions set forth by some man- 
ufacturers when they sav: 

“Goods will be invoiced at prices 
prevailing at time of shipment.” 

At best, a guess price, or actually no 
price at all, can be the only answer. 
Compare this condition with the man- 
ufacturer who quotes firm prices and 
who will notify us of changes and 
revisions before putting these into ef 
fect so that we will know at all times 
where we stand, who will honor and 
ship our orders at prices in existence 
at the time of acceptance of the or 
der. 

No doubt each and everv manufac- 
turer thinks he is on the right track. 
Whether he is or is not, only the 
future can tell. 

Good will, fine name, and reputa- 
tion can be hurt by hastv or selfish 
decisions, such as unfair price condi- 
tions. Evidence to this effect ha; 
appeared in connection with price re 
visions. Please do not sit by and 
permit confusion to take its course. 
We judge by comparison. Will vour 
policy stand up under comparison? 

Somewhere, if not here. there are 
manufacturers who cannot be entirely 
tight so far as their policv in price 
changes is concerned in relationship 
with distributors else, there would not 
be so much confusion and dissatisfac- 
tion. 


Name Your “Gripe” 


You may ask: Specifically, what is 
your dilemma? Specifically, what is 
your gripe? 

They’re easy to answer. 

Whenever we do not have a firm 
price, whenever the terms stipulate 
that goods will be billed at prices pre- 
\ ailing at time of 4 we are, 
in effect, asked, or forced, to substi 
tute gambling for judgment. Yet, we 
cannot afford to gamble. Our margin 
of profit is too small now. 

If we play safe, we quote too high 
and lose the order. If we take a chance 
and we quote too low, we lose our 








Selling PERFORMANCE hat is BUILT IN 


The most successful salesmen are those who 
sell performance .. . not just products. 

Earl Traynor, industrial salesman for Thomas 
H. Bradley, Inc., of Watertown, N. Y., distrib- 
utor of hardware and industrial supplies, makes 
it a practice to sell fasteners that will stand up 
under the most difficult operating conditions. 

Because he translates the values built into 
RB&W fasteners into terms of longer, trouble- 
free operation for the customer, he is able to 
maintain volume business on quality-priced 
merchandise—and, with the help of the de- 
pendable RB&W fasteners themselves, keeps 
his customers satisfied. 


The values that Earl Traynor tells his custom- 
ers about are built into RB&W fasteners by 
men like John Waring. 

John operates a bolt-maker in RB&W’s Port 
Chester plant. Automatic cold-heading, which 
RB&W originated, accounts for the superior 
strength, greater accuracy, almost perfect uni- 
formity and improved appearance of RB&W 
bolts. 

Here, and in other manufacturing steps, 
R B&W builds into its bolts and other fasteners 
the maximum soundness that enables them to 
perform as well, on the job, as Earl Traynor 
says they will. 


a 34 WAR RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
& Plants at: Port Chester, N. Y., Coraopolis, Po., Rock Falls, lil., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattcinoogo, Dallas, 


The Complete Oakland. Sales agents at: Portland, Seattle. 


Quality Line 106 Years Making Strong the Distributors That Make America Strong _ 


awa ana > RT) el NSA octetede at SOAs 
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Selling Advantages of these 
verlasting 


DUPLEX 


BLOW: OFF 


UNITS 


Sealing Valve 
cat left) has: 


Unimpeded 
blow 
Self-polishing, self-lapping disc 
Lasting, drop-tight seal 
Non-wedge design to prevent 
sticking or jamming 


straight-through 


Blowing Valve 
(at right) has: 
<s. ai to with + 
ed blow-off shocks 
High resistance to erosion and 
abrasion 


No pockets to trap and hold 
soli 


d repect- 





These units combine two types of EVERLAST- 
ING Valves long famous for their tight seal 
and long tife. The result is a duplex unit that 
assures remarkably safe and effective blow-off 
service . . . with practically no maintenance 
expense. 


Their performance is something to be talked 
about . . . something that you, the EVERLAST- 
ING Distributor can take advantage of in your 
sales story. 


Show one of these duplex units to your cus- 
tomers . . . let them see its sturdy design and 
construction and tell them about its exclusive 
features. Their interest . . . and your resulting 
sales . . . will quickly show why it’s to your 
advantage to stock and sell them, as other dis- 
tributors all over the country are profitably 
doing. 

Write for descriptive bulletin and prices today. 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting 


Trade Mark 


“EVERLASTING” 
Reg. U.S. Pat. Off. 
EV-320A 


Zor everlasting protection 
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| profit. Gambling is a poor substitute 
| for orderliness. 


The point I wish to emphasize is 
that we do not operate by a single 
rule or condition where price changes 
are involved. 

Today we are gambling, all because 
of some fetish or idea that guaran- 
tees safety for Mr. Manufacturer but 
lets us and the customer hang in the 
air until such time as we get your 
invoice. And no matter what the 
price on the invoice, we have no re- 


| Course. 


Unusual Tactics Employed 


You may not realize it, but some 
very unusual tactics are being em- 
ployed to squeeze out a little extra 
by some not too scrupulous manufac- 
turers while operating under the pro- 
tective umbrella of “prices prevailing 
at time of shipment.” 

Such terms mean that, although we 
received a price from you at time of 
placing our order, you are at liberty 
to put any price you desire on the 
invoice and we have to pay just that. 


| We, in turn, have quoted a firm price 


to our, and indirectly your, customer, 


| based on the prices shown on our 
| order to you. 


Of course, we try to pass the in- 
crease you impose on us onto the 
customer, and, believe me, merry hell 


| breaks loose everytime we try it. 


| Help Push the Ball 


We are supposed to be part and 
parcel in this economic process of 
distribution, but, at times, we are 
without voice. I feel inadequate to 
present a completely revealing story 
but if I can just get the ball rolling. 
we shall have a chance at a satisfac- 
tory solution. You can help your- 


| selves by helping us to push the ball. 


I hope you will agree that improve- 
ments are needed. We really should 
throw the subject into the air for an 
open discussion. However time is 
limited. I will just take time to an- 
swer the one question seldom or never 
asked of us distributors: 

“What do we as distributors like 
best under present conditions?” 

My answer is this: 

1. Prices to be in effect until written 
notice of change is given to the dis- 
tributors. 

2. All orders to be shipped at prices 
in effect at time of acceptance. 

Considerably over 50 percent of our 
sources come close to the above pol- 
icy. Actually, I believe it is the minor- 
ity that is causing the confusion. 

Please recognize that you, as a man- 
ufacturer, are the first link in a strong 
chain. The consumer is the third link 
in a strong chain. The distributor is 
the connecting link between manufac- 











SIMONDS 


ABRASIVE CO. | 
grinding wheels 


Production up... costs down... and rejects rare as a 
February heatwave. No wonder the grinding foreman 
is uplifted. And here’s the reason. He’s using grinding 
wheels exactly suited to his jobs. They’re Simonds 
Abrasive Company wheels... part of a complete line 
including grinding wheels, mounted wheels and points, 
segments and abrasive grains . . . all accurately specified, 
rigidly tested and scientifically produced under com- 
plete quality control by Simonds Abrasive Company, 
a major manufacturer of grinding wheels for over 50 
years. Write for free data book. 


(Advertisement) 


Grinding Wheel Manufacturer 
Launches New Program 


ADVERTISING INSERTIONS UPPED 
NEARLY 80% BY 
SIMONDS ABRASIVE COMPANY 


Further “Top Level” Promotion 
Also Planned 


“THE FoREMAN’s walking on air’’ is 
the headline of the advertisement 
which sounds the opening gun in 
Simonds Abrasive Company's 1951 
campaign stepped up to carry 9 mil- 
lion sales messages to users of grind- 
ing wheels and abrasive products. 


Scheduled to appear in leading 
trade publications, this initial adver- 
tisement will reach a total of 409,000 
prospects in January alone. 


This new advertising drive is ac 
celerated to help the distributor build 
his grinding wheel sales by reaching 
more of his customers oftener this 
year with the story of Simonds Abra- 
sive Company grinding wheels and 
abrasive products. Advertisements | 
the new Simonds series will app 
in many more leading trade ma 
zines with the total number of sa’ 
messages increased by approximat 
one million. 


The visual concept of the entin 
campaign provides a refreshing 
parture from that generally ass 
ated with grinding wheel advertisi 

It employs the cartoon technique, a 
device which has proven highly s 
cessful as an attention-getter in 
advertising field. The cartoons 

in Simonds advertising are he w 

of one of the country’s ee 
artists. 


In bringing the distributor i 
advantage of complete advertising 
coverage of the grinding wheel mar- 
ket, Simonds will run a_ separate 
cartoon series of advertisements in 
Business Week magazine. This is a 
follow-up to the highly successful 
campaign run by Simonds last year 
in that magazine, and is aimed at 
top level executives who buy or influ- 
ence the buying of grinding wheels. 

As in the past, Simonds Abrasive 
Company will maintain a close and 
cooperative relationship with distrib- 
utors. Up-to-date stock lists will be 
sent to them regularly, together with 
information on product development, 
new uses and market suggestions. 


IN PRINCIPAL CITIES The company also plans to continue 
and expand its sales training pro- 


gram for distributor salesmen. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS 


a Simonds Steel Milis, Lock- 
Abrasive Co., Ltd., Arvida, Que. 





Division ¢ 4 Saw and Steel Co., Fitchburg, Mass. Other Si 
port, N. Y., Simonds Canada Saw hg hy - by Wf 
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MODEL 400 
Orbital Action Air Sander 


National has a complete line of 
portable sanders... air or electric 
driven with either straight-line 

or orbital action. When you 

sell the National line you have the 
right sander to recommend to your 
customers whether they are work- 
ing with metal, plastic, wood, 
leather, stone, or other materials. 
Below are illustrated various models 
in operation on different kinds 
of materials and types of work. Sell 
the only complete sander line. 

See how you can fit into National’s 
selective distribution system. 

Write for details today. 
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turer and customer and is always in 
the middle. 

Above all, remember that old say- 
ing: “A chain is no stronger than its 
weakest link.” If the middle link is 
not given proper consideration the 
chain is weak, or broken, and it is 
no chain at all. 


Free Enterprise —1951 Model 


By H. O. McCully 
Russell, Burdsall & Ward 
Bolt & Nut Co. 


Let’s stop for a moment to define 
Free Enterprise—or Capitalism. It is 
the right of an individual to engage in 
enterprise and risk his money—earned 
or maybe borrowed—to make a profit— 
after taxes. That right has given this 
country of ours by far the highest 
standard of living in the world. We 
have millions of capitalists in America 
today, for every shareholder has risked 
some of his resources. The incentive 
system has given us unbelievable pro- 
ductive capacity and that capacity is 
what has created national wealth. Yet, 
with this fact accepted as truth,—in 
Socialist Britain—Birmingham to be 
exact—we read where a workman was 
fined by his union a couple of weeks 
ago because he turned out more prod- 
uct than his allowzble quota. 

Now, our system certainly is not 
free of faults. We proved that in the 


| late twenties and in the depression 


which followed. Most of us agree, 
however, that these faults cannot be 
corrected by artificial devices. Cer- 
tainly our problems cannot be solved 
by subsidizing pressure groups. 
Practically all of us belong to some 
group or other—farmer, labor, veteran, 


| business (large and small), and let us 


not forget the white-collared worker 
and the retired. If every group were 
organized and had the political po- 
tency, we might someday find our- 
selves where our left hand would be 
paying our right for the privilege of 
group membership. 


Business Needs Confidence 


What business asks and needs is 
confidence in their future standing in 
the community—and in Washington. 
Do the past ten years in the steel 
industry, for example, set a pattern of 
what we may expect in the future? 
Ben Fairless has been a most able and 
forceful spokesman for steel and I am 
taking the liberty of highlighting these 
ten years by quoting from some of his 
recent speeches. 

Throughout the 1930’s—one-half of 
all the steel-making facilities in Amer- 
ica stood idle—year in and year out— 
on the average; and yet—in anticipa- 
tion of better days to come—the 
industry expanded and added more 








Are 10,000 pumps enough for you? 


Just about. It takes that many 
different combinationstomake 
sure that you—big user or 
small user—get exactly the 
right pump you need. 

That’s why we manufacture 
Worthington centrifugal 
pumps in over 10,Q00.ntandard 
combinations of capacities, 
heads, casings and mountings. 

Types CN (frame-mounted) 


and DN (built-in motor) are 
made in capacities from 10 to 
1800 gpm, heads to 535 ft., 
with 40 sizes of pump casings 
and 200 combinationsof frame- 
mounted designs. 

And—maximum inter- 
changeability of parts's. 

Get the habit of asking for 
a Worthington—you’ll get ex- 
actly the pump you want. 








Type CN, frame- 
mounted, isa real ‘‘any- 
drive” pump—readily 
driven by electric mo- 
tor, V-belt, orany other 
source of mechanical 
power. 





Type DN is the famous 
Worthington Monobloc 
design—compact, stream- 
lined, with built-in motor. 
On both types, liquid ends 
are interchangeable, and 
can be equipped with 
either conventional pack- 
ing or mechanical seal. 





WORTHINGTON 


$e 


Ss ee 
LLL 


—— a 


Re 
RASS 


THE GOOD nen oD HAND OF INDUSTRY 


POWER TRANSMISSION: sheaves, 
V-belts, variable speed drives. 


PUMPS: centrifugal, 
power, rotary, steam. 


AIR COMPRESSORS: 
water-cooled, air-cooled. 
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The Fruit Was 
in a Sweat 


...and So Was 
the Pump 


They suddenly began having a hot © 
time of it at a fruit and produce 
company near the Dillon Supply — 
Company in Raleigh, N. C. | 

A centrifugal pump used in their 
refrigeration system had called it a 
day, and the temperature was ris- 
ing in the rooms where the produce 
was kept. Without refrigeration, 
the perishables would have indeed 
perished. : 

But a frantic call to Dillon lo- 
cated, in the distributor’s stock of 
Worthington centrifugal pumps, 
exactly the size needed. Prompt de-" 
livery . . . and not a lettuce leaf 
was allowed to wilt. 


It’s another example of the wis- 
dom of depending on your Worth- 
ington Distributor. No distributor 
offers more pumps... . no distribu- 
tor offers more value in pumps... . 
than a Worthington distributor. 





ciate edlccalcigalineeiaaa 


Worthington Pump and Machinery Corp. 

Pump and Compressor Merchandising Div. 
Harrison, N. J. i 
Send latest bulletin on Worthington Centrifu- i 
gal Pumps. Any other (type) 


0.8 Leow wae mae wane wae 
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WaysBeller 


BUFFALO @oaceyorBELTS 




















The basic yarn from which 
these belts are 
woven is the first important 
requirement... and Buffalo ONLY 
buys the BEST! This Setter yarn forms 
the backbone of the conveyor belts 
made our WOV-IN-WEAR 
PROCESS 


they re 


solid cotton 


by 


WOV-IN-WEAR 
belt 


proc ess 


is a unique 
weaving 
that is our own EX- 
CLUSIVI develop- 
ment. From our 
more than 50 years 
of experience, Wwe 
have learned how to weave under 
HIGHER TENSION and the end 
result was a NEW kind of loom and 
a BETTER, TIGHTER WEAVE. 


they 
LAST LONGER 


When you combine BETTER yarn 
and a BETTER weaving process... 
greater strength and longer wear is 
the That's 
people who have used Buffalo Belts 
down through the years, say: “When 
you buy Buffalo... you're buying 
the BEST!’ PS. YOU DON’T 
PAY A CENT EXTRA FOR 
BUFFALO QUALITY. 


natural outcome! why 





OVER 200 SIZES 


35 WIDTHS 


7 THICKNESSES 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 
NEW YORK PHILADELPHIA 


CHICAGO 


BUFFALO 7, NEW YORK 
DETROIT SAN FRANCISCO 
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than ten million tons of new capacity 
in those depression years. 

For this, it was sorely upbraided 
in Washington. The record of 
the TNEC Investigating Committee 
shows that as late as January 1940— 
less than two years before Pearl Har- 
bor—officials of the Federal Trade 
Commission testified that the steel 
industry was over-expanded and actu- 
ally had contributed to the depression 
by maintaining a lot of unnecessary 
capacity. 


Post War Confusion 


It was much the same after the 
war when Government economists 
were prophesying a slump that would 
leave eight million unemployed and 
steel embarked on a new program of 
expansion and improvement. At about 
this time, industry was handed a new 
definition of “price”. Price, we were 
told, was our price F.O.B. our mill 
and not the price our customer had to 
pay for our product when it was de- 
livered to his factory. Need we com- 
ment on*e..~turmoil and confusion 
this decision could create in industry 
under normal conditions? 

The crowning piece of irony, I 
think, took place two months before 
the invasion of South Korea, before 
the Anti-Monopolvy Investigating Com- 
mittee in Washington, when Congress- 
man Cellar, in addressing the Presi- 
dent of the Corporation, said with a 
great air of finality, “U. S. Steel is too 
big, Mr. Fairless.” 

Finally, right now in Washington, 
the heat is being put on industry to 
expand MORE—-more than it wants 
to or considers basically sound. It is 
hinted, I understand, that Govern- 
ment will build its own plants, if 
industry doesn’t. You all know that 
the power to build competing plants is 
included in the new defense law. 


Steel Meeting Challenge 


It’s mighty fortunate for all of us 
that the steel industry is meeting this 
challenge with plans for approximately 
ten million ton new capacity within 
the next couple years. Some of our 
Government theorists, I read, are ask- 
ing for thirty million ton more capacity 
by 1955. 

Well, the past is past and nothing 
can be done about it, except to profit 
by its mistakes. Each and everyone 
of us, however, has the opportunity 
and privilege of contributing to the 
future. 

Within the past third of a century, 
we have fought in two vicious and 
exhaustive world wars as well as in 
one of the worst depressions in history. 
Today, we are face to face with a 
crisis which dwarfs everything gone 
before. We are as one in our deter- 





5nd Cuil porn Line 


WITH 
S-A "eg 
ST CUTTERS’’ 


All of these equi i 

Practi equipment item 

ed ae industry can ae ae a acters, 

“Cost Cutters” will rs are an important nha — 

ture those we Nowe help you open new accoun ove elk 

dustries are ale speed up material handlin os <a 

caiman th rt to possible savings. Yo g—all in- 
ese profitable additions to arise will 

ine. 


SACO SPEED REDUCERS 


They filla vital need. Adapt standard 
motors to any desired wx SACO 
Reducers provide reduction ratio 
between 10 to 1 and 60 to 1. Almost 
any full speed motor may be mounte 
directly om the SACO Unit. Saves 

installation costs an 
maintenance. Catalog No. 643 gives 
full informatson. 





It’s quicker and more ecOo- 
o use an S- 








or move heavy loads—at 4 
real saving in time and men. 
Hand winches lift upto 2000 
The S-A Box 


unds— motor winches as much as 3000 pounds. S-A 
Winches are invaluable in cutting material handling ~~ of the time ao 


costs. Write for Bulletin No. 340. 





ee 





~— §.A CAR PULLERS 


Every firm with switch track facili- 
ties can use a0 S-A Car Puller. One 
man cen move UP to six loaded cars S. A 


_,. and spot them quickly. No wait- sw IVELO ADER 


ing for an engine. Powerful capstan Sell “savin ‘” in enateriol oa 
pulls heavy loads at 45 feet per min- dling. Ao ~ AS ELOADER 
ute. Obvious advantages make sales loads and tri 


easier. Request Bulletin No. 1339. rials (up tO 2” size) in 
storage spaces- Adjustable, cen- 
trifugal throwing unit dis- 
charges material to spot desired. 
Descriptive bulletins of this equi an, or time, can oper 
complete price informat equipment, with TVELOADER unit with- 
r ion, will be i ind 
you promptly on sent to out entering car. Remind 4s to 
request. send you Bulletin No. 1046. 


STEPHENS-ADAMSON 


tos Angeles, California MFG. CO 











Be 
8 Ridgeway Avenue gece stor sage 


AURORA, ILLINOIS 
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Safe, 
CAN 


easy take-up feature of the 


TON TENSION PULL 


GUARANTEED 


against breaking or spreading 


1. So easy to pick up slack and bind a load 


in one sim 

a shifting | 
2. Clevis design 
struction positively 


way while in operation 
360 


grip on chain, 


3. Each loader f 
rated capacities as 


ple operation. 
oad 


and extra heavy duty alloy con- 
eliminates spread or release in any 
Drop forged hooks give sure 
swivel action. 
actory tested, 
specified. 


So handy to tighten 


then guaranteed for 


and the continuous action makes it a versatile 


tool in steel, 
oil fields, and r 
heavy objects, 
stretching, etc. 


opening box 


lumber, machinery hauling, logging, 


Additional 
car 


iggers. uses—moving 


doors, fence 


PROVEN A GREAT SUCCESS UNDER ACTUAL FIELD CON. 


DITIONS, CANTON =~ NOW h LOAD BINDERS 





CANCAP SER cAL 


3 SIZES TO FIT 
ALL EXHAUST PIPE 
FROM 1% TO 4% 

EASY TO 
INSTALL 
NO BUSHINGS 
OR FITTINGS 


#2 we on all exhaust 


to 
#4 CANCAP—fts a exhaust 
from 3%” to 4! PY | 





PROTECTORS 
KEEP OUT RAIN, WEATHER 


pipes 
75 ea. 


ARE 
iw i IN 6 SIZES oe 
4000 35,000 LB. CAPAC 
TIES, LISTING FROM $2.80 TO 
= 80. TWO CONVENTIONAL 
ODELS WITHOUT TAKE-UP 
PEATURE ALSO AVAILABLE. 


Ss 


National distributier, through 
jobbers and industria’ suppliers 
now being established. Write 
for complete information, prices. 
PROMPT DELIVERY 


\CANTON CAST 
PRODUCTS CO. 
2300 13th St. N.E., Canton, O 


‘opibes 





ight application necessary 
and seals belting from for- 


@s resin, grease, etc. 


© keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 
The reguiar use of CANTOL BELT WAX will not 


s 
ur advantage. 
We urge users to buy through thelr al distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 











ew! 
x 11.70? 
WHALE 


SCREW y DRIVERS 














New NOCOMBO handle is fire resistant, 
strong . . . won't bend or shatter .. . 
and is a superior electrical insulator. 
Blade of stronger round shank or square 
grooved design. 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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mination to meet this crisis with every 
resource at our command. No nation 
can adopt such a program as the one 
on which we are cmbarked, without 
some system of Government controls. 
Those controls, in certain instances, 
we feel should be enforced far more 
drastically and realistically than those 
presently imposed. It is our obliga- 
tion, however, to watch those controls 
and do what we can to see that they 
are as temporary as possible in char- 
acter. Rearmament makes them nec- 
essary today but there are legion in 
these United States whose objective 
it is to continue them in some form 
or other, during both normal and ab- 
normal times—to combat inflation. 
deflation or whatever “action” may 
seem to be threatening us. 

These Americans probably could 
prove to their own and your satisfac- 
tion that thev abhor Communism and 
even State Socialism, and yet they 
espouse such measures as would 
weaken capitalism, maybe fatally. 


What Can We Do? 


Well, what can vou and I do about 
it? David Lawrence is the author of 
a recent editorial on “Educating the 
Fducated.” He claims there are many 
educated people who do not under- 
stand Free Enterprise. He goes on to 
say that a Balance Sheet is Greek to 
the majority and that surplus to them 
usually means cash in the bank instead 
of monev largely invested in added 
facilities to provide extra emplovment 
and create new wealth and new mar 
kets. Few of them ever have had to 
meet a pavroll. Capitalism needs ex- 
position. Our national safety is tied 
to our industrial strength and our 
industrial strength is tied directly to 
the right of individuals bv their in- 
itiative and ingenuity to make a profit. 


| Here’s Our First Job 


Our first job, I should think, should 
be to use every means at our command 
to educate not only this group of 
educated theorists but, first of all, 
that great body of citizens who have 
been misled about capitalism through 
vicious propaganda. And the new 
generation! I know from personal 
contact that a great many of them 
have the wrong concept of our Amer- 
ican way of life. When there is a 
great truth of which we are so proud 
and for which we will fight to the 
death, why are we so lax in selling it 
to our children and our fellow men. 
The first small step might be for those 
of us who are responsible for Balance 
Sheets to streamline them to modern 


| design to show just what is done with 


income. 
If we all should agree to become 


| educators, then T think we automati- 
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LARGE HOLES 


... thru any machineable 
material up to 


1g 


18 INCHES thick! 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “‘a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”" to 44%”. They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-49 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue Chicago 39, U. S. A. 
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FOURTH OF A SERIES 


sy | 
ON A FITTING 
MEANS 


CRITICAL INSPECTION 


You have doubtless seen the trouble, damage and expense caused by 
a defective fitting on the line. You therefore understand why only 
perfect “K” fittings are permitted to reach the market. From start 
to finish the entire Kuhns operation is a quality control program. 

Inspection starts with frequent analysis of the melt for porosity 
and machinability. Inspections take place at every stage of the process. 
Sharp-eyed, experienced men are ever checking and testing against 
the high standards that have to be maintained. 

“K” fittings, therefore, substantially exceed code requirements and 
“K”’ fittings are of course Underwriters’ Laboratory approved. 

This information is being given to industrial buyers in current 
issues of business magazines. Each advertisement refers purchasers 
to distributors who handle “K”’ fittings. It will pay you to tie-in your 
promotion with Kuhns advertising. 


THE KUHNS BROTHERS CO. 


DAYTON 1, OHIO 
Established 1887 


BG cast-iR0N FITTINGS 
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cally would take a more personal in- 
terest in politics and civic affairs. We 
must give to get. What right have 
we to demand reform unless we are 
willing to work for it? How can we 
afford to relax when Lowell Mason, of 
Federal Trade Commission fame, 
agrees that every businessman in Amer- 
ica can be found guilty of violating 
some law? 

Then, and this applies pac | 
today, there is a great need for self- 
restraint. Self-restraint in price-mak- 
ing, wage-fixing, labor-hoarding, specu- 
lative buying or stock-piling. A 
self-restraint based upon patriotism 
which could pay big dividends in na- 
tional and personal welfare. If such 
practice could ever become a national 
habit, there would be no need for 
other than limited controls. 


The Walsh-Healey Contract Act 


By Harold T. Halfpenny 
Halfpenny & Hahn 


An almost forgotten New Deal law 
is being used to impose higher mini- 
mum wages and new restrictions on 
conditions of employment in most of 
American industry. 

Federal regulations of Wages and 
Hours is contained not only in the 
Fair Labor Standards Act of 1938 but 
also in a number of government con- 
tract laws, the most important of 
which is the Walsh-Healey Public 
Contracts Act, which governs Fed- 
eral supply contracts, if their amount 
exceeds $10,000. The object of this 
statute is to provide protective labor 
provisions. It requires contractors to 
agree to minimum wages, overtime 
pay, child labor and other labor re- 
quirements that are either required 
expressly in the Act or are established 
under its authority by the United 
States Secretary of Labor. 

The law allows the Government to 
fix the terms and conditions under 
which goods may be sold to it. The 
United States Supreme Court has 
stated the purpose of the Act “is to 
use the leverage of the Government’s 
immense purchasing power to raise 
labor standards”. 

Many members have inquired as to 
the possible application of the Walsh- 
Healey Act to the industrial supply 
industry. 

The Act primarily affects manufac- 
turers, but does cover a regular dealer, 
who is defined as follows: 

“A ‘regular dealer’ is a person 

who owns, operates, or maintains 

a store, warehouse, or other es- 

tablishment in which the mate- 

tials, supplies, articles, or equip- 
ment of the general character 
described by the specifications 
and required under the contract 








a Conplale line... 


- iyi Vine 


@ THE AMERICAN CHAIN & CABLE COMPANY has standardized wire 
rope slings to make it easy for you to sell to each of your customers thc 
correct ACCO Registered WIRE ROPE SLING needed for every lifting job. 

When you sell ACCO Registered Wire Rope Slings you sell warranted 
slings. Simplified charts and tables enable your customers to order by 
phone or mail between your calls. There is no guess-work. You sell a 
complete sling service—with repeat orders assured. 


STRAND-LAID 

q Used on ordinary lift jobs where strength 
and resistance to abrasion are two main 
considerations. Furnished with plain, 
thimble, or armored loops. Diameters \ ” 
to 1%” with rated capacities up to 19 tons 
per leg. 

CABLE-LAID 

Adaptable to almost any lifting job. 
Strength of all-steel construction but com- 
parable to manila in flexibility. Fine for 
all choker hitches. Furnished with plain, 
thimble, or armored loops. Diameters 
9/32” to 144” with rated capacities up to 
15 tons per leg. 


6-PART BRAIDED 

q Flat surface provides greater bearing area, 
reduces cutting, adds strength, resists 
twisting and kinking. Furnished with 
braided or U-Loc loops. Component rope 
diameters 3/32” to 54” with rated capac- 
ities up to 17 tons per leg. 


8-PART BRAIDED 
Symmetrical body resists kinking, twist- 
ing, and cutting. Has all-around flexibil- 
ity and utmost strength in bends. Fur- 
nished with braided or U-Loc loops. Com- 
ponent rope diameters 3/32” to 1" with 
rated capacities up to 80 tons per leg. 


PROOF-TESTED Acco Registered Wire Rope Slings Ae# Now Write today for full information on the 
are proof-tested at the factory with loads double —_ complete, profitable line of ACCO Registered Wire 
the rated capacities. Serially-numbered registry Rope Slings. Sales are easy to make, customers 
certificate furnished with each sling. Customers » repeat. Investment is small, turnover rapid. 
will have confidence in the Acco Registered Wire & Sell America’s leading wire rope slings. 
Rope Slings you sell. 

MEMBER THE NATIONAL SAFETY COUNCIL 





Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


WIRE ROPE \SLING DEPARTMENT | 
AMERICAN CHAIN: & CABLE 


In Business for Your Safety 
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are bought, kept in stock, and 
| sold to the public in the usual 
| course of business.” 

If such a person is awarded a gov- 
ernment contract that is subject to the 
| Act and makes delivery of the com- 
| modities, he is subject to the terms of 


Everyone listens when 
you talk Dividends! [ieee 


Regulations has been awarded, 
causes a manufacturer to deliver 
directly to the Government the 
materials, supplies, articles, or 
equipment required under the 
contract, such dealer will be 

Here is one of the greatest deemed the agent of the manu- 

distributor items introduced facturer in executing the con- 

in years. It cuts costs for your tract. As the principal of such 

customers—and every Dodge agent the manufacturer will be 

Slide-Set Vise they install deemed to have agreed to the 

means a monthly dividend in stipulations contained in the 

money saved! Nothing like it. contract.” 

A special demonstrator outfit 

for your salesmen demon- 

strates its possibilities dramat- Subcontractors 

ically, positively. Write for 

full information. 





Among the questions most fre- 
quently raised by manufacturers is in 
regard to the application of the Act 
to subcontractors. 

The law differentiates between a 
“subcontractor” and what is called 
a “substitute manufacturer”. To be 
considered a “subcontractor”, it is 
necessary to meet the qualifications of 


the law and, when doing so, the work 
~ | done by a subcontractor is not subject 
a to the Act. 
i - Official Rulings have defined “sub- 
Vi, S$. & contractor” as follows: 


“If a manufacturer buys mate- 
rials, supplies, articles, or equip- 
ment to be used in manufactur- 
Entirely new in principle with patented ing the commodities required by 
fast slide action...RELEASE: Turning han- | the Government contract, and if 
dle counter clock-wise puts vise in ‘‘neu- ff it is the regular practice in the 
tral’ for fast slide action. industry engaged in the manu- 
facture of the commodities 
called for by the contract to 
purchase such materials, sup- 
plies, articles, or equipment, and 
not to manufacture them, the 
vendor of such goods is consid- 
ered a ‘subcontractor’ and the 
work performed by him is not 
deemed subject to the Public 
Contracts Act. Under like cir- 
cumstances, the performance of 
services (for example, machining 
operations) by one other than 
the primary contractor, is not 
considered work subject to the 
Public Contracts Act.” 

“A manufacturer who produces 
DODGE MANUFACTURING CORPORATION + S00 Union St., Mishawaka, Ind. « parts or accessories for an air- 


tax plane manufacturer under a con- 
= ‘ tract with the latter, does not 
: GE have to show compliance with 
the Walsh-Healey Act as to parts 
or accessories so manufactured, 


of Mishawaka, Ind. even though the manufacturer 
FIRST IN POWER TRANSMISSION MACHINERY | may assemble the parts into the 














CLOSE: A push closes jaws on work (ora 
pull opens). No time-wasting handle 
spinning. Speeds work, reduces operator 
fatigue, saves wear on parts. 








LOCK: Turning handle clock-wise applies 
full pressure conventionally. All the pow- 
er of old-fashioned vises (weighs 58 lbs.). 
It's rugged. It’s revolutionary! 
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|W. A. WHITNEY 


RIVETING 
and 
SETTING 


HAMMERS 





Riveting Hammer 12 oz. 


| 

| 

| 

| 

| 

| 

1 

1 

| 

| 

| 

| 

| 

| 

| 

I 

| @ One piece head and handle 
| prevents breakage and splintering 
| @ Perfect Balance @ Leather Grip 
1 _CAN’T LOOSEN © Sheet Metal 
| Edge cannot damage the handle 
I neck @ Black or polished @ Stock 
these and other W. A. Whitney 
| Products for good returns. 

I 

{ 

| 

| 

| 

| 

1 

| 

| 

1 

‘ 


Setting Hammer 18 oz. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. AIR-REFINED. AIR-TESTED 


pee ert or EES MALLEABLE IRON 


—-UNION'S 


..+ featuring the RECESSED BRASS SEAT 








Universal Pp of Jeff Unions is but one of 
many reasons why it pays distributors to make “Jeffer- 
son” their source of supply. This acceptance applies 
to the entire. complete Jefferson line which includes 
straight through unions, union tees, union ells and 
flange unions . . . in a full range of sizes. 
Both you and your customers will cash 
in on the better performance which has 
been ponsible for the P of 
“Jefferson” with its exclusive Recessed 

Brass Seat. This feature accounts for permanent leak-tightness of 

these unions and for free flow through the fitting. 

Jefferson also offers unions with ground all-iron seats in all types 

and sizes. 





* Hollow Set Screws 


* Socket Head Cap 
Trews 








PRODUCTS 


Smooth running assembly — that’s 
the cry of every plant manager. 
Help him to achieve this by supply- 
ing the screw machine products 
that are made right and that have 
a long record of dependable service 

. « ECONOMY Screw Machine 


aiciommsee § 1m Yorpsonl UNION Co. 
peat over and over again ... no ' y \ \ 
end to the sales possibilities. 671 W. 26th St Btw Work TON: oy 


Full information on request. 


Poe eee TCT CCT CCT TC eC eC CVC 





fwwue! 


+ ECONOMY MACHINE PRODUCTS CO. ; ® Green St., Lockpor 


. 5217 Lawrence Ave. Chicago 30 | 49 Fletcher Ave, Lex 











INDUSTRIAL DISTRIBUTION © JANUARY, 1951 








Your PEORIA CHAIN 


"Peale 


Dealers and distributors deserve a sane, 
sensible factory sales policy. Peoria Mal- 
leable Castings Co. knows this and protects 
your profits on Peoria Chain. Complete line 
of every size malleable iron chain. Write 
today for catalog or order immediately if 
your stocks are low. 














400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ELEVATOR 
BUCKETS 


FT. OF, ALEXANDER STi, PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS \ 
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completed airplane which he 

supplies to the Government 

agency. Such a manufacturer of 

parts is a ‘subcontractor’ and not 

a ‘substitute manufacturer’.” 

Generally speaking, sales by a pro- 
ducer, in the regular course of business, 
of materials and articles to manufac- 
turers holding Government contracts 
subject to the Walsh-Healey Act do 
not bring the producer within the 
scope of the Act. 


Substitute Manufacturer 


A substitute manufacturer is sub- 


ject to the Act. The official interpre- 


tation is as follows: 

“When a contractor holding a 
contract under the Public Con- 
tracts Act for the manufacture 
of materials, supplies, articles, or 
equipment, causes another pe 
to produce all or some of the 
commodities called for by the 
contract, the producer of those 
commodities, not produced by 
the primary contractor, is 
deemed to be a ‘substitute man- 
ufacturer’.” 

In situations where employers pro- 


| ducing the material or performing the 


services that are required on Govern- 
ment contracts, for the contractor 


| holding the contract, where it is the 


regular industry practice for those pro- 


| ducing the materials, supplies, articles 
| or equipment for performing the serv- 
| ices that are required, to do such work 
| themselves rather than have it done 
| by others, those performing the work 
| are considered “substitute manufac- 


turers”. 

When a manufacturer undertakes a 
contract subject to the Act, he assumes 
an obligation to produce the commodi- 


| ties required under the labor standards 
| of the Act, and he may not relieve 


himself of that obligation merely by 
shifting the work to another. This 
does not include the case where it is 
customary for an industry to purchase 


| certain goods and not to manufacture 
| them. 


A very confusing regulation that I 
feel goes beyond the law is when 
a company furnishing supplies to Gov- 


| ernment contractors under purchase 


orders which include the following 
provision, 
“The vendor certifies that work 
and materials furnished pursu- 
ant to this order were performed 
or produced in compliance with 
the provisions of the Walsh- 
Healey Act (Public Act No. 846, 
74th Congress), and that raw 
materials, manufactured articles 
and suppiies were produced or 
derived from sources within the 
United States.” 
In such instance such a supplier 








> 1900 * THE MIRACLE OF. AMERICA *& 1950 < 





Freedom and Frogress 


It’s no stretch of the imagination, rather, robust realism to call our past hal 
century a Miracle—U.S. A.: : 

America has set an amazing record of progress in 50 years— but a moment i 
the history of civilization. A record unequalled by any other political or economi 
system. 

Merely by broad brush strokes, we can all visualize this miracle. Remember th 
crystal set, the hand-cranked car, the biplane? A far cry from our FM radio, teles 
vision, hydro-matic drive and supersonic planes. ‘ 

And here’s another phase of the miracle that went hand-in-hand with these and 
the myriad of intertwined technological advances — ranging from the radio telephon¢ 
and Bakelite to the X-ray tube and teletype . . . and to atomic energy and its un¢ 
told potentialities. ; 


% Since 1900 we have increased our supply of machine power 414 times. 


W% Since 1900 we have more than doubled the output each of us produces for 
every hour we work. 


% Since 1900 we have increased our annual income from less than $2400 per 
household to about $4000 (in dollars of the same purchasing power), yet... 


# Since 1900 we have cut 18 hours from our average work week —equivalent to 
two present average workdays. 


How did we do it? The basic cause for this composite miracle has been the 
release of human energy through FREEDOM, COMPETITION and OPPORTU- 
NITY. And one of the most important results is the fact that more people are able 
to enjoy the products of this free energy than in any other system the world has 
ever known. 


THIS IS THE MIRACLE OF AMERICA . .. it’s only beginning to unfold. 


Published in the public interest by: 


McGraw-Hill Publications 
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For easier sales... 


GORHAM 
M-40-U 
CENTERS 


OFFER A MIGHTY 
FINE PROPOSITION! 


So superior is this alloy that by actual fest it has 
shown results 3 to 10 times better than high 
speed steel and other alloy materials for 
centers. That’s important to YOU. GORHAM 
M-40-U cenfers are in big demand . . . an extra 
profitable item ina profitable line. M-40-U alloy 
is just one more reason for handling GORHAM— 
the line that sells itself. Cash in on its nation- 
wide preference: Choose GORHAM today. 


GORHAM 
TOOL 
COMPANY 


14400 WOODROW WILSON 
DETROIT 3, MICH. 
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is a “substitute manufacturer” within 
the meaning of the rulings and inter- 
pretations. The primary contractor is 
obligated to see to it that work per- 
formed under the contract by the 
substitute manufacturer is performed 
in accordance with the Act. However, 
the stipulations of the Act do not apply 
retroactively. The primary contractor 
is only required to show compliance 
by the substitute manufacturer in the 
performance of work done after the 
receipt of the purchase order or after 
the date the substitute manufacturer 
obtained knowledge that the materials 
to be furnished will be used in con- 
nection with the performance of a 
Government contract. 


Distributor Often Unaffected 


It is my opinion that on most trans- 
actions the mill supply distributor, un- 
less he obtains a Government contract 
directly, is not affected. But where 
you are put on notice with a purchase 
order which includes the above provi- 
sion, then it is advisable to determine 
whether or not it is the regular cus- 
tom, in the industry engaged in the 
manufacturing of the commodities 
called for by the contract, to purchase 
such materials or supplies and not to 
manufacture them. If it is not the 
custom, then you could and probably 
would be considered as, under the 
terms of the Act, acting as agent for 
the manufacturer and vou should pro- 
tect your manufacturer by so advising 
him. 

Where a factory is performing Gov- 
ernment contracts subject to the Pub- 
lic Contracts Act, an employee is 
entitled to one and one-half times his 
regular rate of pay for hours worked 
in excess of eight per day or forty per 
week, whichever will result in the 
greater amount of pay. The Walsh- 
Healey Act is not limited to laborers 
and mechanics out applies also to 
other tvpes of employees 


About Mininnuum Wages 


The Secretery of Labor has the 
authority to escablish minimum wages 
for an industry and the Government 
purchasing officers have the power to 
enforce such administrative wage de- 
terminations without recourse to the 
courts. The minimum wage under 
the Walsh-Healey Act for employees 
engaged in the performance of con- 
tracts with agencies of the United 
States subject to the provisions of the 
Act for the manufacturer’s supply of 
products of the iron and steel industry 
varies from $1.084 per hour in the 
south and southeastern states to $1.23 
per hour which is the established rate 
in the east and most of the mid- 
western states. Special provisions are 
made for sub-minimum wages for bona 








It’s Easier to Sell 
the Sprout-Waldron 


=: “Dlue face’ 


ing pump head 
with mechani- 
cal seal. For installation as integral oo 
part of original equipment. ine 
Sizes 1 to 300 G.P.M., 


pressures up to 300 P.S.I. 








FOR WIDE 
RANGE OF 
JOBS 


Pump Head 

with mechani- 

cal seal. Sizes 

34, to 50 G.P.M; pressures up to 150 
Ibs. P.S.1.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


Pee 


Peeescecessesesesssessssese® 


USED BY OIL INDUSTRY 
For transferring gasoline and oils at 
refineries, bulk stations, tank termin- 
als, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.1. 
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Because of their widespread use and recog- 

nition by American industry, Sprout-Waldron’s 

“Blue Face” Pulleys are fast-moving distributor's items. 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features...or a simple task of 

power transmission—there is a wide selection of “Blue 

W Face” Pulley types and sizes to choose from... with di- 
ameter sizes up to 72” available. 


FOR HYDRAULIC POWER 
Mot6r driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 4 to 300 g.p.m. 
Pressures up to 300 P.S.1. 
et eececcccegcccccceeeseceeoeseeseeee® Write for your copy of Bulletin 33 which contains 
y full information about the profit-building “BI 
\— Send for Catalog Today ro 14 ue 
' prac wel ars on Face” line. Address: Sprout, aldron & Co., 
the entire line of Roper Inc., 3 Waldron Street, Muncy, Penna. 
Rotary Pumps. 


Ask about Roper direc? 
field sales assistance 146-A 


wren we 
unc’: 


SCeoeeeeeccccsosceseseosesesssosseoe® 


etoeseseeceere, 


© POSS OSHOSSSSSSSSSSSSSOSSOEEEEEOSEOS 

GEO. D. ROPER CORP. Sprout-Waldron 
331 Blackhawk Park Avenue Manife Tung Onginect \ 

ROCKFORD, ILLINOIS EE AT 

 anamecmmmemaaies 
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fide apprentices during the first six 
months of their apprenticeship, and 
also for handicapped workers. 

Minimum — now established by 
the Secretary of Laber vary from in- 
dustry to industry. 


War Controls 
I am going to discuss very briefly 
the new war controls, the full effects of 
which every business man of necessity 
is going to feel in the months ahead. 
War controls are now part of the 
law of this land. The Defense Produc- 


| tion Act of 1950 as enacted is far more 
| powerful than reports of Congressional 


debate indicated. The law is strong 


| enough to permit broad regulations, if 
| and when needed. Some restrictive 


amendments were retained mainly in 
regard to price and wage controls. 
The most important provisions of the 


| new law are as follews: 


Material Controls 
The law gives the President broad 


| power to take the following actions: 


1. Require business to take and 
perform Government erders. 

2. Grant priority to all Government 
orders and contracts in production and 


| delivery schedule. 


3. To allocate materials and facili- 


a ° ° . 
ties including consumer items. 


Generally speaking, this is the au- 
thority granted during the last war, 
except the President is not required 


| to find a material which is actually 
| in short supply before he can impose 
| allocations. 


This morning you heard discussion 


| of Defease Orders commonly known 


as “D. O.”. N. P. A. Regulation No. 


| 2 covering priorities has not been fully 


interpreted and is leading to a great 


| deal of conclusion. In fact, various 


associations that have submitted a list 


| of questions to N. P. A. for clarifica- 


tion have not received a clarification. 
Some magazines and newspapers have 


| printed questions and answers but in- 


vestigation indicates that they pre- 
pared such questions and answers 


| without any official approval or sug- 


gestion. 


| Hoarding 


Hoarding under the bill is prohib- 


| ited for both business and consumer. 


Anyone accumulating in excess of 
reasonable needs, either for business, 


| personal, or home use, as well as for 


resale, is subject to severe penalties, 


| including a fine up to $10,000 or im- 
| prisonment. The materials to be af- 
| fected are to be designated by the 
| President. ; 


| Requisition 


The wording of the law provides 
that the President may requisition not 





only military and naval supplies and 
equipment, but any essential civilian | 
item or facility. 
Loans and Credit | 8 ] 
Government loans to aid essential | 
roduction are authorized up to two | , 
bilion. The Federal Reserve is given 
power to regulate consumer credit | GAS 


and Government can — all pri- 


vate real estate credit for new con- | : z 
struction started after August 3, 1950. FURNACES ¢ BURNERS BLOWERS © TORCHES 


Price and Wage Ceilings 
Although net originally requested 
by the President, they were most 
bitterly contested. The compromise, 
as finally enacted, allows the President 
to apply selective price control by a 
three-step program: (1) Enceurage 
voluntary action; (2) impose selective 
price and wage curbs on critical mate- 
rials; and (3) the President could or- 
der total price and wage control if 
necessary. The first step has not 
worked, the second has failed and in 
the near future we will have in my 
opinion full controls. | 
Wages must be controlled when- | No. 120 Hi-Speéd Steel 
ever prices are ceiled with the qualifi- Heet Treating Furnace 
cation that prices and wages do not 
have to be frozen as of the same 


date, nor need the two controls be | 
equally rigid. 

Price control will no doubt resemble | 
O. P. A. The controls could cover 
selling price, rental commission, mar- | 
gin, rate, fee, charge or other allow- 
ance. 


The law directs the President to | 
“give due consideration” in setting | No. 1202 Blower 
price ceilings to three sets of factors: 

1. Prices prevailing between May 24 
and June 24, unless some unusual 


circumstances. 

2. The need to achieve maximum 
production for national defense. This 
provision may be extremely helpful to 
all essential industries. 


3. General changes in costs and 

profits after June 24, 1950. Ne. 25 
Hand Torch No. 60 BCE Concentric No. 20x 

Ring Burner Cress Type Burner 











Wage Contrels 


Wage controls must be instituted 
whenever restrictions are imposed on 
prices. The law itself and indications 
by the Administration indicate that | Push the line that pays hot profits. JOHNSON gas 


wage curbs will be far less rigid than ; : : tei 
duct scullalie Gh dean, “iat toe burning equipment is famous for efficiency and 


speaks of “stabilizing” wages while economy. Steady national advertising in leading 
using the word “ceilings” when speak- trade papers helps you sell. 
ing of prices. 
Whenever ceilings go into effect on 
prices of a trade or industry, all com- 9 
pensation paid to its employees is 
subject to Government regulations. 


ond) sini bet che Sane JOHNSON GAS APPLIANCE CO. 


bonuses and any other remuneration. 588 E AVENUE ’N. W. CEDAR RAPIDS, IOWA 
Only two bases are provided as a ESTABLISHED 1901 


guide for enforcement: (1) compen- 
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YOU'RE THE HERO 


of PYRENE advertising. We don't neglect words and pictures 


designed to help you sell the product, either. Have a look at 
yourself—read what we say about you in this typical advertise- 


ment. It appears (in full 2-column size) in BUSINESS WEEK and a 


long list of industrial and trade publications. It will help soften 
Up your prospects ...so be sure to talk PYRENE on every call! 





PYRI 
PYRI 
PYRE 
PYRE 
PYRE 


Whatever 


r 
hazard 


VAPORIZING LIQUID 
The all-perpose extinguisher 
effective on almost every kind 
of fire. Sate on electrical fires, 





PYRE 
PYRE 
PYRE 
PYRE 
PYRE 


PYRENES 


the 
buy! 


MANUAL AND 
AUTOMATIC SYSTEMS 
fire- ays 
Seng chants! eam 
air foam. For storage tanks, 
dip tanks, loading racks, ete 








PYRE| 





PYRE| 
PYREI 
PYREI 
PYRE? 
PYRED 
PYRER 
PYREN 
PYREN 
PYREN 
PYREN 


AIR FOAM 


Tuere’s a Pyrene® for g 
every fire hazard...and 
there are PyRENE job- ? 
bers in all principal 
cities. You can order all 
your extinguisher needs } 
—the reliable, prompt, * 
economical, easy way— 
from one local establish- 5 
ment. You candoiton a 
one purchase order. You 





CARTRIDGE- 
OPERATED 
Elminates annual recharging 
For fires in wood, paper, tex 
tiles. water of anti- 
freeze solution. 2% gal. suze 








Aiso Soda Acid. Tank, 
Chemical ety other 
ishers. 





get i d delivery ' 
by the jobber, and you 
don’t have to pay freight 
charges from the factory. 
The name PyYrene . 
stands for precision- 
made, time-tested prod- 
ucts. Your fire extin- 
guishers can mean the 
difference between a 
moment's excitement 
and a burned-out plant. 
Don’t settle for less than 
Pyrene quality! Write 
for name of your local 


Pyrene jobber. 


#T.M. Reg. U.S. Pat. OF 





PYRENE MANUFACTURING COMPANY 


Newark 8, N.J. 


PY REN 5281 Beimont Ave. 


Affiliated with C-O-Twe Fire Equipment Ceo. 





ENE 
ENE 
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ENE 
ENE 
ENE 
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ENE 
ENE 
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sation paid between May 24 and June 
24, 1950 is set as a floor below which 
no maximums may be established; and 
(2) stabilization rules on wages and 
salaries must conform to all existing 
laws such as the Fair Labor Standards 
Act and the Labor Management Re- 
lations Act. 

It is a public seeret that at the re- 
cent dinner given at the White House 
by the President for labor leaders, 
there was some sort of assurance given 
that wage controls would not go on 
until an opportunity had been given 
to the unions to obtain increases. 
Most authorities feel that there will 
be some kind of a wage freeze around 
the first of the year. 

I would recommend that all em- 
ployers prepare a memorandum of 
wage schedules showing all job classi- 
fications, together with wage ranges 


| so that if a wage freeze does take effect 


they will have a historical background 
to allow some flexibility. 





OBITUARIES 





Julius S. Holl, 


Link-Belt Co. 


Julius S. Holl, advertising manager 
of Link-Belt Co. for almost 40 years, 
died in Chicago on Oct. 24. 

He joined the Link-Belt advertising 


department in March 1911 and was 
| made advertising manager at Philadel- 


phia. 

He had an active hand in the de- 
velopment of the Engineering Adver- 
tisers Association of Chicago, (now 
CIAA), to which he was elected presi- 
dent in 1920; and also helped to or- 


| ganize the National Industrial Adver- 
| tisers. As vice-president of the group, 


he conducted a three-day industrial 


| advertising session and exhibit that 
| NIAA held in London, England in 


1924. 


| Robert R. Brown, 
| Staten Island Supply Co. 


Robert R. Brown, president of the 


| Staten Island Supply Co. at 130 Bay 


St., St. George, died on Nov. 1 at his 


| home after a brief illness. His age was 
62 


Born in Washington County, Pa., 
Mr. Brown was graduated from West- 
minster College, at New Willington, 
Pa. He served in the Army in France 
as a lieutenant. ‘ 

Surviving are his widow, two sons, 
a daughter, three sisters and two 
brothers. 








August R. Maier 


August R. Maier, 
Oil Well Supply Co. 


August R. Maier, 49, director of en- 
gineering of the Oil Well Supply Co. 
died of a heart attack on Oct. 27 while 
playing golf. 

Mr. Maier was well-known in the 
oil field machinery and equipment 
business. He joined the “Oilwell” or- 
ganization in 1930 at what is now the 
Wilson-Snyder Division plant at Brad- 
dock, Pa. In 1932, he was transferred 
to the headquarters office in Dallas as 
assistant chief engineer, the position 
he held until he was made chief engi- 
neer in 1936. His headquarters were 
then moved in 1941 to the principal 
plant of the company in Oil City, Pa., 
and in January, 1948, he was ap- 
pointed director of engineering and 
company patent officer, returning to 
Dallas. 

Mr. Maier was a member of the 
American Society of Mechanical Engi- 
neers, Dallas Engineers Club and 
American Petroleum Institute. 

Surviving are his wife, a daughter, 
his mother and a sister. 


Patrick F. King, 
The Stanley Works 


Patrick F. King, 68, a director and 
former vice-president of the Stanley 
Works and one of New Britain, 
Conn.’s most prominent citizens, died 
on Oct. 27. 

A native and life-long resident of 
New Britain, Mr. King had just com- 
pleted 50 years of service with the 
company. Although he ended his ac- 
tive connection with the factory in 
March, when he retired from the post 
of vice-president in charge of the firm’s 
hardware division, he continued as a 
director of the company. 


He started to work for the Stanley | 








Socket Set Screws 

New precision- 
ground threads on 
“Blue Devil’ socket 
set screws assure fin- 
est, super-smooth 
finish. fer because 
they’re recessed—es- 
pecially when used on 
collars, hubs, pulleys. 


Socket Pipe Plugs 
Safer and stronger 
than common malle- 
able iron pipe plugs. 

eads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


6500 AVONDALE AVENUE e@ 
New York Office—11 Park Place 


Socket Cap Screws 
Sturdy, cold formed 
head — continuous 
fibre structure. 

Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 


Socket Stripper Bolts 
—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 

Socket Screw Keys 
In all sizes—short or 
long arm series. 


catalo 


socket screw 
styles and sizes. 
indexed. 


W 


Set Screw Point Styles 
e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half Dog Point 
Full Dog Point avail- 
able on special order 


of “Blue Devil” 
ucts—lists prices, 


ell illustrated, thumb 


CHICAGO 31, ILL. 


Wiest Coast Warehouse—2022 E. 7th St., Los Angeles 
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KLEINS 


THE PLIERS 





Good Workmen 


PREFER 





tens 


Good workmen know that the quality of the work they do 
depends in no small measure upon the quality of the tools 
they use. Kleins were made for men who know and appre- 
ciate the finest in pliers. The highest quality drop forgings 
—the most careful tempering throughout—the individual 
testing and inspection of every pair—the carefully honed 
knives—all add up to pliers that last longer, do the job better. 
Klein Pliers are made in a wide variety of styles and 
sizes to suit every job. Be sure you have a representative 
selection of these famous tools in stock to care for your 
customers who appreciate and want the best in pliers. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., 
New York 


The Klein Pocket Tool Guide 
shows the many sizes and types of 
Klein Pliers and contains valu- 
able information on other Klein 
products. A copy will be sent with- 
out obligation. Since 1857 


~Lremnenaa 


ee 


WETICE KL | 


32po0 BELMONT AVENUE, |ICHICAGO 18 2 eS, Bek ee) 
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Works in October 1900, at the age of 
18, as a trucker in the shipping room. 
He was promoted to the invoice de- 
partment as a clerk, and in 1907 be- 
came head of that department. Dur- 
ing the next 10 years he took over 
additional duties involving freight, 
traffic and sales correspondence. Suc- 
cessively, he was appointed sales man- 
ager of the firm’s cabinet hardware 
line; assistant secretary of the com- 
pany; sales manager of the hardware 
division; vice-president in charge of 
hardware sales; vice-president in 
charge of the hardware division of 
the company and a director of the 
Stanley Works in March 1945. 
Surviving are his wife, two daugh- 
ters, a son and five grandchildren. 


Lewis John Firth, 
Firth Sterling President 


Lewis John Firth, who died on 
Nov. 3 in Pittsburgh after a prolonged 
illness, was among the last of a group 
of steel makers who pioneered the tool 
steel industry in this country. 

Born in England in 1858, at the 
age of 16 he entered the employ of 
Thos. Firth & Sons, Ltd., of Sheffield, 
a business founded by his grandfather 
in 1840. In 1881 he became a direc- 
tor of Firth’s and later joint manag- 
ing director. 

Under Mr. Firth’s guidance, the 
new Firth Sterling Co., which took 
over Sterling Steel Co. of McKeesport, 
Pa. in 1897 ‘“‘to make Sheffield steel 
in America,” was one of the first 
makers of h/s steel; the first in the 
Pittsburgh area to adopt the electric 
furnace in place of crucible melting; 
made the first stainless steel in this 
country; installed the first electric in- 
duction furnace used in a tool steel 
mill and more recently added the man- 
ufacture of tungsten carbide to the 
company’s line. 

As an industrial pioneer he was as- 
sociated with the formation of many 


Lewis John Firth 








companies in the fine steel business. 


Among them was the founding of the | 
Latrobe Electric Steel Co.; the Amer- | 
ican Stainless Steel Co.; the Washing- | 


ton Steel & Ordnance Co.; and the 


Wolf Tongue Mining Co. of Colo- | 


rado. He shared in the early develop- 
ment of co 
Pittsburgh Cold Rolled Steel Co. and 
in the first use of centerless grinding 
at the Globe Wire Co., which later 
became a division of Firth Sterling. 
Mr. Firth remained president of 


Firth Sterling until 1937, when he | 
was succeeded by his son, L. Gerald | 
Firth. He then became chairman of | 


the board of directors until 1944, 


when at the age of 86 he retired from | 


active business. 


Bennet Bronson, 
Scovill Mfg. Co. 


Bennet Bronson, 62, vice president 


of the Scovill Mfg. Co., brass and cop- 
per firm of Waterbury, Conn. died 
on Nov. 23. 


Mr. Bronson had been associated | 
with the Scovill company and the | 


Oakville Division of Scovill for many 


years. He was a major in World War | 


I and a colonel in World War II. 


Born in Waterbury, he was a mem- | 
ber of the board of directors of Water- | 


bury Hospital, a member of the Water- 
bury Foundation and director of the 
Colonial Trust Co. 
Yale University, Class of ’09, he was 


a member of the Yale Club in New 


York. 


Surviving are his wife and a son. 


John Henry Howarth, Sr. 
Georgia Supply Executive 
John Henry Howarth, Sr. vice pres- 
ident of the Georgia Supply Co., died 
on Nov. 22. 
A native of Savannah, he served as 


a lieutenant in the Chatham Artillery | 
during World War I, and was a mem- | 
ber of the American Legion Post 36. | 

He was a member of the Rotary | 


Club, Elks Lodge 183, Savannah Golf 
Club, Oglethorpe Club and Country 
Club of Savannah. 


Edgar E. Wallace, 
E. E. Wallace Partner 


Edgar E. Wallace 65, senior pest. | 
ner of E. E. Wallace & Son, indus- 
trial equipment concern of Buffalo, 
N. Y. died on Oct. 26. 

Mr. Wallace went to Buffalo in 
1920 from Boston and. organized his 
company the same year. 

He is survived by his wife and a 
son. 


r clad steel in the | 








BIG IDEAL CAMPAIGN STARTS 
CASH IN ON INDUSTRY'S SPEED- 
UP!... MILLIONS OF ADVERTISING 
MESSAGES HELP YOU SELL MORE! 





@ Month after month, millions of times a year, 


A graduate of | 


Wars 


y= 


your customers see IDEAL advertising . . . in the 
leading industrial magazines they read and through 
IDEAL’S huge direct mail program. They know 
IDEAL and how IDEAL products help them do 
better job at lower cost. This hard-hitting, con 
tinuous campaign works for you two ways: It mak 
your selling job easier and faster. In addition, every” 
order and inquiry received by IDEAL is channell 
through IDEAL Distributors—and they add up t 
hundreds every month! . . . 1951 will be a banner 
profit year for IDEAL Distributors who cash ia 
aggressively on the IDEAL sales that are theirs for 





“Wire-Nuts” — the patent- 

ed*, solderless, tapeless 
wire connectors—have been the con- 
tractor’s and industry’s standard for 
over 26 years. Wiring tools include: 
B-X cable cutters — voltage testers— 
fish tape, reels and pullers—fuse re- 
ducers—fuse clip clamps—test lites— 
fuse pullers—cable rippers—joist bor- 
ers—wire skinners. 


*Pat. No. 1,933,555 
@ THERMO-GRIPS ® 


Resistance heating prin- 

ciple soldering tools that 

make difficult soldering 

jobs in production or main- 

\ tenance easy. Sizes for 
. every job. 


@ WIRE STRIPPERS 


Production: Brush — foot- 
operated — bench—rotary 
and lever types. Also fa- 
mous “Stripmaster” hand 
type. 


the taking. Right now, determine to get your share 
he of this liberal mark-up business. 
“WIRE-NUTS” ® 
and WIRING TOOLS i 


IDEAL INDUSTRIES Inc., Sycamore, 
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@ CLEANERS 
Hand-type vacuum 
cleaner — sprayers — 
blowers — dryers — pop- 
corn blowers — curry 
combs. All- purposé 

tank-type cleaners for indus 
trial cleaning, scrap-collec 
tion, water pick-up. 


@ MOTOR MAINTENANCE 
EQUIPMENT 
Commutator and slip ring re- 
surfacers—commutator clean- 
ers—brush seaters— precision 
grinders — mica undercutters 
— commutator saws — coil 
winder drives and heads—in- 
sulation testers—growlers. 


@ MACHINERY PRODUCTS 
Live centers to speed and im- 
prove lathe output — electric 
etchers — dust collectors — 
tachometers — demagnetizers. 


Sold Through America's 
Leading Distributors 


Illinois 








+ Available from 
leading Indus- 
triel Suppliers. 


Ce’. New 
JAW-HEAD 
Rawhide 

HAM MER 


You'll find C/R’s Jaw-Head hammer 
rugged enough for the toughest striking 
operation. Yet it’s extremely gentle to 
fine finishes and delicate machine 
parts. That's because C/R replaceable 
rawhide faces are made from tightly- 
coiled, resilient water buffalo hide... 
the material that can't be beat for 
shock absorption, durability and protec- 
tion. And they're so easy to replace 

. just loosen a nut, change to new 
rawhide faces, tighten nut and the ham- 
mer’s ready for use. Exclusive Safety- 
Flare grip handle prevents slipping. 
For the Jest in “soft” striking tools, get 
the C/R Jaw-Head Rawhide hammer! 


bl @ Out with the old face — in with the new! 








To tighten nut, use 


Change to new C/R 
wrench for best results. 


Rawhide faces. 


To release jaws, 
loosen this nut. 


@ Other C/R striking tools: Rawhide Mallets, 
Rawhide Mauls, Solid Head Rawhide Hammers. 


For further information, please write to Dept. 05 


MFG.CO. 


Ap 22) Illinois 


CH waco 


ge Rowhide mallets « hammers are stockec stributed 


anada by Super Oil Seal Manufacturing Co, ltd, Hamilton, Ontar 
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Sales 
Maker! 


You'll find the new “Series 700” 
‘Load Lifter’ Electric Hoist a sales 
maker for you when talking to a 
praspect with a tough lifting job 
share a vital link in his maintaining 

production —a job that 
d ds dependability in the hoist 
that lifts the products he manvufac- 
tures. 








The new “Series 700" ‘Load Lifter’ 
possesses the same rugged strength 
as the original. It will give the same 
dependable service day after day and 
all day long while demanding no 
more attention. It retains all the out- 
standing features of the old ‘Load 
Lifter’ such as one-point lubrication 
and two-gear reduction drive while 
adding such features as push-button 
control with only 24 volts at the but- 
ton for greater safety; a magnetically 
operated motor brake that never 
needs adjusting; helical gearings for 
longer life and smoother operation; 
ball bearings throughout; no exposed 
wiring anywhere—all features 
which make it possible for you to 
assure your prospect that this new 
‘Load Lifter’ will do his lifting with 
the utmost economy, the least 
trouble, and the greatest efficiency. 


Bulletin No. 399 will give you added 
details to help you sell the new 
“Series 700" ‘Load Lifter Electric Hoist. 


LOAD LIFTER’ 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Bul? ers of *“Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties, Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 








Herbert S. Ramsdell 
Head of Worcester Firm 


Herbert Sumner Ramsdell, 73, presi- 
dent of the former Duncan-Goodell 
Co., and for the last 15 years president 
of Ramsdell Industrial Supply Co. in 
Worcester, Mass., died at his home 
on Dec. 4. 

He was born in Worcester. At the 
age of 16 he started with Duncan- 
Goodell and worked his way up to 
become its president for the last three 
years of its existence. The hardware 
company was located at Commercial 
and Mechanics Sts. It was dissolved 
in 1934 in its 104th year. 

The following year, Mr. Ramsdell 
founded the industrial supply company 
which bears his name. 

He is survived by a daughter, a son, 
a brother and three grandchildren. 


W. S. Pierce Jr., 
Ball-Bearing Firm Founder 


Winslow Shelby Pierce Jr., of Bay- 
ville, L. I. founder of the Split Ball- 
Bearing Corp. at Lebanon, N. H. and 
of the Miniature Precision Bearing 
Corp. at Keene, N. Y., died on Oct. 5 
at his home after an illness of four 
months. He was 56 years old. 

Mr. Pierce, an inventor of note, 
developed methods for the precision 
manufacture of bearings and made 
possible the production of ball-bear- 
ings so small they could be used on 
the balance wheel of a watch. Bear- 
ings of the type were widely used in 
precision instruments during the 
Second World War. 

Surviving are his widow, five chil- 
dren and two sisters. 


Charles H. Richards 
The American Pulley Co. 


Charles H. Richards, manager of the 
customer service section of The Amer- 
ican Pulley Co., Philadelphia, Pa. died 
on Nov. 5. 

Emanuel Durlacher has been ap- 
pointed manager of the section, to suc- 
ceed Mr. Richards. Prior to his new 
appointment, Mr. Durlacher was as- 
sistant to the Materials Handling Di- 
vision manager. 


Henry G. Ostertag, 
Enos & Sanderson Co. 


Henry G. Ostertag, 74, sales mana- 
ger and chief of steel purchasing for 
the Enos & Sanderson Co., Buffalo, 
N. Y., died on Nov. 5 after a brief 
illness. 

Mr. Ostertag started work as: a 
stock clerk in 1895 for the company, 
which was founded by his father-in- 
law, Charles H. Sanderson. 





Discover How “ 


er0- Seal. 


HOSE CLAMPS 


~z aN 
Can Make You 
LS 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


WORM 
DRIVE 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
‘the clamp-end engages with the 
worm. No loose parts to drop. 


» 
~ « UNIFORM 
CLAMPING 


é s 
t 

True tangential toke-up and curved 

saddie form provide absolutely uni- 

form clamping action around 360°, 

leak-proof, ideal for thin-walled tubes. 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: 





COMPANY 





ADIDRESS 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newe N. J 
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City & STATE 


Please send free sample by 
return mail without obligation. 














Available in two sizes, 
6” and 12” throat depth 


Now holes of various shapes and as large as 4” diameter can be 
punched in 16 gauge steel—also blank, draw, emboss, form—all 
with the new DI-ACRO Punch. It is ideal for both experimental 
and production work. 

The precision ground triangular ram of this double purpose 
press prevents punch head from turning, assuring perfect align- 
ment at all times for accuracy in duplicated parts. 

» A Turret Stripper of exclusive DI-ACRO design automatically 

strips material from punches of all shapes. Roller Bearing cam 
action develops 4-ton pressure with minimum effort. Adjustable 
gauges assure exact location of holes. 


Send for “DIE-LESS DUPLICATING” Cazaleg 


Gives the full story of the DI-ACRO Punch, and also DI-ACRO Benders, Brakes, 
Shears, Rod Parters, Notchers, as well as the new DI-ACRO Vari-O-Speed 
Powershear and Hyd ra-Power Bender. Write for 40 page catalog and cemplete 
dealer infermatior 





DI-ACRO is pronounced “DIE-ACK-RO” 


Ea! aX. ONEIL-IRWIN me6. co. 


tess can 312 EIGHTH AVENUE ¢ LAKE CITY, MINN. 





YOU CAN’T BEAT 


VIKING’S 
COMPLETE LINE OF 


ROTARY PUMPS 





“In all my experience of buying rotary pumps, I 
never saw the equal of the range in size and style 
of Viking pumps. No matter what I need, there 
seems to be a V iking built just for that purpose. 
So says one man looking for the answer to his 
rotary pump problems. 


Don’t forget, the next time you need rotary 
pumps, see Viking first. Check the complete line. 


= ll 


VIKING For a_ good 
start, ask for 
AN HONORED NAME free bulletin 
IN PUMPING |]! 51SMM today. 


aVi ki Pump Company 
i Tite | oe, Falls, lowa 
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Manfred M. Fuhrer, 
Federal Hardware Head 


Manfred M. Fuhrer, 69, president 
of the Federal Hardware Corp. 53 
Park Place, New York City, died on 
Dec. 4 at his home. 

For 17 years he was with the Inter- 
borough Rapid Transit Co. as pur- 
chasing agent and later as assistant to 
the vice-president. 

Born in Mount Vernon, Ind., Mr. 
Fuhrer attended Notre Dame Univer- 
sity and came to New York in 1904. 

His wife survives him. 








NEW LINES 
taken on by 
DISTRIBUTORS 








Distributors recently appointed by The 
Whiton Machine Co., to represent 
them in their respective areas, in- 
clude: 


e Allen Steel & Supply Co. 
Fort Wayne, Ind. 


e Peoria Tool & Eng. Co. 
Peoria, Ill. 


e E. L. Essley Machine Co. 
Chicago, Il. 


e Bond Supply Co. 
Kalamazoo, Mich. 


@ Oatis Machinery Co. 
Indianapolis, Ind. 


e Anderson Machine Tool Co. 
St. Paul, Minn. 


e Martin & Prestegaard Co. 
Minneapolis, Minn. 


e Sterling Products Co. 
Chicago, Il. 


@ Colcord-Wright Mach. & Supply 
St. Louis, Mo. 


The Cambridge Wire Cloth Co. an- 
nounces the appointment of the fol- 
lowing additional distributors for 
its line of Gripper woven wire slings: 


e Stanley E. Morris Co. 
Los Angeles, Calif. 


e M. L. Foss, Inc. 
Denver, Colo. 








e Lindquist Hardware Co. 
Bridgeport, Conn. 


© Georgia Supply Co. 
Savannah, Ga. 


e Fort Wayne Co. 
Fort Wayne, Ind. 


e Brown-Wales Co. 
€ambridge, Mass. 


e W. F. Jud Co. 
St. Louis, Mo. 


© Wharton L. Peters Mach. Co. | Because You Can Use Them 
St. Louis, Mo. | 


e@ Herr & Co., Inc. | OVER AND OVER AGAIN! 


Lancaster, Pa. 


¢ McJunkin Supply Co. 
Charleston, West Va. 


¢ Tormont Equip. & Sup. 
Montreal, Can. 


e Acme Materials Handling Ltd. 
Toronto, Ont., Can. 


Lincoln Supply Co., Providence, R. I. | 
has taken on the Adel line of hy- 
draulic pumps. 


Stacy Supply Co., Springfield, Mass., 
has taken on exclusive distribution | 
in western Massachusetts for the 
complete line of gears manufactured 
by the American Stock Gear divi- 
sion of Perfection Gear Co.; as well : 
as the complete line of Whiting This True Ball Joint Makes the Difference 
Corp. hoists, covering the western 
Massachusetts territory. 


A-1 Industrial Equipment Co. of Phil- Both the bronze seats in a Dart union are 
adelphia, Pa. has been named ex- | _— precision ground to form a true ball joint. As a result, a 
clusive distributor for eastern Penn- ; . . : oe : 
sylvania and southern New Jersey Dart tightens easily — gives a drop tight joint without 
of products of The Market Forge excessive wrenching. Seats stay unmarred — ready for 
Co., Materials Handling Division. : : 

use again and again. 

Distributors recently appointed by | 

Durkee-Atwood to represent them in 


What’s more, they’re protected by a body 
their respective areas include: | and nut of practically indestructible air refined, high-test 
malleable iron — another long-life feature. 


e Reilly Bros. & Raub 
Lancaster, Pa. 
Because they are made stronger, e 
e B. L. Montague Co. better, Darts will build customer Ry 
Sumter, S. C. goodwill for you. =S 
eH. W. Weimer Co. | = 
Milwaukee, Wis. 


E. M. DART MFG. CO. 
Union Supply Co. of Denver, Colo. | Providence 5, Rhode Island 
has been appointed a district sales 


office for Chain Belt Co. of Mil- | 


waukee. 
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WIPINnG 
CLOTHS 


e STERILE DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents, You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels te Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for. . . your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


SOFT e 

















MOTOR DRIVEN 


PRESSURE 
BLOWERS 


THREE SIZES 
Ys, a, 1 HP. 


READY TO RUN—IMMEDIATE DELIVERY! 


| Following are distributors recently ap- 


| 


Distributors 





pointed to serve the Buffalo Fire 
Appliance Corp. in their respective 
areas. 


e Malcolm Mfg. & Supply Co. 
Abilene, Texas 


e Lufkin Foundry & Machine Co. 
Lufkin, Texas 


e Amarillo Hdwe Co. 
Amarillo, Texas 


e W. J. Riley Supply Co. 
Monroe, La. 


e Kirk-Wiklund 
Kansas City, Mo. 


© Nelson Machinery Co. 
Green Bay, Wis. 


e E. Garnish & Sons Hdwe. Co. 
Ashland, Wis. 


e Dietz Industrial Supply 
Aurora, Ill. 


@ Speck-Marshall Co. 
Pittsburgh, Pa. 


e Wm. E. Moore Co. 
Syracuse, N. Y. 


e Devlin Supply Co. 
Winston-Salem, N. C. 


e Logan Mach. & Electric Co. 
Logan, W. Va. 


e Athens Hdwe. Co. 
Athens, Tenn. 


¢ Republic Supply Co. of Calif. 
Los Angeles, Calif. 


e Union Hardware & Supply Co. 
Los Angeles, Calif. 


recently appointed to 
handle products of Allis-Chalmers 
Co. include the following: 


e Ernest Equip. & Supply Co. 
Lexington, Ky. 





CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 

or exhausting. Universal as to tion and di Direction of discharge may be 

changed to any of eight 45 degree positi 3 Housi base, support, and impeller 
are constructed of cast aluminum “alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 


@ Powered by siandard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, %, ¥2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42" to 6”. 


WRITE TODAY FOR LITERATURE 


sullon Yunjaddring (ow 


112 W. WILSON AVENUE NORFOLK,” VIRGINIA 


e Arrow Elec. Construction Co. 
Shreveport, La. 








e Electrical Machy. & Repair Co. 
Beaumont, Texas. 


e Apparatus Repair Co. 
Philadelphia, Pa. 


@ Over & Conrad 
Pittsburgh, Pa. 


n 
furnaces. 
font to . cooling § 


drying PY" 


© Peabody Elec. Motor Service 
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Peabody, Mass. 
e Diamond Elec. Motor Repair 
Salt Lake City. 


e Southern Elec., Inc. 


Hammond, Ind. 


York City, has been appointed dis- 
tributor of Ahlberg Bearing Co.’s 


You'll Drill’for Bigger Sales 
and Profits with These Tools 


Carter, Milchman & Frank, Inc., New | 


pillow blocks and ball pee a and | 


the line of Hallowell stee 


shop | 


equipment manufactured by Stand- | 


ard Pressed Steel Co. 


The following distributors have been 
appointed to handle Gripper woven 
wire slings manufactured by Cam- 
bridge Wire Cloth Co. 


e City Wire & Iron Works 
Los Angeles, Calif. 


e Plant Equipment Co. 
Denver, Colo. 


e Cameron & Barkley Co. 
Miami, Fla. 


e The Borne Co. 
Covington, Ky. 


e@ Robert L. Schmitt Co 
Louisville, Ky. 


e Tool Supply Co. 
Detroit, Mich. 


e Rapids Handling Equip. Co. 
Buffalo, N. Y. 


e Mahoning Valley Supply Co. 
Youngstown, Ohio. 


e Hays Supply Co. 
Memphis, Tenn. 


e Industrial Supply Co. Inc. 
Salt Lake City, Utah. 


e National Equipment Co. 
Salt Lake City, Utah. 


The Mau-Sherwood Supply Co. has 
been appointed exclusive sales dis- 


tributors in northeastern Ohio for | 


Nu-Rail slip on pipe fittings, made 
by The Hollaender Mfg. Co. 


The following new distributors have | 


been appointed to 
American power transmission equip- 


handle — the | 


ment manufactured by The Ameri- | 


can Pulley Co: 


eH. T. Lambright 
Rochester, N. Y. 


eM & F Supplies, Inc., 
Charleston, W. Va. 


| 
| 


Three 2” 
S, 


Electric Drills 
now in big demand for 
unmatched performance 
in specialized applications 


BF - 312 — 550 r.p.m. 
$3950 

S - 412 — 450 r.p.m. 
$445° 


S - 212 — 150 r.p.m. 
$4950 


Uniform in size, housings, 
and 6 lbs. 8 oz. wt. 


BF-312 . - - Maintenance Man's Favorite 


With its 1/3 HP Milwaukee-built motor, this 1/2” drill is unequalled in 

wer at its price. Thousands used for plant maintenance. Capacity for 
aie in wood, 1-1/2”, Every customer is a prospect for BF-312. Re- 
movable all-position side handle, Jacobs 3-jaw geared chuck, ball and roll- 
er bearings and die-cast housings are standard with all three of these tools. 


§-412 . . . for Drilling Concrete, Masonry 

For carbide-tip drilling, this tool’s 1/3 HP Milwaukee-built motor and 
triple gear train provide the high torque that assures time-saving speed 
and accuracy in masonry and concrete. When used with our “2-speed- 
Right-Angle-Drive’’ attachment ($24.50 additional), its capacity for 
boring in wood with expansive bits or holesaws is 3”. Ask us about 
the Milwaukee “TRI-SPEED 412 KIT”. 


§-212 . . . for HIGHEST-TORQUE Requirements 

This is America’s slowest-speed, lightweight drill — built especially for 
carbide-tip work in tile and ceramics. When used with our “2-speed- 
Right-Angle-Drive” attachment, its 150 r.p.m. speed can be increased 
to 225 r.p.m., or reduced to 100 r.p.m. 


Milwauper 


QUALITY TOOLS 


Write for our Sales Plan 
You'll increase your sales and 
profits with this “Little Giant” 
series of Milwaukee Quality 
Tools. Address — 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 WEST STATE STREET 
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MILWAUKEE 8, WISCONSIN 
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KELLER sscx saws GOOD 
KELLER for RY 447A) 


EVERY 
NOLAN CAR 
HACK SAW JOB! 
DOOR OPENER 


Every plant with a rail 
siding should have at 


EASY TO SELL thie least one. Saves time 
the COMPLETE line . . . a. nop ge om 
Ne. 3C Wet Cut Whenever a power hack saw is needed think of the KELLER ponies Ps y+ i tage. 
with Automatic Litt complete line first. KELLER has a fast selling line of 8 power i oa... pw 
hack saws awaiting for you to name the job. They are built with a Nolan Car Door 

for power, speed, economy and satisfied customers. Opener. Thousands have 

You'll get prompt service on any of the long line of KELLER been sold and used with 

POWER HACK SAWS. oo _—— — 
WRITE TODAY FOR DEALERS’ Good anaes 4 a6 


DISCOUNTS and COMPLETE DETAILS. 
with ‘Automatic Litt NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving LOAD CHAIN 








TAK CHAIN 


3 ton (5 ton with sheave block), 15 ft. load 
2347 UNIVERSITY AVENUE | chain, 314 fe. tail chain with release block. 
ST. PAUL”4, MINNESOTA ¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Pullen 








BELT | 
FASTENERS 
and 
RiP PLATES Pays for itself on its first few jobs. Pulls 


gears, wheeis and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 

FOR HEAVY (formerly LOCKING CAM 
| Anchor Rerailers) 
CONVEYOR | Highly efficient 
- ene cars 

nd loc 

AND back on mere 
Railroads and in- 


ELEVATOR dustries are big PATENT 


users. NO1468102 


BELTS OF | NOLAN TRACK BRACES 
(formerly Anchor Track 6ra.es) 


ANY WIDTH Holds railway tracks 


to desired gauge 
. where service is 
. . Z severe.Can 
%& FLEXCO Fasteners make tight butt joints of be used 
great strength and durability. — } png 
%& Trough naturally, operate smoothly through — —— | quick, j 
take-up pulleys. easy, low 
% Distribute pull or tension uniformly. : 7 ee 
Made of Steel, "M 1,” “E ” = : § All Nolan products are 
* “Proma!” pace an as verdur.” Also : > —, _— of Se Sates grade ma- 
. . i : Ss terials. Orders are led prompt d 
%& FLEXCO Rip Plates are for bridging soft , ee efficiently with your shipping and billing 
spots and FLEXCO Fasteners for patching or Compression Grip distributes instructions carefully followed. Write for 
joining clean straight rips. strain over whole plate area free catalogs and price sheets. 


Order From Your Supply House. Ask for Bulletin F-100 THE NOLAN COMPANY 


. s (Formerly The Mining Safety Device Co. 
FLEXIBLE STEEL LACING €0O., 4633 Lexington St., Chicago 44, Ill. | WS PENNSYLVANIA STREET « SOWERsTONL OHIO 
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@ Materials Hand. Equip. Co. 
Housten, Texas 


e McKown Sales Co. 
Huntington, W. Va. 


e Mid-State Machinery Co. 
Decatur, II]. 


e Mullenax Supply Co. 
Wichita, Kan. 


e Nook & O'Neill, Inc. 
Cleveland, Ohio. 


@ Pacific & Western Ind. Supply 
Grand Junction, Colo 


eS. Riekes & Sons 
San Antonio, Texas. 


@ Roll Rite Corp. 
Oakland, Calif. 


e Tennessee Mach. Co. 
Nashville, Tenn. 


e United Sales Co. 
Springfield, Mass. 


e Washington Equipment Co. 
Chicago, II]. 


e Washington Hdwe Co. 
Taeoma, Wash. 


e Wrenn Brothers 
Charlotte, N. C. 


e Yaeger Truck Exchange 
Los Angeles, Calif. 





The Buyer Looks 


at Business 


Composite Opinion of Purchasing 





Agents Who Comprise the N.A.P.A. 


Business Survey Committee. 
Purchasing Executives report No- 
vember business, though running high, 


continues to show the trend of new | 


orders declining at about the same 


rate as in October. Future commit- | 
substantial, | 
with 48% maintaining previous order | 


ment bookings remain 
position, 35% showing increases dur- 
ing the month. 
duction materialsk—71%, 


90 days; 


29%, 4 months and over—industrial | 
business should be good through the | 


first quarter of 1951 if not hampered 
by further government restrictions on 
the use of critical materials. 





Viewed from the | 
extended purchasing policy for pro- | 


we know 
how 

other 
distributors 
are 


doing it 


Bristol ads 
appearing in: 
TLL 
Factory, 
MACHINERY, 
ELECTRICAL 
MANUFACTURING, 
Propuct ENGINEERING, 
Macuine Desicn, 
INDUSTRIAL 
EQuIPMENT 
News and Propuct 

DBSIGN 
DEVELOPMENT 


Only With Bristol Can 

You Sell the RIGHT 

Socket Screw for 
Every Application 
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MAKE MORE MONEY 
ON SOCKET SCREWS? 
































profit. In the first place, Bristol’s 
100% distributor policy means full profit 
on all the business to be had. 


Volume. Second, there’s more socket 
screw business to be had because Bris- 
tol’s line is complete—choice of hex or 
multiple-spline . . . cap or set . . . sizes 
from No. 4 wire to 1 in. diam. 


selling. Third, your salesmen get the 
most out of their sales opportunities. A 
“correspondence course”’ that’s as pain- 
less as it is effective shows them how to 
create new socket screw business and 
how to turn it into Bristol business. 


Customers. Fourth, your market is 
kindly disposed toward Bristol because 
of Bristol’s advertising in magazines 
and direct mail. Offer of free sample 
brings leads for your salesmen. 


A Bristol representative will tell you more about our 
100 % distributor policy . . . profit structure . . . pro- 
motion plans. Send the coupon to THE BRISTOL 
Company, Mill Supply Division, 126 Bristol Road, 
Waterbury 91, Connecticut. 


Multiple-Spline and Hex Socket Screws . . . Cap and Set 


BRISTOL’S 


SOCKET SCREWS 


Sam Lyons, Sales Manager, Mill Supply Division 
The Bristol Company 
Waterbury 91, Connecticut. 

Yes, we would be interested to talk with you 
about your socket screw franchise. 


NAME 


COMPANY. . 


ADDRESS.... 


CITY 


. -TITLE.. 


3 





4 TON 


STANDARD 
MODEL 


Other Models Available 


Write for free 
circulars. 


PUNCH PRESSES 


nchmaster ano muss 


2952 West Pico Boulevard, Los Angeles 6, California 











CALDER be the Dresser Line 


for Bigger Profits... Easier Sales 
RN \ x 2 eX % “XK \\) \ ; \\ ‘ \ \ 


BUILT RIGHT—Best materials throughout .. . tool 


steel cutters . . . Right and Left hand Threaded Bushings 


\O for Automatic Tightening. \. 


P. EASY TO HOLD— Extra 
\ Weight well distributed 


for smooth handling. 


Iso CALDER, Fine Diamond Dressing Taal 


SOLD ONLY THROUGH DISTRIBUTORS 


\ 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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Production is holding at high rates 
and still increasing where materials 
and manpower are available. For the 
third consecutive month, our Survey 
shows a widening of the gap between 
increasing production and decreasing 
order trend; this may — a de- 
cline in scare-selling or the increasing 
grip of controls. Military business is 
creeping up but its over-all effect is 
spotty. 

N.P.A. limitation orders issued this 
month, covering several metals, are 
not as drastic as might have been ex- 
pected but, when added to govern- 
ment stock-pile demands and special 
allocation directives, they will require 
a heavy cutback in materials for civil- 
ian use. Prices edged up in November, 
machine tools being the leader in the 
movement. Prices are expected to 
level off, unless wage rates take another 
jump. Inventories are drifting down. 
Employment is high and the trend 
is to a longer work week. 

Prices 

The general trend is up, though the 
advances are fewer and smaller than 
last month. Machine tools took 
another substantial price spurt. Escala- 
tion is general and there is a tendency 
to limit the permissible advance. A 
steel wage increase may set a national 
pattern, giving another inflationary 


| boost to the price structure. 


| 


Inventories 


The down trend continues at a 
slower pace. Many inventories are 
now below practical needs for steady 
operations; there is growing unbalance 
in raw material stocks, which is spread- 


| ing into work-in-process. NPA restric- 
| tions, coupled with government stock- 
| piling and ECA commitments, fore- 


| 


cast further confusion in the indus- 
trial inventory picture. 
Employment 


Employment is holding at the high 
pay roll level of last month. Skilled 


| and semiskilled workers are hard to 


find. Much overtime and extra shift 
operation is reported where materials 


| are available. On the other side, more 


short time and temporary layoffs are 


| mentioned as the supply of strategic 
| materials is channeled away from 


civilian production. In some localities, 


| this situation is becoming serious. 


Buying Policy 
Commitment range remains at the 
extended time of the past two months. 


| Longer production lead time and un- 
| certaintity of deliveries appear to be 


keeping future coverage policy in the 
bracket of the immediate postwar 
years. Industrial back-order positions 
seem to support this longer view of 








procurement, indicating good demand 
for three to four months ahead. 


Commodity Changes 


A long list of items moved up dur- 
ing November. Leading the list are: 
Acetic acid, aluminum products, asbes- 
tos, castings, cement, chemicals, con- 
tainers, cornstarch, electrical equip- 
ment, grains, coal, coke, leather, lead, 
better grades of lumber, nickel (gray 
market), office equipment, paint, 
paper, pipe, rubber, textiles, tires, zinc 
oxide. 

Reported down: Used cars, citrus 
products, some lumber, platinum. 

Very tight: Alkali, brass, cadmium, 
cellophane, cement, containers, cop- 
per, glycerin, iron, lead, plywood, 
nickel, paper, polystyrene, rubber, 
steel, sulphur, sulphuric acid, burlap, 
tin, vinyl, zinc. 

Canada 

Our Canadian members report a 
very high level of business for No- 
vember. Production trend is again 
higher than in the United States. 
New orders are higher and order book 
is about in line with the States. Com- 
modity prices have not risen as fast. 
Inventories are slightly higher. Em- 
ployment increase much greater. Buy- 
ing policy generally is more extended 
than here. Canadian buyers are ex- 
tending DO’s into the United States. 
Canadian government controls, so far, 
are on a specific directive basis. Ex- 
pect a pickup in military business 
soon. 





FROM THE 


om FILES 





25 YEARS AGO 

The American and Southern Asso- 
ciations both decided in favor of St. 
Louis as the scene of their joint con- 
vention in May. 

“Nineteen twenty-six,” said a lead 
article in the January issue, “will be 
a test year for the mill supply field. 

. With one of the brightest out- 
hooks in several years for excellent 
business for many months to come, 
there is one alarming drawback on 
the distributing side of the field: That 
is the continuance of the unsafe and 
insane practice of over-extension of 
territories and price-cutting proclivi- 
ties.”” (Sound familiar? ) 


YOUR TOP NOTCH LINE 


Your customers will always need the best fastener they 
can get for the money. Stock the TOP NOTCH line of 
Chicago “Safety Plus” Socket Screws for these four 
reasons: 


© EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 

ucts more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — “Easier to sell”, plus 
**Constant Demand”, -plus ‘‘ Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 


Yes, Chicago ‘‘Safety Plus’ Screw products 
offe er a better line to follow—to push—to sell for 
four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS" PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs ° 
Keys for “SAFETY PLUS” Socket Products * Hexagon Head 
Cap Screws, Steel and Brass *° Square Head and Headless Cup 
Point Set Screws °* Fillister and Flat Head Cap Screws * Taper 
Pins ° Milled Studs ° Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 





CHICAGO SCREW COMPANY 
2503 WASHINGTON BLVD. - BELLWOOD, ILL 





INDUSTRIAL DISTRIBUTION © JANUARY, 1951 








CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
pliers are the finest to be bought. . . or sold. 
Channellock pliers have been known for years 
as a highest quality tool— made by Champion 
DeArment, long r g as sy ous 
with quality and craftsmanship. 

Check the features Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding. 

When your customer relies on your judg- 
mont you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy. 

And remember, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
DS today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘ ‘Tools’ 





| 


Herbert Hoover, then Secretary of 
Commerce, was of a similar optimistic | 
opinion on the outlook: “A  pros- 
perous year is in sight, provided we 
guard against reckless optimism and 
if we place our financial controls on 


| an even keel.” 


Manual training teachers were in- 
vited to the Mine & Smelter Supply 
Co. branch at Salt Lake City to view 
the latest machinery and tools—and 
incidentally, leave behind them many 
profitable orders. 

The Kent Machine Co., Kent, 
Ohio, purchased the Falls Clutch & 
Machinery Co. of Cuyahoga Falls, 
Ohio. 

Closer correlation of store and out- 
side sales efforts, wrote inside sales- 
man John A. Shepley, would make it 
possible to increase business con- 
siderably. 


10 YEARS AGO 


In Rockford, Ill., Harry Van Den- 
berg, Van Denberg Supply Co., was 
kicking his heels gleefully over the re- 
cent acquisition of an antique bath 
tub. 

Oscar Iber, O. Iber Co., was a 
shade handsomer with a 20-jewel 
Hamilton on his wrist, presented by 
directors of the Chicago Rotary, for 
services rendered as a committee 
chairman. 

Besieged by Cupid was the J. M. 
Tull Metals & Supply Co., Atlanta, 
Ga., where John Nation, George 


| Smith and John Daniel were nursing 


their love-struck hearts. 
Rhae Swisher, C. P. A. put the tag 


| on small order losses in a meaty four 
| page article on the subject, with com 


ment by Oscar Iber, O. Iber Co., 


| Chicago, and Dan Northup, for the 


| Campbell 


manufacturer. 

Four out of five distributors said 
“Yes” on air compressors, meaning 
they could be sold successfully through 
industrial distributors. 

A new branch store was planned by 
Wallace Campbell, president of 
Hardware Co., Seattle, 
Wash., at 2726 First Avenue, South, 
about two miles from the home store. | 

C. H. Ramson was named special 


| sales representative for the Machine 


Tool & Supply Co., Tulsa, Okla. 
The paint was hardly dry on Bert 
Schmaling’s new sign for Factory 
Supplies Co., Rockford, Ill. when in 
popped a new face, a customer who 
bought a heavy duty air compressor. 
The one sale paid for tae complete 


| paint job. 
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New purchasing agent at B. R. 
Paulsen & Co., Chicago was Ernest | 
“Dutch” Foreman, who represented | 
the firm at the Chicago P. A. Prod- | 
ucts Show. 


YouPROFIT 
when you se 

MILFORD 
BLADES 


THROUGH 


MILFORD’S 
Distributor 
( POLICY 


A policy 
best expressed 
by the continual 
and active 
interest in the 
welfare of 
" Industrial 
Distributors — 
a policy as care- 
fully guarded 
as uniform 
as the high 
quality of 
MILFORD 
blades 


THE HENRY G. THOMPSON & SON CO. 


Saw Specialists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 


Profile and 
Band Saw Blades 








D-A-T-E+S 
TO REMEMBER 





Jan. 15-18—Plant Maintenance Show, 
Public Auditorium, Cleveland. 

Jan. 16-18—Northwestern Lumber- 
men’s Convention, Minneapolis. 

Jan. 
Home Builders, Chicago, III. 


Jan. 22-25—Concrete Industries Ex- | 


poe Public Auditorium, Cleve- 


and. 
Jan. 22-26—10th Heating & Ventilat- 
ing Exposition, American Society 


Heating & Ventilating Engineers, | 
Bellevue Stratford Hotel, Philadel- | 


phia. 
Jan. 24-26—Southwestern 


Mo. 
Mar. 1]-17—International 
Exposition, Houston, Texas. 
Mar. 13-15—Midwest Hotel 
Hotel Sherman, Chicago. 


Show, 


Mar. 15-19—National Metal Show, De- | 


troit. 


Mar. 19-23—Western Metal Congress 


& Exposition, Oakland, Calif. 
Apr. 17-20—20th National Packaging 
Exposition, Atlantic City. 
Apr. 30-May 4—National Materials 


Handling Exposition, International | 


Amphitheatre, Chicago. 

May 14-17—American Mining Con- 
gress—Coal Mining Convention & 
Exposition, Public Auditorium, 
Cleveland. 

May 30-Sept. 9—World Transporta- 
tion Fair, Santa Anita Park, Arcadia, 
Cal. 

June 3-6—National Association of Pur- 
chasing Agents ‘“Inform-A-Show,” 
New York. 

Sept. 8-23—2nd International Trade 
Fair, Chicago. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 21-24—National Institute of Gov- 
ernmental Purchasing, Shoreham 
Hotel, Washington, D. C. 

Oct. 22-24—National Electronics Con- 
ference, Edgewater Beach Hotel, 
Chicago. 

Nov. 5-9—All-Industry Refrigeration & 
Air Conditioning Exposition, Chi- 
cago. 


3. 





“The way to fight sarcasm is witli: 
patience, tolerance, silence. The old 
adage about fighting fire with fire 
does not always apply in salesman- 
ship.” 

“The Handbook of Selling” 
by Charles B. Roth 





21-25—National Association of | 


Lumber- | 
men’s Convention, Kansas City, | 


Industrial | 





Here is a hoist you can sell with 
confidence and then forget. It is quality 
built to stay sold and to sell others. 
For safety, all mechanical parts are 
\. factory tested at 100% over- 
rated capacity. For long life, 
all moving parts are heat 
treated, sealed in oil, de- 
signed for the most continu- 

ous assembly line usage. 


Prompt, efficient Coffing 

service, with immediate ship- 

ment of replacement parts fur- 

ther assures customer satisfac- 

tion—further encourages repeat 

sales. Find out for yourself that 

the hoist business can be good 

business — with Coffing Quik-Lift 
Electric Hoists. 


COFFING HOIST! COMPANY 
DANVILLE, ILLINOIS 
Originators of the FIRST small portable electric hoist 


pyfiM 


Midget Pullers * Spur-Geared Hoists * Differential Chain 
Hoists * Load Binders and I-Beam Trolleys. _ 


Hoist-Jack * Safety-Pull Ratchet Lever Hoists * Mighty- 
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THE BELT HOOKS 


Saletx 


Perfect Alignment not only 


before but after 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 


application. 


5388 N. Menard Ave. 


WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 


Chicago 30, U. S. A. 











3 : 
Steel Collars 


ao 


HALLOWELL Solid Steel Collars, functionally proportioned 


throughout 


true 


made from Solid Bar Stock 


on the 


thet won't shake loose when 
a 


precision-machined so faces run perfectly 


are beautifully polished all over yet they cost 
less than common cast iron collars 3 bore and smaller are 


To make sure the collar won't shift 


shaft, they are fitted with the famous UNBRAKO 
Knurled Point Self-Locking Socket Set Screw—the set screw 


once tightened HALLOWELL, 


“buy word” in shaft collars available in a full 
range of sizes for 


IMMEDIATE DELIVERY 


Write for name and address of your nearest HALLOWELL and 
UNBRAKO industrial Distributors 


OVER 48 YEARS IN BUSINESS 


ANDARD PRESSED STEEL CO. 





SPS— 
204 


JENKINTOWN 


13 PENNSYLVANIA 
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ANTI-CORROSION COATING— 
An eight page illustrated technical 
bulletin describes Zincilate, a one 
coat, self protecting, anti-corrosion 
coating. Case histories on typical ap- 
plications are given, together with 
data on surface preparation and meth- 
ods of application.—Industrial Metal 
Protectives, Inc., Dayton. 














MASONRY DRILL DISPLAY—A 
bright red and yellow wood counter 
display has been designed for the 
manufacturer’s spiral fluted, carbide 
tipped masonry drills. The display 
holds seven drills Ys in. to ? in. A 
counter card that holds one drill, 
a hand out folder and newspaper mats 
are also available—Super Tool Com- 
pany, Detroit. 


BEARING METAL LEAFLETS— 
‘Two leaflets covering Federated Metal 
Division’s Federated XXXX Nickel 
Babbitt and Merit Metal Babbitt are 
available. XXXX Nickel is a tin base 
alloy of high hardness and extra- 
ordinary ductility; Merit Metal is a 
lead base alloy.—Federated Metals 
Division, American Smelting and Re- 
fining Co., New York. 


SPEED REDUCERS-A four page 
engineering bulletin gives basic general 
information of standard Cone-Drive 
speed reducers and gear sets ranging 
between 5:1 and 70:1 ratio, and from 
05 up to 555 hp capacity. Quick 
reference data is given on ratios, center 
distances and horsepower capacities. 
Bulletin 789-50.—Con-Drive Gears, 
Div. of Michigan Tool Co., Detroit. 


PACKAGING~A clear blue plastic 
kit that slides open into two self con- 








tained storage compartments, each 
holding six assorted files, has been 
introduced by the manufacturer. 


feature is a plastic spring attachment | 


that holds each file tang securely in 
place.—Grobet File Company of 
America, Inc., New York. 


ELECTRODE GUIDE-A 56 page 
electrode guide covers all P&H weld- 
ing electrodes. Page tabs mark the 
various classifications of electrodes. A 
two page comparative chart lists cor- 
responding types of electrodes. In- 
cluded is a description of each elec- 
trode, typical applications and the 
sizes available. Bulletin 7-8.— 
Harnischfeger Corporation, Welding 
Division, Milwaukee. 


MACHINE BOLT ANCHORS—A 
new leaflet describes the manufac- 
turer’s standard plain type and stand- 
ard threaded type’ machine bolt 
anchors. Specifications and list prices 
are shown. Cutaway drawings illus- 
trate the advantages of each type and 
of multiple units. Diagrams show how 
to install the machine bolt anchors.— 
U. S. Expansion Bolt Co., York, Pa. 


WATER CLARIFICATION—Publi- 
cation #5001 describes the Cochrane 
Ligon Sludge Contact Reactor. This 
is a water conditioning apparatus that 
takes advantage of the well-known 
chemical principle that previously 
formed precipitates added in the form 
of sludge or slurry will accelerate re- 
actions. Types of equipment available 
are illustrated and described.—Coch- 
rane Corporation, Philadelphia. 


TEMPERATURE INDICATORS— 
This bulletin, No. 404, introduces the 


manufacturer's new line of thermo- | 


couple actuated Microsen Tempera- 
ture Indicators and Recorders. Opera- 
tion and design features are described. 
The bulletin is profusely illustrated — 
Manning Maxwell & Moore, Inc., 
Bridgeport, Conn. 


DRILLHEADS—A four page folder 
illustrates and describes 33 different 
types of Thriftmaster drillheads. Both 
gear driven and full ball bearing uni- 
versal joint tvpes are detailed. Data 
includes drill capacities from #60 to 
14 in. steel, range of adjustment from 
1 in. to 14.2 in., and design and engi- 
neering facts.—Thriftmaster Products 
Corporation, Lancaster, Pa. 


HOIST BULLETIN—Bulletin 76-X 
describes the complete line of Joy 
single drum, multi-purpose hoists. The 
bulletin contains complete description 
and specifications for hoists with 
capacities from 500 to 3500 pounds 


hreadwell Tools 
do many jobs 


° | 
Po 
° 
° # °G) ay | 


> 


7 Saye 
™ 


they can do your tough ones 


Threadwell Distributors are getting more 
business from their customers through the 
solution of cutting tool and 
gaging problems by Thread- 
well Field Engineers. Are 


you taking advantage of 
their service? hi 


C2ES¢b /? 


THREAOWELL TAP & DIE COMPANY Greenfield 


® Dies * Drills @ ¢ terbores @ Key woy hes @ rew tes © 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 











@ POWER KING 
\ Shown 
y | @ SLIPPROOF 
@ NEVERSLIP 
@ SAFETY CAR WRENCH 
OU have the an- 
swer to your cus- 
tomers’ heavy shipping and receiving jobs. 
One of the three types of BADGER Car 
Movers (light, medium, or heavy) can do 
this job quickly and safely. They are 
sturdily built, easy to handle, and need no 
maintenance. Set your sights for this prof- 
itable business. 
@ We can deliver immediately and always 
urge our users to buy thru their local 
distributor. THE NO. 22 
DOUBLE SPUR FITS 
MOST STANDARD MAKES 
OF RAILWAY CAR MOVERS. 


THERE IS A BADGER SPUR FOR EVERY 
CAR MOVER 














FOR A BANG-UP SALES JOB.. 


AE 


INDUSTRIAL 


BRUSHES and BROOMS 


@ There's plenty of good business to get 
your brush and broom profits in metal 
working plants—power plants—aviation 
plants—paper mills—road and building— 
mines — textile mills — public buildings — 
dairies — hotels hools —g ges — rail- 
roads—packing plants—warehouses, etc. 
You can’t miss with CAPITAL Brushes 
and Brooms because the industrial mar- 
ket is large and gives you good sales 
potential. There is a proper type of brush 
and broom for every job. We urge users 
to buy through their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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and driven by Turbinair, Pistonair, 
electric, or gasoline engines.—Joy 
Manufacturing Co., Pittsburgh. 














PACKING CATALOG-This 20 page 
catalog, No. PC-101, brings together 
all material on Palmetto Packings pre- 
viously made available in separate 
product bulletin sheets, and includes 
data on such new items as Palmetto 
Pisto-Ring Packing for liquid pistons 
on inside packed piston pumps.— 
Green, Tweed & Co., North Wales, 
Pa. 


BOOKLET-BLOTTER COMBINA- 
TION—New and exclusive machine 
cast Castomatic bar solder is explained 
in picture caption type in a 24 page 
booklet which is itself attached to a 
blotter. Space is reserved on the 
blotter for imprinting the dealer’s 
name and message. Available in quan- 
tity—Federated Metals Division, 
American Smelting and Refining Co., 
New York. 


LOCKNUTS-—A bulletin published 
by the Industrial Fasteners Institute 
contains detailed information on lock- 
nuts of various manufacturers. De- 
scription, principle of operation, and 
manufacturer are shown, together 
with photographs and drawings of 
the various locknuts. General infor- 
mation of the background of lock- 
nuts is also given.—Industrial Fasten- 
ers Institute, Cleveland. 


GRINDING WHEEL BOND-The 
new vitrified bond for grinding wheels 
and mounted wheels, “79E,” is de- 
scribed in this four page folder. The 
folder outlines advantages and appli- 
cations of the abrasive development, 
claiming a 5 percent to 10 percent 
increase in grinding and finishing 
output.—Chicago Wheel & Mfg. Co., 
Chicago. 











JAMES L. SCHUYLER is secretary 
at The James Walker Co. in Balti- 
more. 





N. Y. Industrial Show 


Planned By Societies Group | 


The Greater New York Industrial 


Show, what promises to be a new type | 
of exhibition designed to be of interest | 


to hundreds ef different categories of 


industrial manufacturers, will open in | 
New York City for the week of May | 
7-11 im the 71st Regiment Armory, | 
34th St. and Park Ave. The project | 


is sponsored by the Technical Societies 


Council, and headquarters for the | 


show are at 8 West 40th St. 


(The Technical Societies Council | 


of New York, Inc., is an affiliation of 
the New York Sections of 17 tech- 


nical societics, with a membership of | 


more than 15,000). 


In contrast with the usual “special- | 


ized” exposition, the show will present 
machinery, tools, materials, new proc- 
esses, new methods and new ideas 
in the manufacture and fabrication of 
a great variety of finished products. 


Manning, Maxwell & Moore 
Advances R. F. Attner 


R. F. Attner has been appointed 
manager of valve distributor sales of 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn. 

Since 1945, Mr. Attner has been as- 
sistant to the sales manager for Han- 
cock Valves at Watertown, Mass. He 
joined the company in 1922 as an in- 
ventory clerk later moving into a pro- 
duction department. In 1929 he was 
made assistant office manager in Bos- 
ton, Mass., and in 1937 chief sales 
correspondent for Hancock Valves. 








Kester engineers, with over 100,000 different 
types and sizes of solder available, will assist 
you and your customers in specifying the 
right flux-core solder that will give maximum 
efficiency to the job. 


asinr to Vise 


Using the most suitable solder for each oper- 
ation will enable solderers to work at top speed 
without sacrificing quality. Waste is eliminated 
and rejects are held to a minimum. 


Top Quality 


Kester Solders are made only from newly 
mined grade A tin and virgin lead. Fluxes— 
chemically and scientifically correct. 


KESTER SOLDER COMPANY 
4201 Wrightwood Ave. * Chicago 39, Illinois 
Newark, New Jersey * Brantford, Canada 


Send for free manual, 
“SOLDER and 
Soldering Technique.” 


KESTER 
SOLDER 


Standard for Industry since 1899 
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Prompt Shipments are important to distributors . . . 


YOU CAN GET 
DELIVERIES ON 


KECKLEY 


_ FLOAT VALVES 








at once 


When you sell Keckley products 

there is no sales resistance to over- 

come. Your prospects recognize 

the name Keckley as representa- 

tive of the highest quality. It gives you 
greater prestige in the territory you cover 
and helps you to sell other lines. 


Keckley Fleet VWalves—Temperature 
Regulators—Pressure Regulators—Steam 
Traps—Water Gauges—Gauge Cocks— 
Strainers—Safety and Relief Valves are 
nationally advertised and have the repu- 
tation of giving years of uninterrupted 
service with minimum repair require- 


ANGLE OR GLOBE 
© No. 14—Single Seat—Pilot 


Stem 
® No. 15—Balanced Double 
Seats 


ments. The price is right. Your margin 
of profit is generous. Our experienced 
engineers are always at your service. 





Produce more 
SALES easier 
with the 
ORIGINAL 
and ONLY 


J 
“MORE POWER 


PULLER” 


arco wilt tet tool = 
tantly “te your 

a leading or beading Sow mmachnc 

cr and, saupment opening car door. 

pa ey light volgen or is a 


rt of 
ment. IF is hand epereted —seamees _ 





We can still make prompt ship ft. 


This is your opportunity to acquire a | 


stock at present prices. 


Write for Book No. 65 “Steem and 
Liquid Control Equipment’’. 


© Fal onan @ on @ i - Ga eney 0 a. Bf 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 





PUEXIBLE SHAFT MACHINES 


Quality Tested 
Since 1922 


why FOREDOM is 


A GOOD LINE FOR YOU TO FEATURE 


1. FIVE QUICKLY INTERCHANGEABLE 


. tenance 
TISING. 5. PRICED TO MOVE FAST 


e Write for Full Details 


VERSATILITY. 2. WIDELY USED in ALL 3 DEPARTMENTS—Production, Tooling and Main- 

3. REPEAT BUSINESS on ACCESSORIES. 4. BACKED by POWERFUL NATIONAL ADVER- 
Your larger customers can afford to SPOT THEM LIBER- 
+ ALLY ABOUT THE PLANT for emergency and every-day needs. 


AVORITES 


Here are 


EXCELLENT 
REASONS 


HANDPIECE TYPES provide EXTRAORDINARY 


Today to Dept. F-2237 


FOREDOM ELECTRIC CO. 
27 Pork Place, New York 7, Nl. Y. 
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cveilabie ter soevies where more "power is 
required 
Comes equipped with 20, 30 or 40 ft. of cable. 
List Price $27.75 te $33.80 
Write, wire or phone 
Distributor & Dealer Openings 


The WYETH-SCOTT CO. 


NEWARK, OHIO 





£ Stratatio 


non- 
freezing 


Outdoor water service the 
year around without dan- 
ger of freezing or burst- 
ing pipes. Shut-off volve 
is below frost line. All 
brass and copper. They 
will last a lifetime. ALSO 
WALL TYPES. Write for 
bulletin 403. 


PRODUCTS, INC. 


FORT WAYNE, 
INDIANA 








Henry D. Sharpe Jr. 


Sharpe Jr. And Hatch 
Elected At Brown & Sharpe 


Henry D. Sharpe, Jr. recently was 
clected a vice president of Brown & 
Sharpe Mfg. Co., and Paul R. Hatch 
an assistant secretary. Mr. Hatch also 
is general sales director. 

Mr. Sharpe entered the employ of 
Brown &-Sharpe in 1946, spending 
the following two years in a training 
course. After completion of the course 
he was assigned to the administrative 
offices. 

He was elected an assistant secretary 
in November, 1948, and was elected 
a director of the company in April, 
1949. 

Mr. Hatch has been identified with 
the sales department of the company 
since his employment in 1927. He 
served in the sales offices in Syracuse 
ind Detroit and was appointed man- 
ager of the New York City office in 
1939. In 1941 he was transferred 
to Providence to direct the sale of 
small tools and was made head of the 
sales department after the death of 
C. W. Machon in 1947. 


ANNOUNCE 
THEIR NEW 


SELF- LUBRICATING 
POROUS BRONZE BUSHED 


JOURNAL BEARING | 


This sturdy solid gray iron housing has a machined oil 
reservoir which feeds through the porous bronze bushing. 
The strong uniform bronze bushing structure contains micro- 
scopic pores which hold up to 35% lubricant by volume. 
These pores serve as reservoirs themselves from which lubri- 
cant is fed to the shaft by capillary attraction, preventing 
metal-to-metal contact. At the slightest increase in tem- 
perature due to friction, oil flows from innumerable reser- 
voirs in the bearing structure, maintaining a perfect oil film 
between the shaft and the bearing surfaces. Available for 
%” to 1%” shaft size. Write for Bulletin 393. 


Wood’s Modern Equipment for the Mechanical Trans- 
mission of Power is, today, one of the most complete lines 
offered by any manufacturer. It embraces not only the 
standard line of Shafting, Couplings, Collars, Pulleys, 
V-Belts, V-Belt and Rope Sheaves, Hangars, Pillow Blocks 
and Friction Clutches, but a wide range of special items 
built to order for specific applications. 


T..B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PA. 


Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 


Paul R. Hatch 
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< P 
sell cleanliness 
with Victor 475 
food conveyor 

belting 











———_— 


Food handling industries insist on 
cleanliness. Supplying them with a 
belting that can convey any food prod- 
uct safely is a tough job—unless you 
sell VICTOR 475. 

This tough, sanitary food conveyor 
belting cannot impart contamination. 
It is thoroughly impregnated with 
waterproof Neoprene. Food odors and 
tastes are cleaned away completely 
with steam or hot water. Belting is 
highly resistant to wear, moisture, and 
most food acids and oils. And VIC- 
TOR 475 takes the toughest treatment 
—thanks to its solid, compact weave. 

You'll build sales volume when 
you recommend VICTOR 475 because 
it brings a high percentage of re- 
orders. Learn more about it—write 
today for Bulletin No. 18. 


@ 6631 


\ /veror 


| a A T. viile Bening Ca, 


BELT CHECK to match specifications 
against customer order, brings together 
Bill Strain and J. F. Cumming of Bat- 
tey Machinery Co., Rome, Ga. 


Battey Machinery Co. 
Plans Larger Departments 


Battey Machinery Co., Inc., Rome, 
Ga. currently is expanding its electrical 
supplies department to meet the de 
mands of its industrial customers. 

Plans are being made to expand the 
sales floor now that the company has 
purchased a large warehouse in the 
rear of the present building. This will 
provide additional space for its ex- 
panded lines. 

Perry Hill, shipping and receiving 
clerk, has been made outside salesman 
to cover east Tennessee. Sam Lane 
has been transferred from floor sales 
to city sales and Harold Womack, 


shipping clerk, has been made floor | 


salesman. 
Strain. 


He is succeeded by Bill 





i ~ 
Digs 


“Here it is—I keep all my sales 
literature carefully filed.” 
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SPEED 
MOO 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 


The telephone at your 
elbow—the telegram 
blank on your desk 
activate a top notch 
production service 
that insures maxi- 


mum speed and 
accuracy in de- 
livering what 
you want. 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids, refrigerants, 
gasoline . . . for 
absorbing __ vibra- 
tion, correcting misalignments, mo- 
bile service, eliminating thermal ex- 
pansion strains .. . 
In all workable metals from 4”— 
36” I.D. inclusive. Standard or 
special couplings. 


Write for Bulletin 100 
See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., IN 


104 West 64th § 














New York 23, N.Y 











Samuel E. Bowler 


Bowler To Assist 
Edward Sales Engineers 


Samuel E. Bowler has been ap- 
pointed to the executive sales and 
engineering staff of Edward Valves, 
Inc., of East Chicago, Ind. He will 
offer consulting information on valve 


installations to utilities and allied in- | 


terests. His contacts will cover public 
utilities throughout the states. 
Mr. Bowler recently retired as elec- 


tric operating and engineering man- | 


ager of the Long Island Lighting Sys- 
tem. He became associated with that 
system as superintendent of power 


of the Queens Borough Gas & | 
Electric Co. in 1922. He also was | 


associated with power field construc- 
tion as a construction superintendent 
for Stone & Webster Engineering 
Corp. 


Chicago-Latrobe Names 
Stapp District Manager 


Bernard Stapp has joined the sales 
organization of Chicago-Latrobe, as 
district manager to cover the south 
central territory. The area comprises 
the states of Texas, Oklahoma, Ar- 
kansas, Louisiana and Mississippi. 

Mr. Stapp will make his headquar- 
ters in Fort Worth. His predecessor 
in the area, Victor E. Griffin, has 
been transferred to the Michigan in- 
dustrial territory and will be in charge 
of that territory. He will make his 
headquarters at the factory branch 
and warehouse, located in Detroit. 


Staniford Made Director 


Foye F, Staniford, president of the 
Westchester Surface Ways, Inc., Mt. 
Vernon, N. Y., was elected a director 
of The Yale & Towne Mfg. Co., suc- 
ceeding the late Joseph A. Horne of 
Stamford, Conn. 





IM cHAIN 


Complete Line! 
Nationally Advertised! 


7 / 


Many sales possibilities are in store for you when you sell the 
complete TM line of welded chain. Men in all types of metal 
working plants, trucking concerns, stone quarries, highway 
departments, lumber mills and the petroleum industry are 
learning the advantages of TM Hi-Test and TM Alloy Steel 
Chain through Taylor Chain’s national advertising in the Sat- 
urday Evening Post, Collier’s and leading trade publications. 
You are supported further by a wide range of sales helps and 
technical literature. Cash in on these fine products and this 
great program. Investigate these sales and profit possibilities 
today. Send*coupon for details. 


S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 


S$. G. TAYLOR CHAIN COMPANY 
Dept. 6, Hammond, Indiana 


Rush details on the OTM Hi-Test Chain, OTM 
Alloy Steel Chain. } AY LO " A ) iq 


Name__ 


POURRA IER ENT bat 


City_ et Zone Stare ee 
Sceeeeseesessesseseseseseeees 
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When IDEN ICATIO 
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. "x5 ee 
ARKI G Cr AYO 
si it, = 

IDEAL FOR, |) UNEQUALE 

rough or sa © for their be Ee in 7 colors 

smooth pity clear, black 


FREE! ae Bee terteces: strong, soft black 


> boxes easy- ? blue 
New £ 


barrels % & marking - red 
Industrial / ds 


| cases qualities. green 
Crayon 


Guide. 
Write today 


cartons Bra? > Well wrapped” yellow 


glass , to prevent | white : CARL W. NEDDERMAN, for 15 

. , tin TS . = é rt years affiliated with metal-working in- 

Dept, ML-53 ns ‘ . : .. dustries in an executive capacity, has 
granite ware ; , 

: been elected assistant vice-president of 

Edward Valves, Inc., East Chicago, Ind. 





DONE OF MARKERS |F ENDAGLE SOURCE 


Collyer Believes 


Rubber Okay For °51 
The rubber industry should be able 


to supply all military and essential 

the American & rayon een ( item alien product needs in the 
Sandusky, Ohio New York mam coming year without alarming short- 
ages, based on the National Defense 
Program for 1951—and provided no 
Perhaps -you've never pushed shim stock. The drastic change takes place in the crude 

O R D E R S customer will order it himself, you say. rubber producing areas of the Far East, 


b '@) R T H c But, maybe he doesn’t know you handle this or we find ourselves in- an “all out” 


@ 866. U.S. PATO 





outstanding line of shim stock. REMIND him! And war. 
K " NT G 1 ask for the order! | That opinion was expressed recently 
by John L. Collyer, president of The 
De S ae T'S A NICE PROFITABLE ime, 100 B. F. Goodrich Co., lieu Ohio. He 
also outlined a seven-point program to 
attain rubber security for the United 
States as soon as possible. 

His recommendations included: 

a) Rapidly increasing the output of 
American rubbers from the current 
rate of 570,000 tons a year up to the 
authorized rate of about 920,000 tons. 

b) Increased usage of American 
rubbers as rapidly as they become avail- 
able. 

c) Add any excess production of 
American rubbers to the government’s 
working inventory, to a reasonable 
limit, as protection against damage or 
dislocation of rubber-producing facili 
ties. 

d) Government to exchange with 
foreign countries any remaining excess 
production of American rubbers for 
crude rubber. 

e) Government should make efforts 
to prevent sales of crude rubber to 
Russia. 

LAMINATED SHIM COMPANY, Inc \ f) Government to accumulate crude 
eaters adeon SRACERE rubber in the strategic stockpile but 
only to the extent justified by careful 








oe harbesaenneiaeee 
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study of probable military and essential 
civilian requirements for an extended 
emergency. 

g) Congress should complete a 
study promptly on the question of 
whether continuance of the present 
government monopoly in general and 
special purpose rubbers is in our long- 
range national security interests. 

Mr. Collyer suggested that rubber 
consumption in the United States in 
1951 might hit an all-time high of 
1,200,000 tons. 


Fred R. Pope Joins 
Perkins, Bassett & Wright 


Fred R. Pope, for the past five years 
with the Boston Supply Co., Boston, 
Mass., has become associated with 
Perkins, Bassett & Wright, 
Keene, N. H. dealers in mill and in- | 
dustrial supplies. 


Mr. Pope will cover southern Ver- | 


mont and western Massachusetts for | 
the firm as salesman. He replaces 
George Putnam, who recently enlisted 
in the Air Corps. 

Perkins, Bassett & Wright travel six 
salesman and cover all of New Hamp- 
shire, Vermont, Maine and sections of 
Massachusetts. 


Cummins Machinery Co. 
Moves To New Building 


Inc., | 





Cummins Machinery Co., Atlanta, 
Ga., has moved to its new building | 
at 182 Courtland St. N. E., affording 
the firm larger space for office and | 
display area. 

The 20-year old firm has a complete 
line of industrial and woodworking | 
machinery with large repair facilities. 


MINOR REPAIRS to a general over- 
haul and rebuild makes for better cus- 
tomer relations when Luther Feagin of 
Cummins Machinery Co., Atlanta, Ga. 
does the job 
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LARGE in VALUE.. 


LONG in LIFE... 
BIG in QUALITY... 


—FACE PLATE 


SERIES 3900 SELF-CENTERING SCROLL CHUCK 


3-JAW 
SCROLL 


aE i ee Zo oeege 


a 


LARGE IN VALUE... becouse 

Skinner 3-Jow Self-Centering Scroll 
Chucks are made with the most modern machines 
and by the most modern methods —there is 
more for your money in Skinner Chucks becouse 
accuracy is built in to last, 
LONG IN LIFE... because every moving port is 
mode of alloy steel, properly heat-treated, then 
ground to goge—and every moving port is 
grease lubricated from a single Alemite fitting. 
Interchangeability is a “must” in every Skinner 
Chuck. 
BIG IN QUALITY...becouse, for 61 years, 
Skinner has provided chucks to meet the latest 
machine tool requirements. Skinner quality starts 
with modern design and makes itself evident in 
every step of construction, There are no better 
chucks made, 
Write for your free copy of Catalog No. 61, 


CONSULT YOUR SKINNER DEALER FOR DETAILS 


THE SKINNER CHUCK COMPANY 
346 CHURCH STREET, 


NEW BRITAIN, CONN. 


HAND & POWER OPERATED MACHINE CHUCKS—AIR CHUCK FQUIPMENT 


JAWS—MACHINE VISES 
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“JUMBO” SIZE GOGGLES 
BRING YOU 3 PROFITS 


Here are comparatively new 
“jumbo” size goggles, extra roomy 
for wear over prescription glasses, 





furnished in three styles: (1) Weld- | 


ing, (2) Grinding and general shop 
use, and (3) Clear Plastic. 


All three goggles are of the same 
one-piece construction. They are 
perfectly balanced; have molded 
one-piece frames, extremely light 
weight, and replaceable lenses. The 
special “adjustable” feature is “pat- 
ent applied for.” 


The one-piece construction greatly 
appeals to workers, because the 
goggles can be put on or taken off 
with one hand. 


No. 610—Jumbo Welding Goggles as illus- 
trated, furnished with 50 m/m 
welding lenses, any 
density desired. 


No. 611—Jumbo Grinding Goggles have | 


extra screen air vents at top and 


sides of eye cups. Furnished with | 


50 m/m hardened or laminated 
lenses as listed in the Sellstrom 
catalog. 

No. 612—Jumbo Clear Plastic Industrial 
Goggles. Same as No. 611, except 
that the body frame is of clear 
plastic, permitting wide vision. 
Furnished with any 50 m/m hard- 
ened or laminated lenses listed in 
catalog 


These three jumbo size goggles 
are bringing a steady repeat busi- 
ness wherever introduced. The No. 
612 Clear Plastic Goggles seem to be 
exceptionally popular with all 
classes of workers. 

If you are not already selling these 
goggles, write now for a set of three 
samples on memo, for inspection 
and test purposes. 


Sellstrom 


MANUFACTURING COMPANY 
More Than 200 Eye and Face Safeguards 
662-L Aberdeen Street Chicago 22, Illinois 
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style and | 


R. E. MOORE, vice-president and sec- 
retary of Bell & Gossett Co., has been 
elected to the board of directors of 


Kropp Forge Co., Chicago, Ill. 





New Test Laboratory 
Completed by Aerol Co. 


New laboratory test facilities which 

| duplicate field conditions encountered 

in the industrial wheel and caster field 

| are just completed for the Aerol Co., 
| Inc. of Burbank, Calif. 

The test equipment represents a 
considerable capital investment and 
was designed to speed the resolution 
of design problems posed by widely- 
different wheel and caster require- 
ments of American industry. 

It permits a wide variety of tests 
on wheels up to 20 in. in diameter, 
with applied loads ranging up to 2500 
Ib. at speeds variable from 14 to 25 
mph. It consists of a large drum re- 
volving at variable speeds beneath 
superstructure devices which test three 
articles concurrently. The rotating 
drum, which simulates the surface over 
which wheels roll in actual use, pos- 
sesses inertia equal to, or greater than, 
that which would be present in 


vehicles on which wheels are mounted. | 


Realistic shock loads are thus applied 
during tests to simulate rough surface 
conditions. 


Lyman B. Warren Co. 
Will Represent Reltool 


Lyman B, Warren Co. of St. Paul, 
Minn. has been appointed manufac- 
turer’s representatives for the Reltool 
Corp., Milwaukee, Wis. 

The firm will call on hardware deal- 
ers and industrial distributors in upper 
Michigan, western Wisconsin, Minne- 
sota, North and South Dakotas, and 
Nebraska. 
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It’s easy 10 portable ‘Tugit’ Hoists 
1) fl 
to farmery warking alone to fence in 
their fie 
ance cre wi must remove, install, 
and repdir thachinery in factories, 
mills; to jroagd commissioners whose 
have underground con- 
duits, water frains, and cables to lay; 
road rds to stretch taut. It’s easy 
i oe 
to sell. rpiltoad repair shops for the 
many lifting, pulling, tightening jobs 
they st daily. Truck body manu- 
facturer ephone crews, contrac- 


tors need ‘Tugit’ Hoists, too. 


7 1& foremen of mainten- 


road cre 


ideal 
close-quarter lifting and pulling jobs. 


‘Tugit’ Hoists are for all 
Their 12-inch handle has a grip de- 
signed to fit the hand — won't slip 
and kick back like a mule. They spot 
loads within 3/32 of an inch. They’re 
easy to carry. Fit into any tool- 
box. Come in sizes to lift one and 
two-ton loads. 


Write us for as many copies of 
Bulletin No. 388 as you need 
to help you sell ‘Tugit’ Hoists. 


MAXWELL 
Py; 


| 
\ 


TuGIr’ 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 


idated’ Safety and Relief Valves, ‘American’ 
Industrial and ‘Microsen’ Electrical Instruments. 








Its easy to sell—3 times 
the productive capacity 
for the same tool investment 











F. N. Manning 


Wimberly & Thomas 
Plan Addition 


A five-story addition to their present | 
building is being planned by Wim-| 
berly & Thomas Hardware Co., Inc., | 
Birmingham, Ala. to provide for more | 
warehouse space and expansion of 
industrial supplies activities. When 
completed the company will occupy | 
a full block fronting on First Avenue, | 
South, between 18th and 19th Sts. | 

F. N. Manning has succeeded J. L. | 
Mason as manager of the son hs | 
supply department. Mr. Mason has 
been elected a vice president. 

Mr. Manning has been with the | 
company for 25 years. Formerly he| 
covered the southeast Alabama terti-| 
tory. 


B. L. Montague & Co. 
Will Build Warehouse 


A permit has been issued to B. L. | 
Montague Co., Inc., Sumter, S. C. | 
for construction of a new warehouse 
in King street near Five Mile viaduct. | 
It will be a two-story structure and | 
will cost $12,000. 

The company recently bought two. 
buildings and the land they occupy at 
the intersection of King street and 
Azalea drive from G. S. Carter. A} 
branch of the mill and industrial ma- 
chinery supply business and machine | 
shops operated in Sumter has been | 
opened. 





American Warehouse Group 


Adds New Members 
The Kenilworth Steel Co., Kenil- SHI ELDON 
worth, N. J. and Ward Steel Service | 


Co., Dayton, Ohio, are new Saas! 
members of the American Warehouse | 
Association. 

Rigidized Metals Corp., Buffalo, | 
N. Y. also has joined the organization | 


as an associate member. | SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill. 
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GREATER PROFITS 


CLIPPER THE COLLIS 


MAGIC-TYPE 


3) ¥ Constant Consumer Demand CHUCKS 
= Y W/No Factory Sales to Users Reduce production costs with 
: Collis Magic Chucks. Now 
SS S SY y Nationally Advertised tools can ee without 
» stopping or slowing down the 
NS oY Firm Resale Price Policy } Boring, counter boring, 
i rilling, reaming, tapping, etc., 
SS v Highest Uniform Quality ae can be performed practically 
continuously. 
Sold ONLY — Let our 40 years of manufac- 


turing experience help your 
wy Through Authorized Distributors Cites eda thee. orb 


equipment for the job. 
“Call Collis For Service’’ 


THE COLLIS CO. 


Clinton, lowa 














ALL METALS: Pagar 


A ; BOLTS;- 
-\ NUTS 2 


=*screws< © 


nen © THREADED @ 
DISTRIBUTORS Cnn gs 


HEXACON soldering irons : ¥ 

e a profitable | for th Ss = 
aiincee: deaiaee a oe os ; ts STAINLESS STEEL \mn/ 
most complete lines available | AoA dgl SOL 74RD E STL ZS 
today. It is backed by famous : ALUMINUM ~- MONEL - EVERDUR 


users throughout the world, 

and an aggressive hard-hitting P: | Lite@ a6 ALLOY STEEL 

sales promotion campaign is | oly Ws | rae) 
telling the story to a MMED a E DELIVERY 
quarter of a million key CATALOG ON REQUEST 
men in — each 


= BGA: 


BOLT & NUT CORP 
Y/ HEXACON SEES TREC co. 135 CHURCH ST., N. Y. 7, N. Y. 
| WOrth 4.4600 
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L. E. Warren 


Ohlen-Bishop Mfg. Co. 
Names Warren To Sales Post 


L. E. Warren has been named vice 
president and sales manager of the 
Ohlen-Bishop Mfg. Co., Columbus, 
Ohio. 

Mr. Warren has been associated 
with the Ohlen-Bishop firm for the 
past 25 years, during which time he 
has gained first hand experience in 
the accounting, time and motion 
study, production, advertising and 
sales phases of the saw manufacturing 
business. More recently he has served 
in the capacities of production man- 
ager, advertising manager and sales 
manager. 

Mr. Warren is a graduate of the 
College of Commerce, Ohio State 
University, and a member of the Ad- 
vertising Club and the Sales Executive 
Club of Columbus. 


Lack Of Steel 
Cuts Freight Car Building 


Because steel gets harder to come 
by, freight car makers may expect to 
miss their original estimate of produc- 
tion for the period November through 
February by about 20 percent. 

Car builders won’t be able to de- 
pend on steel allocations before Jan- 
uary, and at that time they can expect 
to get enough steel to make only 
10,000 cars a month through April, 
1951. However, since it takes the 
builders about two months to make 
1 freight car, customers will have to 
sit tight until April before cars on 
order appear. 

One of the added difficulties will 
be to get enough components to meet 
the 10,000 car per month schedule. 
Missing parts have slowed current 
building to 7,500 per month, and the 
situation promises to get worse before 
it gets better. 





PLANT NO. 1 


Plant No. 1—The Home Office and Plant 
3114-40 Carroll Avenue, Chicago 12, Illinois. 
In addition to the offices and manu- 
facturing facilities, this building houses Binks 
Training School and Research Laboratories. 


Plant No. 2—A recent expansion of the Chi- 
cago f ing faciliti This plant fab- 
ricates and assembles the sheet-metal parts 
for Binks’ expanding line of Water Cooling 
Towers and Spray Booths. 


Piant No. 3—Just opened at 4915 Pacific Bivd., 
los Angeles, California, to do light manufac- 
turing, bly and housing for the rap- 
idly expanding industrial west. 











PLANT NO. 3 


now 3 Binks plant 


TO SERVE YOU BETTER 


More and more manufacturers (your customers) are turning to 
modern finishing methods to reduce production costs...to im- 
prove product quality...and to help hold the price line and 
meet increasing competition. 

The demand for Binks spray finishing equipment (long re- 
garded as tops by experts in all fields of manufacture) is grow- 
ing steadily. To give you the service deserved by a distributor, 
Binks production facilities have been expanded. 

First, extensions were built on the Home Plant. Then came 
the addition of new plants in Chicago and Los Angeles. But 
behind this solid growth is a three-fold idea: to make more 
products for you to sell...at a price that is truly competitive 
...and to maintain and improve the quality that has established 
the leadership of Binks equipment in the spray finishing field. 

If you are not a Binks Distributor now, let us send you full 
information about Binks complete Line...the line preferred 
by leading manufacturers...and wherever fine finishes are 
required. 


"The only excuse for expansion 
is to improve customer service" 


Gurhe 08 docks 


President 


Het 


3128-30 Carroll Ave., West, Chicago 12, Ill. 
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F 3 
* 
au 
‘ 
x 


eh ee ie 


NEW YORK © DETROIT * LOS ANGELES * ATLANTA * BOSTUN + CLEVELAND © DALLAS © MILWAUKEE ¢ NASHVILLE 
PHILADELPHIA @ PITTSBURGH © ST. LOUIS + SAN FRANCISCO © SEATTLE © WINDSOR, ONTARIO, CANADA 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 


217 








aw Blades 
SUPPLY ASSURED 
QUALITY GUARANTEED 


You can still give your saw 
blade sales the green light, be- 
cause you can depend on prompt 
BLADE BRAND deliveries out of 
stock. And, you can still count on 
a better discount with BLADE 
BRAND guaranteed quality cir- 
cular saw blades. 

Remember, BLADE BRAND 
saws are precision made of 
highest quality chrome nickel 
steel to assure tough edge-hold- 
ing qualities and longer trouble- 
free service for your customers. 

Look ahead and assure your- 
self of this dependable supply 
and better discount. Send for 
prices and catalog on the com- 
plete BLADE BRAND line, includ- 


ing new metal and plastic saws. 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


SIZES 
4 to 16 inches 
inclusive 


909 W. 3rd AVE. 
COLUMBUS 12, OHIO 


PHONE ORDERS provide productive 
leads, according to C. G. Dick, who 
handles them at Pye-Barker Supply 
Co., Atlanta, Ga., talking them over 
with outside salesman R. 5. Connatser. 





Area Sales Supervisors 
Named by Du Pont 


H. Logan Lawrence, William H. 
Ayscue, and Samuel W. McCune, 
III, have been promoted to the newly 
created positions of sales supervisors 
in the Boston, Chicago, and New 
York district offices of the Du Pont 
Company’s Rubber Chemicals 
vision. 





Di- | 


| 


In other reassignments of Rubber 


Chemicals personnel, E. Paul Harts- 
field was transferred to the Akron 
office.as a salesman and R. Scotton 
Griffin to the Boston office in the 
same capacity. 

James H. Jones has been assigned 
as a sales representative to Allis- 
Chalmers’ San Antonio district office. 
Mr. Jones joined the company in 1949 
following graduation as an electrical 
engineer from Southern Methodist 
University. 

He completed Allis-Chalmers’ grad- 
uate training course. He is a member 
of the American Institute of Electrical 
Engineers. 


Gilmer Appoints Combs 
Product Manager 


Wilbur E. Combs has been ap- 
pointed product manager of the L. 
H. Gilmer division of United States 
Rubber Co. He will make his head- 
quarters at the Gilmer plant in Phila- 
delphia and will be responsible for 
sales of V-belts, shock pads, flat trans- 
mission belts and other Gilmer 
products. 

Mr. Combs formerly was assistant 
manager of U. S, Rubber V-belt sales. 
He joined the company in 1945 as a 
special representative in the Kansas 
City branch. He became a division 
sales engineer in 1948 and was named 
assistarit manager of V-belt sales early 
1950. 
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B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
you’re building repeat 
business. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


Ae ca 


SP Aan keke naabe ee cee 


A dealer franchise may be 
available in your territory. 
Write for full details. 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 








Milton G. Peck 


Clark Appoints Peck 
Hand Truck Sales Manager 


Milton G. Peck has been mapas 
y-intro- | 


sales manager for the recent 


duced line of Clark powered hand | 


trucks. 


Formerly he was associated in Phila- | 
delphia with Yale & Towne as sales | 
Truck | 


manager of their Industrial 


Division. 


Walter F. Garlow 
Joins Howe Scale Co. 


Walter F. Garlow 
pointed sales promotion manager of 
The Howe Scale Co., Rutland, Vt. 


In order to accept the position, Mr. | 
Garlow resigned as advertising man- | 
ager of the Hewitt Rubber Division | 
and the Hewitt Restfoam Division, | 


Hewitt-Robins Inc. Buffalo, N. Y. 


A graduate of the college of Archi- | 
tecture and Engineering, University of | 
Michigan, Mr. Garlow formerly was | 
administrative assistant for the Bell | 


Aircraft Corp. at Buffalo, New York 


and Burlington, Vt., and for the | 


Manufacturing & Tool Corp. at Bur- 
lington, Vt. He also was with the 


advertising department of the Buffalo | 


Evening News. 


U.S. Rubber Co. 
Elects White Director 


Elmer H. White, vice-president has | 
been elected a director and member of | 


the executive committee of United 
States Rubber Co. 
his career with the company as a stock- 
boy 47 years ago. 

He was formerly general manager of 
the footwear and general products di- 


vision, and since July 1 has been the | 
company’s top-level advisor on sales, | 


sales promotion, advertising and distri- 
bution. 





has been ap- 


Mr. White started | 


Versatile 


aid for plant maintenance men 


TESTED 
AT 114 TIMES 


pated CAPACITY 


PRECISION 
MACHINED 
THROUGHOUT 


HEIN-WERNER HYDRAULIC JACKS 


eee make pushing and lifting jobs easier 


Meme 


These easy-operating, super-powerful jacks 
can be used to move, lift or push machinery, 
equipment, stock bins. Also can be used for 
pulling gears and pinions, bending pipe and 
pressing bushings. 

Made in models of 112, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity...Hein-Werner 
also makes ‘‘Push and Pull’ Hydraulic Jacks 
of 4, 10, and 20 ton# capacity . . . Write for 
details. 


HEIN-WERNER CORPORATION *- WAUKESHA: WIS. 
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@ ASSURES unmatched self-prim- 
ing speed. Advanced Centrifu- 
gal Design. Exclusive CMC dual 
jet construction and open thrash 
type impeller mean peak per- 
formance and dependability. 


@ GIVES top performance even 
under adverse conditions. Extra 
air handling ability permits de- 
pendable performance when 
ordinary centrifugal pumps 
become air bound. 


@ YOUR BEST BUY! 


Easily installed. Readily port- 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 


(  ONSTRUCTION is ey 
WATERLOO, WOWA, U.S.A. 


yf 


| ‘ 
7 @ UNMATCHED 


| Wf Primine speco 


@ “NEVER FAIL” 
FLOAT SWITCH 


@ NON—CORROSIVE 
FLOAT AND STRAINER 


@ FLOAT CONTROL 
EASILY ADJUSTABLE 


@ SIMPLE TO CLEAN 
JUST UNSCREW PIPE 


@ AVAILABLE IN 


WIDE RANGE 
OF SIZES 


C's 











ANY SIZE 
ALL EXTRAS 
ngtrong 








Shelf Assembly °*' 


PENDING 





Sold only through Dealers—Never Direct 


6280 PRAIRIE 

Phone Aurora 9232. 
AURORA, ILLINOIS 
aonn € pM wPAN 


4 BINS DRAWER UNITS TOOL TENDERS CARTS - INSERTS 
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Beyond 
Belie 


For Extra 


| Heavy Duty 


Service 
HOW IT GRIPS 

A slope in the 
keyhole joins with 
the taper on the 
stud to form the 
tightest and 
strongest of grips. 
An exclusive 
Equipto design. 

wo. 150 


DRAWER 
UNITS 


ad 7 3 


MUstrateg 


Catalog, 


hee 


COUNTERS BENCHES 


Plant owner and foreman alike will 
thank you for telling them how the 
new aluminum alloy ‘Budgit’ Chain 
Block will keep them one jump ahead 
of those spot lifting jobs that tie 
operations into knots. 


They'll want to know about the 
new ‘Budgit’ Chain Block — how much 
lighter it is, how much stronger, how 
much faster, easier to handle, how 
much more efficient in lifting loads, 
and — that it’s still a one-man hoist. 


They'll want to know about the 
new features of this chain block that 
provide this greater strength and less 
weight. Its easy maintenance due to 
no pressed fits. No keys for fastening. 
Splined shafts, heat-treated steel 
alloy link chain so tough you can’t 
cut it with an ordinary hacksaw, its 
“full-jeweled" load brake that never 
needs adjusting, and all the other 
new engineering and mechanical fea- 
tures built into the ‘Budgit’ Chain 
Block with Link Chain which make it a 
durable, efficient load-lifting device. 


Write us if you need more 
copies of Bulletin No. 398 to help 
you sell ‘Budgit' Chain Blocks. 


iy] BUDGIT" 
==" Chain Blocks 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Vaives. ‘Consol- 

dated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 





DELIVERY CONFAB brings shipping 
clerk Allison Wells to the desk of 
Arthur Lane, purchasing agent at Bar- 
ker Chadsey Co., Providence, R. I. 





Porter-Cable Buys 
Johnson Corp. 


Ihe Johnson Engineering & Sales 
Corp. of Rockford, Ill. has been 
bought by the Porter-Cable Machine 
Co., Syracuse, N. Y. The purpose of 
the move is to extend Porter-Cable’s 
line of electric tools in order to pro 
vide a complete selection of portable 
woodworking machines. 

The Johnson Corp. manufactures 
air-driven sanding machines used pri- 
marily in the furniture and automo- 


tive industries. These sanders will | 


become a part of Porter-Cable’s Speed- 
matic line of electric tools. 

Purchase of the Johnson Corp. is 
the third major acquisition made by 
the Porter-Cable company since the 
fall of 1948. Just a year ago the firm 


purchased the manufacturing rights | 
and facilities of the Sterling Tool | 


Products Co. of Chicago and has since 
been manufacturing its orbital motion 
finishing sanders. In 1948 the firm 
purchased the Unit Electric Tool Co. 
of Syracuse, N. Y., which added a 
line of woodworking equipment to its 
facilities. 

It will be several months before 
production of the Johnson sanders 
will be underway at the Syracuse 
plant. All production facilities of the 
Johnson corporation are being moved 
to Syracuse. 


Garrett Co, Moves 
To New District Building 


The Detroit branch of the George | 


K. Garrett Co., Inc., a 
recently moved into its own bui 


ager, has charge of the branch. 


ding | 
at 15755 James Couzens, Detroit 21. 
J. A. Cotter, new district sales man- | 


I More and More Industrial Users Specify... 








Fire Safe Hondies 


Only Vaco Offers Such Uniformly 
Wigh Zuality...So Many Styles and 
Sizes... At Such Low Overall Gost! 


@ Yes, industrial users everywhere . . . men who know 
quality, value and price in tools . . . are relying more and 
more on Vaco for every screw driver need. Made to highest 
standards with electrically heat treated chrome vanadium 
steel blades, and with exclusive Vaco Amberyl fire-safe 
handles, Vaco products give more for the money . . . are low 
cost in the long run. Buying is 

easy, too, because there are 

more than 250 Vaco stock 

styles and sizes! No need to 

shop around .. . all your 

regular, Phillips, clutch 

head, Reed and Prince, 

Klipxon, offset and spe- 

cialty drivers from one 

source! 


FREE 30-Page Handbook-Catalog 


Mill supply buyers and other large users of 
screw drivers have found the new 1951 Vaco 
catalog to be a veritable mine of informa- 
ton. Every major type and kind of driver is 
illustrated. Complete tables give all useful 
application data 
including bit size, handle 
diameter and length, blade dimen- 
sions, screws to be driven, etc 
A‘‘must” for every catalog file! 
Send for your free copy, today! 





317 E. Ontario Street, 
Chicago 11, Iinois 
In Canada 
Vaco-Lynn Products Co., itd. 
1212 Notre Dome Street, W., 
Montreal 3, Quebec 


More Than 250 Screw Driver Styles and Sizes! 
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“Ef youre looking for 
DEPENDABLE 
PRODUCTS... 


“then take a tip from me- 


SELL HARRISBURG 
FLANGES 


and 


COUPLINGS /” 


Experienced industrial 
salesmen know customers 
stay sold on the Harrisburg 
line. Have you brought 
yourself up to date on it 
. - « On today’s prices? If 
not, write now for complete 
information. 





Harrisburg 


— STEEL CORPORATION 
(il) Harrisburg 18, Penna. 





98 YEARS IN PUNNSYLVANIA’S CAPITAL 
Custom-Built Quality Products in Quantity 
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ROBERT K. SPOFFORD has been 
named director of purchases for John A. 
Roebling’s Sons Co., Trenton, N. J. 





Searcity of Skills 
Noted in Study 


Engineers and management per- 
sonnel are so scarce in industry their 
shortage overbalances the shortage in 
materials, according to a survey by the 
Association of Consulting Manage- 
ment Engineers. The great need to- 
day, the association suggests is for 


~ training men for jobs at all manage- 


ment levels. 

Because of the expected freezing of 
wages and salaries, many firms now 
are evaluating and re-evaluating all 
positions, both managerial and staff. 
Rates of pay for various jobs are being 
established in line with going rates in 
the area for comparable positions. 

Part of the problem, the association 
declares, arises out of the loss of pres- 
ent markets through rationing, con- 
version to war work, protection of the 
labor supply, and the necessity for 
keeping wage rates in step with cur- 
rent conditions and ahead of any wage 
freeze. 


How Do You Charge Off 
Catalogue Expenses? 


Distributors who have been at a 
loss how, and when, to charge off the 
expense of their catalog will be inter- 
ested in a recent ruling by the U. S. 
District Court for Marvland. 

It seems that late in 1945 the Carey 
Machinery & Supply Co., Baltimore, 
contracted for catalogues to cost about 
$27,200. It paid one-quarter of the 
contract price that year, another quar- 
ter early in 1946; the balance after 
actual delivery of the catalogues in 
1947. The question before the court, 
introduced by the Commissioner of 
Internal Revenue, was: Did the obli- 
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Something new in 
centrifugal pumps 


with everything it takes to 
make easier-than-ever sales! 


New Myers Motor-Mounted Centrifugal 
Pumps. Extra compact. Exceptionally 
rugged. Perfectly aligned and balanced 
impeller. Sizes, 1 H.P. to 20 H.P. 


New Myers Direct-Connected Centrifugals. 
Available with or without motor. Sizes, 
Y_ H.P. to 10 H.-P. 


New Myers 

Belt-Driven Cen- 
trifugals. V-belt 
or flat belt 
drive. Oversize 
shaft is remov- 
able from either 
end of pump. 


With this brand-new line of Cen- 
trifugal Pumps, MYERS offers a 
wide-open profit opportunity to 
wide-awake distributors! 


It’s a line that puts new emphasis 
on simplicity — cuts your invest- 
ment in repair parts inventory to 
an absolute minimum. 


It’s a line that best meets most 
industrial prospects’ needs — 
available in types to handle any 
liquid, at temperatures to 200°F 
—with capacities ranging from 10 
to 650 gpm. against heads up to 
280 ft. 


In short, it’s a line that’s easier to 
sell because it’s built to stay sold. 
Your customers will instantly 
recognize the superior qualities 
of Myers Centrifugals — and will 
be asking for them. Will you be 
ready to write up their orders? 
Write today for trade information 
and full list of sales features — 
offered for 
the first time 
in New Myers 
Centrifugal 


‘ Pumps. 


THE F. E. MYERS & BRO. CO. 
DEPT. W-77, ASHLAND, OHIO 











gation become fixed when the taxpayer | 


signed the contract to purchase the 
catalogues? The court, upholding the 
Carey position, said it did. @ee 


Carey had charged the entire cost 


of the catalogues against its 1945 in- 
come, wiping out income which would S A f k T Y 
have been subject to excess profit tax- 
ation. But the Commissioner of In- 
ternal Revenue disallowed the pay- 
ments made in 1946 and 1947 for 
1945. 

rhe court, in upholding the Carey 
action, cited a Circuit Court decision 
that the Carey accounting method 
(accrual accounting) is, in essence, that 
the right to receive—not the actual 
receipt—determines when income shall 
be included. Hence the time when an 
obligation to pay becomes fixed deter 
mines when the expense is to be de- 
ducted—and not the time of actual 
payment 

So if you keep your books on the 
accrual basis, the implication is that 
you should deduct an expense from 
taxable income as soon as you oblige 
yourself to pay for the item. The 
wisest way to handle the question, of 
course, would be to sit down with 
your lawyer and get his suggestions on 
the subject 





Whitlam Mfg. Co., Adds 
To Sales Force 

Four additions have been made to 
the sales force of J. C. Whitlam Mfg. 
Co. Bill Tschume of Memphis now 
covers the Tennessee-Alabama_ terri- 
tory; Harry Carasick, Philadelphia, 
covers Eastern Pennsylvania, Southern 
New Jersey and Delaware; Edwin 
U. Owings, Baltimore, covers Mary- 
land and Virginia, and Edward J. 
Colley & Associates, covers Brooklyn, Suggest to your customers the proven fact that their products will 
Long Island, Staten Island, and North- sell faster if they're modernly streamlined with flush-to-surface 
ern New Jersey. Western Socket Screws and completely free of dangerous protrud- 
ing bolt heads on all moving parts. There’s extra profit for you in 
that story. Western Socket Screws are a profitable fast-turnover 
item. Western Socket Cap .and Set Screws provide these sales 
advantages, plus greater strength, because, made of alloy steel and 
heat-treated in modern electric furnaces, they assure extra tensile 
strength and greater holding power. That means the important 
economy of fewer screws needed to do the job and faster assembly 








that saves time and money. We invite you to write for the facts— 
and we'll be glad to send you an informative catalog. 





“4 é Western Automatic 


= , N 
WILLIAM DALLAHAN, purctasing Machine Screw Company a x 
agent at Hudson Supply Co. in “Wil- \ SS 
mington, Del., checks orders against 722 Lake Ave., Elyria, O. SS 

manufacturers’ shipments before rout- Sas 

ing them on to customers. Precision Screw Products, Parts and Assemblies Since 1873 
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MORGAN Shewmatt 
ak 3 Vv . ba t > BRASS FITTINGS 


Good Markets NET GOOD PROFITS | | FOR INDUSTRY 


@ MORGAN VISES do the job expected of them—year after year. This 
means good business for the distributor because you are backed by quality 
in design, material, and construction. We give you the benefit of more 
than 56 years in making and selling vises to help you build a profitable 
vise business. 





Our sofes plan gives you every ad- 
vantage and we urge users to buy 


through their local distributor. Hose Couplings 


@ All Handles and Side Locks now For water, steam, oil and air. Also hose 
Nickel-Plated—Rust-proof. nipples, bushings, menders, nozzles and 


other fittings. 
MORGAN VISE COMPANY 


108 N. JEFFERSON ST. 
CHICAGO 6, ILLINOIS 


Machinists @ Quick Action 
Bench Continuous 


Combination Screw 


v 
Sheet Metal © Garage View 


Workers @ Hinged Pipe 
Woodworking Vise Air Nozzles 
Four models of straight or angle pattern. 
Choice of hand button or lever. Air 
volume accurately controlled. 














BELT HOOKS—BELT PLATES—BELT LACING 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- , Hose 
ment of hooks—less hook loss from handling , WS Sh ff 
—a better job when applied with any make ? > i | ut-o 





A new and very desirable hose accessory 
for industry. Self-closing, gives instan- 
PLATEGRIP Fasteners for Conveyor taneous shut-off or control of water. 
belts. Make strong dust-tight joints in belts, 34” hose thread both ends. 

of any width Spread tension uniformly 
across belt, allow natural troughing of belt Brass Hose 
and operate smoothly over flat nian or J ? Clamps 
take-up pulleys. Sizes for belts from %4’’ to 
1%" thick 


lacing machine. 6 sizes 


Full range of water, 
air and steam hose 
STEELGRIP Flexible Lacing, applied with a : 4 sizes. Rust Proof 
hammer, clinches over and protects end of ‘ a clear through. 
belt. Makes strong, flexible joints. Boxed 
with 2-piece hinged rocker pins or can be 
obtained in long lengths for conveyor belt 
Fusible Plugs 
Buy all belt needs from this High grade brass, filled 
one reliable source. with pure tin. Outside 
AP, and inside styles, in long 


ARMSTRONG-BRAY & CO. & i » TDS Teg? and short pattern. 
“THE BELT LACING PEOPLE” age 


5356 NORTHWEST HIGHWAY Se SP“ H. B. Sherman Mfg. Co. 
CHICAGO, ILL. : 
: BATTLE CREEK, MICHIGAN 


use 
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E. L. MURRAY, district manager, 
valve division, Ohio Brass Co., has 
retired .after 38 years. of continuous 
service. He started with the company 
in 1912 as district manager of the com- 
pany’s New York territory. Mr. Mur- 
ray is credited with having had a major 
role in the building of Ohio Brass’s 
distributor organization. 





Branch and Warehouse 
For Allis-Chalmers 


A new branch office has _ been 
opened in Augusta, Maine by the 
Allis-Chalmers Mfg. Co., at 268 
Water St. It will be under the man- 
agement of D. P. Appleton. 

George A. Wampler, former sales 
representative in Allis-Chalmers Mem- 
phis district office, has been named 
manager of the Chicago warehouse 
sales unit, a new section set up in the 
company’s Chicago district office to 
handle the sales of small apparatus in- 
cluding motors, controls, ‘Texrope 
drives and pumps. The new unit 
will be located at 500 East 27th St. 
in Chicago. 


Harold S. Millay, service supervisor 


in the Boston district office, has been 
named a sales representative in the 
new Augusta office of the company. 


Jarecki Valve Division 
Formed by H. K. Porter Co. 


The H. K. Porter Co., Inc., Pitts- 
burgh, Pa. has formed the Jarecki 
Valve Division, Tulsa, Okla. to handle 
the manufacture and sale of Jarecki 
Valves, formerly produced at Jarecki 
Mfg. Co. plant in Erie, Pa. 

Established in 1852, the Jarecki 
Co. manufactured a complete line of 
iron and bronze valves and cocks. 
These now will be produced in H. K. 
Porter’s Hinderliter Tool Co. Division 
plant at Tulsa. 

Distribution of Jarecki Valves is 
handled through the Jarecki oil field 
supply stores, the more than 3000 
Jarecki jobbers, and direct through the 
main plant in Tulsa. 


CAMPBELL 


CHAIN 


takes the strain 


PS) « 
or 
| Se Te 


Every link in every Campbell Chain is rigidly 
inspected to make sure the chain you sell your 
customers measures up to the high standards of 
quality traditional with Campbell. 


Send your next chain order to Campbell. You 
will receive prompt, courteous service. Campbell 
production is linked to your requirements as a 
distributor for quick service and fast delivery. 


\c me RC ak SIAG) 


o Campbell Chain is advertised 
consistently to your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Garcany 


Main Office—Y ork, Pa. 


Factories—York, Pa. and West Burlington, lowa 


INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 


SPECIAL PURPOSES 


INDUSTRIAL DISTRIBUTION © JANUARY, 1951 





CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 

section acts as 

a wick, lubri- 

cating the 

shaft by capil- 

lary action. 
TYPE A 


SELF-ALIGNING PERMANENTLY LUBRICATED 


= Lubralife Bearing still operating after 860,760,000 revolu- 
ions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 
This 414” test tube 
illustrates the 
Gmount of lubricant 
in a 5%” bore Lubra- 
life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 


TYrE F, Flange type 
Lubralife bearing with 


heavy duty cast body. NO OILING! 














YOU CAN GIVE YOUR 
CUSTOMERS 


TRIPLE 
SAVINGS 


IN THEIR GRINDING ROOMS 
ON GRINDERS FROM 


1 TO 60 H.P.! 


1—Wheel costs are lowered! 
2—Time is saved! 
3—Production is increased! 


HERE'S HOW! 


Standard’s BDG self-contained belted motcr 

driven grinders keep your customer's grinding 

wheels turning at the correct peripheral spreds 
down to wheel flanges! This new engineering feature provides you maximum 
wheel life and far greater grinding efficiency! 


Sizes: 10’ 3-speed 1 H.P. to 30’ 4-speed 60 H.P. Also Infinitely Variable 
Speed. PROMPT DELIVERY. 
Get the facts today Write for Catalog 44. 
All machines available for 110, 220, 440 or 500 volt 
single or 3 phase. 25 or 60 cycles. 


The STANDARD ELECTRICAL TOOL Co. 


2520 RIVER ROAD CINCINNATI 4, OHIO 
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EUGENE PATENAUDE, shipping 
clerk at William J. Burns, Inc., Provi- 
dence, R. I., wraps a package of drills 


for shipment to a good customer. 





Machine Tool Buying 
Likely To Increase 


Machine tool purchases, if they fol- 
low the pattern of World War II, 
probably will spurt upward in the en- 
suing months. Production next year 
might even approach the increase that 
occurred in 1942, partly because of 
provision in the new tax bill on rapid 
depreciation rates for new plant facili- 
ties for emergency war production. 

So far output has been increased 
from $265 million last year to about 
$325 million of tools for this year. 
Production would be even greater but 
for the lack of metals and production 
facilities. 

The machine tool industry will 
work with the aircraft industry to 
process orders from that industry for 
new machine tools so that there will 
be no delays in plane building. Sub- 
contractors working for the airplane 
industry will be extended similar pref- 
erences. 

In their turn, to take care of rising 
over-all quantities of metals required 
for such production, the machine tool 
industry expects voluntary allocation 
in its behalf by iron and steel pro- 
ducers. 


Montgomery & Crawford 
Names Gatlin To Sales 


Karl F. Gatlin has been appointed 
sales representative in central North 
Carolina for Montgomery & Crawford 
Co., Spartanburg, S.C. He will make 
his headquarters in Charlotte. 

Until recently, Mr. Gatlin was con- 
nected with the Kendall Mills in New- 
berry, S.C. He is a graduate of Emer- 
son Institute, Washington, D. C. with 
a degree in engineering. 








ONCE IN A LIFETIME 

a man makes a decision 
that means 
more than 
anything he 
ever does 





eee 


You know that things never stay as they are, 
Business and industry are forging ahead with a bang. 
Production, service, buying, selling, are all ap- 
proaching top speed, and the man with front-line 
“xperience, plus the executive training and back- 

und that you can get from books, is in demand 

never before 

It may not seem very important now, to plan, to 
put some of your own time into home study—to see 
what business experts have to say about your job, and 
the job ahead of you, in books. But a year or so, or 
even a few months from now, it may prove to be one 

the biggest decisions you ever made, 

oa can take this etep now. We present for your 

of books that gives in the quickest way 
the boiled-down experience of others and 
increase your capabilities and earning 


The McGraw-Hill Library of 


BUSINESS MANAGEMENT 
6 vols., 1973 pages 


- Business Organi- 
zation 


. Business Finance 


. Credits and Col- 
lections 


. Effective Market- 
ing 


. Business Corre- 
spondence 


6. Managing Yourself 





FREE 


HE books tn this itbrary to all who mail the 
€ the elements coupon requesting 

of management oe nee 
in executive approact , 
» business Use it for im 
liate help in specific prob 
the knowledge 
s you need right 


Business Executice’s 
Guide, a handy 
check-list guide for 
solving management 


need for this sort of 
the most practical 
meeting it have 
standards by which 
Wright has sifted 
organized the ma 

n this Library. From 
1 get the guideposts you need in tackling new 
ming executive responsibilities, in knowing 

ting it done 


50. G 
it FREE for acting 
on this ad. Just 
mail coupon 











Tells you— 


How to improve 


your energies 


FREE Tee. OW PRICE—EASY TERMS 


mi get all six books on approval at 
able saving over what books like these would 

vaght singly If this 10-day test shows value 
sma installment while you use the books. 
send the coupon today. 





McGraw-Hill Book Thy Inc. 
330 W. 42nd St., N. Y. 18 


Send me the McGraw-Hill Library of Business Man 
g nt, 6 volumes for 10 days’ free .o In 10 
s I will either return books or sen 
charges; then $4 
itil With my Ship ment 
eceive FREE ‘s of Business cutive’s Guide 
may keep whether or not I buy the 


This offer applies to U. 8. only 














NEW BOOKKEEPER at Hudson 
Supply Co., Wilmington, is Vernon 
McKnight. 





Lewis Supply Co. 
Makes $75,000 Addition 
Lewis Supply Co., Memphis, Tenn., 


will double the size of its steel ware- 
house at 203 E. Trigg, with a $75,000 
addition. 

The 76 by 200 ft. structure will have 
1 23-ft. clear height for a 5-ton electric 
travelling crane operation. A new truck 
dock will be provided on the south side 
for loading of two trucks within the 
building. A railroad siding will be ex- 
tended through the old building into 
the new. Construction wiil be of 
steel, with corrugated metal siding. 
Windows will be continuous around 
the — 

T. W. Lewis, president, owns the 
building and is leasing it to Lewis 
Supply Co., for five years. 

The firm has completed the installa- 
tion of acoustical ceilings in their main 
floor offices, which consist of the main 
offices, display rooms and sales rooms. 
\ contract has been let for air-condi- 
tioning the area. 

Harry Hodges, contractor salesman 
for the firm has been called to duty 
with the Army and is stationed in 
'exas. He is succeeded by Ray Dur- 
ick, formerly sales manager for Hays 
Supply Co., Memphis. 

Also called to duty is T. W. Trout, 
salesman stationed at Columbus, Miss. 
He is with the Air Corps. 


Mid-West Abrasive Co. 
Names LeMay To Chicago 


Henry L. Lemay recently was ap- 
pointed Chicago district manager by 
the Mid-West Abrasive Co., Owosso, 
Mich. 

Mr. LeMay has had a number of 
years of experience in the abrasive 
industry. 
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MEANS SALES! 


ROUND POINT 
PLAIN BACK 
SHOVEL... 





SELLS 


7) 


gar lSFIEs 


CUSTOMERS... 


Available in three well-known Magor 
brands, Master — Power — Digwell. 
Each priced right for the right mar- 
ket means you've got what they want 

. Built-in bonus features mean re- 
peat sales for you. Stock Magor's 
simplified line and eliminate inven- 
tory confusion. Write today for illus- 
trated price list. 





MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, W.Y. 








ae ti 
Your Customers Know | The New 


and Want KEY-TITE | ATLAS 


PERFECT 


Car Mover 
SPURS 


—— S 


< PERFECT PERFECT 
ments tell them about this fine leak-proof SHARP TEMPERED 


sealing compound. Lack of time probably EDGES STEEL 








You don’t have to explain Key-Tite to your 
customers. Continuous Key-Tite advertise- 





keeps you from frequent calls on each cus- 


tomer, but Key-Tite advertising does the Cnt cin the wdek tentetent: eed Io noe 


fect operation of Car Movers. ATLAS Perfect 
SPURS can be used—not only on all ATLAS Car 
Movers—but on other makes as well. They are man- 


job in your absence. Stock sufficient sup- 


plies of this excellent sealer. Key-Tite’s ufactured to withstand the tremendous strain placed 
on them and can be turned regularly to make use 


—— : P of all four edges, thereby giving much longer wear 
Distributors: Write for available Let us send you all facts on ATLAS Car Movers 


territories and liberal free sample. and ATLAS SPURS. We urge users to buy through 
their local distributors. 


KEY COMPANY APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
MILWAUKEE 4, WISC. 


pre-selling makes sales and profits for you. 





2621 McCasland Ave., East St. Lovis, til. 


SPUR GEAR — 2 
SCREW GEAR 
DIFFERENTIAL i 

CHAIN 


HOISTS 


EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER 


Philadelphia Hoists not only meet industry's needs from 

Y2 to 20 tons capacity but they handle these loads at big 

savings in operating costs. The greater efficiency and 

easier handling of these Timken-Bearing equipped, strong 

Light-Weight hoists make them sagarnyed in the — 

of your customers. They more than pay their way. An 

menenes they earn ie for their users they make money ~ a SODERING 
for the Distributors who handle the line. A ZB BRAZING 


Features which help clinch sales include: the special forged \ ¢eosth 

load sheave mounted on Timken Roller Bearings—solid steel | \\ wt, \ WELDING 
forged driving shaft—steel safety hooks attached to special © \\ <<< 

analysis steel die-formed electrically welded load chain 

chrome plated for rust resistance and increased life. Models 

include clevis, close headroom, extended handwheel and 

twin hook. 




















Send for 


“A copy of Catalog 4-A containing valu- Sold thru Distributors 
able information on the complete line of Send for Catalog 


“Philadelphia Hoists”. 
| pone BLOCK & MFG. CO + 5 Sa 
6731 BRYN MAWR AVE. 
PHILADELPHIA Mascher & Norris Sts., Philadelphia 2 Pa. ' CHICAGO 31, ILLINOIS 
28 
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sales tool for 


distributors of 
WALKER-TURNER 
power tools 


When a Walker-Turner Distributor talks 
machine design, he’s talking more than the 
customer’s interests. “Machines built 
with the wser’s special needs in miad” 
means business for the distributor. 

For it’s backed, as it would 

have to be, by a complete line of 

power tools. 

With a machine for most metal and wood- 





working requirements, more plants and 
shops are prospects for the Walker-Turner 
Dealer .. . and more of these prospects 
become customers—satisfied customers, 
That’s why, in the field of power tools, 
Walker-Turner design is such a powerful 
selling tool. 





SOLD ONLY THROUGH AUTHORIZED DEALERS 


ORILL PRESSES + BAND SAWS + RADIAL SAWS © JOINTERS 
BELT and DISC SURFACERS + LATHES + TABLE SAWS 
iG SAWS > TATIHG ARSOK SAW. 
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Amazing—but true! All 
working parts of Cash- 
Acme valve illustrated 
here are renewable with- 
out taking it off the line. 
This saves time—makes 
operation economical. 
But the odd thing: you 
probably won't need to 
repair Cash-Acme; it's 
precisely made, of rust- 


proof bronze. 


CASH-ACME 
Automatic Valves 
A. W. CASH VALVE MANUFACTURING CORP. | 


Type B for water, air, 
steam, oil, gas. 2” 
through 2” pipe sizes. 
Ask your Mill Supply 
Dealer. 








6615 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 








374,220 PIECES PER GRIND 








Ll 


WILLEY’S 








with WILLEY’S 
SOLID CARBIDE REAMER 


On this typical valve guide bushing, 
one man reamed 10,000 pieces per day, 
manually. Over 374,220 pieces were 
reamed per grind, with the reamer re- 
volving at 1200 R.P.M. 


Actual production reports demon- 
strate the superior quality of WILLEY’S 
METAL. 


WRITE for CATALOG 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 


1342 W. Vernor Highway Detroit 1, Michigan 
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OFFICE STAFF of M. L. Foss, Inc., 
Denver includes Miss Eva Apelquist. 





Edward Valve Appoints 
Europe Sales Representative 


Societe Audco Belge S. A., Brussels, 
Belgium has been appointed repre- 
sentative in continental Europe for 
Edward Valve, Inc., East Chicago, 
Ind. 

All sales contacts will be under the 
supervision of Fred O. Spitzer of the 
Audco Belge sales staff, who will 
travel Begium, Denmark, France, Hol- 
land, Italy, Luxembourg and Switzer- 
land. 

Societe Audco Belge is a subsidiary 
of Audley Engineering Co., Ltd., 
Newport, Shropshire, England, who 
is licensed to build and market Nord- 
strom lubricated plug valves in the 
British Isles and on the Continent. 


P & H Names Timms 
Plants General Manager 


Howard L. Timms has joined the 
Harnischfeger Corp., Milwaukee, as 
general manager of both Escanaba, 
Mich. plants. 

Mr. ‘Timms’ previous associations in- 
clude Massey-Harris, Racine, Wis.; and 
the General Electric Co., Fort Wayne, 
Ind. He is a graduate of Purdue Uni- 
versity and a member of the American 
Society of Mechanical Engineers. 


Morse Twist Drill 
Names Duff District Head 


C. F. Duff has been appointed dis- 
trict manager for Morse Twist Drill 
& Machine Co., New Bedford, Mass. 
Formerly Mr. Duff was Morse repre- 
sentative in Cleveland. 

The company now is represented in 
Mr. Duff's territory by A. E. Boot 
and Harold Symes. 








Ladish Establishes 
Branch in Tulsa 


Ladish Co., Cudahy, Wis., has 
opened a new branch office at +05-6 
Thompson Building, Tulsa. The of- 
fice is under the managership of G. E. 
Mahoney who for the three years has 
been district manager for Ladish in 
Chicago. 

Simultaneously, Ladish announced 
a change in address of their St. Louis 
office and the appointment of W. H. 
Heckenberg as district manager. The 
new office address is Suite 1605, Con- 
tinental Building, 3615 Olive St., St. 
Louis. 


SKF Promotes Hagen 
To N.Y. Sales Post 


William F. Hagen has been ap- 
pointed by SKF Industries, Inc., as as- 
sistant district manager of its New 
York office. 

Mr. Hagen joined the ball and roller 
bearing firm in 1930 and has been a 
field engineer since 1943. The New 
York district, which has headquarters 
at 1976 Broadway, embraces New York 
City, 14 counties lying outside the 
metropolitan area, and 12 counties in 
northern New Jersey. 


Everett & Co. 


To Represent Westcott 


John T. Everett & Co. will repre- 
sent Westcott Chuck Co. in Ten- 
nessee as district representative, as 
well as Alabama, Arkansas, Oklahoma, 
Louisiana, Mississippi, and Texas. 

Everett & Co. maintains offices in 
Memphis. 





“Hello, Boss, | got my foot in the 
door—now what?” 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 2 to 5 tons. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 











Cf CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


4 


Cl COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


Cf PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 14%, 3 and 6 tons. 


Wute: 


CHISHOLM-MOORE 


HOIST CORPORATION 


\ 


McKir 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland e« 
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Distributors Everywhere 





HERE’S WHY IT PAYS YOU 
TO READ THE ADVERTISING 


IN YOUR MAGAZINE... 





The advertising in INpusTRIAL DisTRIBUTION is a rich source of valuable 
information. In this magazine you will find new lines and selling ideas that will 
apply advantageously to your business. 


Every issue is a catalog of products, services, and ideas — quickly available 
to you — just for the reading. 

Leaders in the supply business and their salesmen turn to the advertising 
because they’ve discovered it helps make their businesses more profitable. 


When you read all the ads in this magazine, the chances are good that you'll 
get leads that will materially help you do a better job. For example, you may find 
how a specific piece of equipment will answer the problem that one of your cus- 
tomers has been worrying about. Or a tool that’s made to order for many plants 
you call on. That’s why it pays to read the advertising. It’s good business. 





And remember, the manufacturers who advertise regularly in this magazine — 
which is the only magazine published to you and for you — believe in the indus- 
trial distributor. They advertise to help you sell. They are your co-partners in the 
job of serving industry efficiently and economically. 


Industrial Distribution 


A McGraw-Hill Publication 
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Management Reorganized 
At Morgans, Ine. 


G. P. Morgan, president of Mor- 
gans, Inc., Savannah, has assumed 
the position of chairman of the board 
of directors. S. H. Morgan has been 
elevated from vice president and 
treasurer to president. 

Other changes include the promo- 
tion of Edward H. Morgan from as- 
sistant secretary and treasurer to vice 


president and secretary, and the nam- BETTER 


ing of Lorton S. Livingston as vice 


president and treasurer. WELDED 


On December 1, Mr. Livingston 
purchased 35 percent of the capital CHAIN 
stock in the firm from the Morgan 
family. His duties will be to take for every industrial purpose, for 
over office administration. Mr. G. P. every essential industry—wherever 
Morgan stated that there will be no chains are needed, you'll find 
change in actual operation of the busi- Wesco Chains doing a better job be- 
ness. F : cause they are better welded chains. 
James H. Byington, former presi- 
dent of Savannah Ship Chandlery & PROOF COIL CHAIN 


Supply Co. has joined the Morgan 
firm. V. B. Benton, R. E. Dent, and BBB COIL CHAIN 


Stephen J. Rabey, all formerly with renee sos AND 

Cameron & Barkley, Savannah, have G CABINS - ; 
also joined the firm. Mr. Dent has RAILROAD CHAIN Write yi ty gee 
been made assistant to the sales man- 

ager. 


Niarion G. Waters, Jr. who bas VTE TT- TMT VT ereroy 7-V he 


been with the company for the past 

ten vears, has been made manager of 1819 BELMONT AVENUE e CHICAGO 13, ILLINOIS 
floor sales and the pump department. 
Ed. Wright, former credit manager, 


has been named manager of the equip- ; 
ment department. R ADVERTISING 


Vaught Retires , LIKE THIS 


George W. Vaught, financial vice 
president of The B. F. Goodrich Co. Zoom down on Dirt, Dust, and Grit 
since 1940, has retired from active with a CLEMENTS-CADILLAC 
"eps ee blower - suction cleaner, and 
participation in the company s affairs. you're got the enemy on the 
When he joined the firm more than run. Use this powerful air 
ten years ago, it was Mr. Vaught’s weapon to rout the trouble 
intention to retire to his ranch in makers from every crock 


Tex: ho end ult tide won pte and crevice of your ma- IN THIS NEEDED 
exas at the end of five years of active chinery and equ ip- AND MUCH-IN-DEMANI 
service. At the request of the com- ment. Deal ‘em a \ CLEANING TOO! 


pany’s president and board of direc- hard blow— 
tors, he agreed to continue his respon regularly. 
sibilities an additional five years end- 

ing December 31, 1950. 


BUYING INTEREST 





Georgia Supply Co. on _ BE BSA Re APPEARS MONTHLY 





Increases Capitalization ey Sets) Bp a VW IN LEADING 
7 INDUSTRIAL 
MAGALINES 


} 


Georgia Supply Co., Savannah, has 
increased its capitalization from $275, 
000 to $500,000, according to Presi 


dent W. S. Blum. The move was iF you 
made in keeping with an increased PR AMA aac an WANT A 


volume of business. ‘ , : aning job Pp. 
W. H. Linder, Jr., has been pro panera ; 
moted from price clerk to outside as wh soe SELLER 
salesman to cover southern Georgia : p 
—- \) WRITE US 





. L. Coleman has been promoted 
from assistant to the manager to out- . CLEMENTS MFG. co. FOR DETAILS 


. 6624 S. NARRAGANSETT AVE. CHICAGO 38, Itt. 
side salesman working out of Bruns- 
wick ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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NEW MANAGER of market research 
for the Rockwell Mfg. Co., A. C. 
Daugherty also is a director of the 
Pittsburgh Chapter of the American 
Marketing Association. 


Profits jump when you stock 

and sell Star Molyflex Hack 
Saw Blades... you make four times a | American Steel & Wire 
much money as you do with standard | Honored For Safety Rate Whenever you find management faced 
steel blades. Customers go for Molyflex oa 
_f: h lity high with ever-growing production losses 

like a aad . en 8 id & Wire Co., at Cleveland and Tren- due to manpower shortages, tell them 

SE ee aay : — aa | ton, N. ]., have been honored by the | about ‘Budgit’ Hoists. Tell them how 
other brands of high speed flexibles— | National Safety Council for outstand- 
come back again and again with re- | ing safety performances during the 
orders. Feature Star Molyflex Blades— | past two years. 
get your share of extra Molyflex profits. The company’s Central Furnaces & parts, machines, tanks, guns on pro- 


Rush an order to your jobber today. . ay, on 





I'wo plants of the American Steel | 


these portable little yellow electric 


hoists are ready to lift machine 








Docks plant at Cleveland received | , as y, insp lines the 
two awards at a ceremony recently. they're unpacked. That each 


GET THESE STAR SALES AIDS One was a National Safety Council | ‘Budgit’ Hoist is a complete load lift- 


FROM YOUR JOBBER award for its record of 1,404,438 man- 
. : hours without lost-time accident in 
No. 166—Counter Display Card holding = ty. 1 5-month period ending March | ready te serve the moment it's hung 


10 Molyflex Blades. No. 45—Display | 3] of the past year. This performance | up and plugged into an electric socket. 
Card that sells 3 Unbreakable Special | had been maintained, further, and 

Flexible blades at a time. Also, free Star | had reached the figure of 1,785,000 7 En eae Hee Aa 
Wall Chart—free 32-page booklet, Met- man-hours on Nov. 14 last. | going to operate the hoist, tell them 
al Cutting. (a Ve 





ing and load handling unit in itself — 


In addition the plant received an | that @ woman or an older man can 
FEATURE STAR award from the Council in recogni- | ig capecity loads with « ‘Sedgit’ 
STEELRITE tion of its accident-free performance 
METAL MARKING . . during the one-year period ending on 
CRAYONS : is June 30 of 1950, giving the plant first | Sprains, or rupture. Of the safety 
5 a competition conducted features built into the hoist that do 





Hoist without danger of strain, 


Attractive counter ‘ place m ; 
box guarantees > é among steel plants of this size and away with all possibility of other in- 
classification. 

[he award to the Trenton plant is 
based on its record of 1,152,503 man- 
hours without lost-time accident dur- Hoists! Sales will come easy for you. 


© | ing the period of August 9, 1949, to Snell aan cation cb Vital tie. 
COMING SOON! ® June 30, 1950. Like Central Furnaces, 391? Then, write us for as many 
Sound Slide Film: “Hitch / = the Trenton plant has continued its as you need to help you sell. 
Your Wagon To A Star”. accident-free performance, reaching 
Available for distrib the figure of 1,647,952 man-hours on 


tors’ sales meetings. se the first of last November. MAXWELL) 6 ’ 
aes { \z 
7 wi BUDGIT 
Southern Firm Builds See 8) Hoists 
cj LE M SO N | _ House-Hasson Hardware Co., Knox- | MANNING,MAXWELL& MOORE, INC. 


BROS., INC ville, Tenn., plans the construction of | MUSKEGON, MICHIGAN 
. . oi: ewe SEE : a . Builders of ‘Shaw-Box’ Cranes, "Budgit’ and ‘Load 
Middletown, N. Y., U.S.A. a $135,000 warehouse to be built on | [ier Hoists and Ghactinies tne ae 
Makers of band and power back saw blades, the west side of the present building at | of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 


frames, metal cutting band saw blades and ps “ey ree , | idated’ Safety and Relief Valves, ‘American’ 
lemson Lawn Machines 59 Western Avenue. Industrial and ‘Microsen’ Electrical Instruments. 


ready, steady 
sales. 


jury. Tell management these and 
other facts about ‘Budgit’ Electric 
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Lincoln Electric Lists 
District Office Changes 


James W. Brooks has assumed sales 
and engineering responsibilities for 
The Lincoln Electric Co. in the In- 
dianapolis district. He has been trans- 
ferred from the company’s Boston dis- 
trict. 

I'homas L. Dempsey has been ad- 
ded to the staff of the Lincoln Electric 
Cleveland sales organization as a spe- 
cial field engineer. In addition to 
duties as sales engineer he has a spe- 
cial assignment of giving engineering 
service to manufacturers in the Cleve- 
land area who are redesigning ma- 
chinery for welded steel fabrication. 

John F. Kotchian is now serving in- 
dustrial accounts for the company as a 
welding engineer in the company’s 
Chicago district. He has been trans- 
ferred from the Cleveland district 
where he has had, in addition to his 
regular duties, the special assignment 
of developing the application of weld- 
ing for maintenance in service organ- 
izations 


San Diego Distributor 
Plans New Building 

The San Diego Pipe & Supply Co., 
San Diego, will start work soon on a 
3,000 sq. ft. office and display room 


cording to Manager George Wixen. 

The new building will be located 
at Washington Street and Pacific 
Highway in San Diego. The com- 
pany’s present location is 3837 43rd 
Street. 


Cambridge Wire Cloth 
Appoints Three Officers 


The Cambridge Wire Cloth Com- 
pany, Cambridge, Md., has announced 
the appointment of the following new 
officers: Irwin F. Pink, executive vice 
president; Edward N. Evans, vice 
president and general manager; and 
Nina E. Pink, secretary and treasurer. 

Mr. Pink joined the company in 
1920. He was elected secretary and 
treasurer in 1938, vice president and 
general manager in 1942, and held the 
latter position until his recent appoint- 
ment. 

Mr. Evans has been with the com- 
pany since 1937. In 1940 he was made 
sales manager for the company’s line 
of woven wire conveyor belts, indus- 
trial wire cloth, woven wire slings and 
special metal fabrications. He has 
been secretary and treasurer since 
1942. ‘ 

Miss Pink joined the company in 
1930 and was made office manager 
in 1940. She became comptroller in 
1944 and held that position until her 





Far advanced in de- 
sign and construction 
these new Speed Drills are 
—— handier, yet more 
powerful and faster drill- 
ing than more cumber- 

more costly old 
ype drills. Quality-built 
fee trouble-free, lifetime 
service, these drills are 
die-cast aluminum with 
cast-in air-cooling sys- 
tems, cast in lubrication, 
ball thrust bearings, 
heavy cut-steel gears, and 
extra power for size. They 
will drill steel, wood, con- 
crete or stone ‘rapidly and 
efficiently. See these new 
tools before you buy for 
more drill per dollar, and 
more power per pound. 


and a 10,000 sq. ft. warehouse, ac- recent appointment. 

No. 400 \ ” capacity—more 
power than similar drills costing 
almost double. Come with Jacobs 
Geared Chuck, removable handle 


is formed to fit hand. $39.50 


MOVING? 


Don’t make the mailman chase you 


Send us your nw address at least three weeks before you move 

—and you'll continue to get your copies of INDUSTRIAL 

DISTRIBUTION without a hitch. Just fill in the change of ordinary 34” drill. New die-cast 
“revolver Anal construction. 


address form below and mail to: with 


Geared Chuck $27.50 9B, 220 


No. 79 %” capacity —power of 


Director of Circulation, Industrial Distribution 


330 W. 42nd St., New York 18, N. Y. 





Name 


No. 200 \ ” capacity. Surpris- 
ingly fast-drilling because of 

led power and special gearing. 
— styled die cast hous- 


with Jacobe $19.50 $16.50 


Write for Catalog Sheets on drills, 
+ grinders and sander. 


'Y MANUFACTURING CO. 
1832 So. 52nd Avenue @ Cicero 50, Iilinois 


New Company Name 


New Position 


Don’t forget to notify your postmaster, too 
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W. E. Tromanhauser 
Vice President 
Buffalo Fire Appliance Corp. 


“We think you will be interested to know that FACTORY MANAGEMENT & MAINTE- 
NANCE has played a big part in a success story.” 

That’s the way an important manufacturer who sells through distributors feels about 
his advertising program in Factory. He is W. E. Tromanhauser, Vice President of Buffalo 
Fire Appliance Corporation. 

Mr. Tromanhauser’s success story concerns a new product line which Buffalo started 


to advertise in FACTORY about a year ago. He says: 

“This new line has been phenomenally successful and Buffalo’s sales this year are 
well up over last year. We believe FACTORY MANAGEMENT & MAINTENANCE did an excel- 
lent job of advertising Buffalo’s new superior Stainless Steel Extinguishers and had a big 
part in paving the way to this remarkable sales gain.” 

That’s tangible evidence of the sales help FACTORY can give you on every product line 
you handle. 

You know that the Plant Operating Group—the men in charge of plant operation 
—are the toughest men for your salesmen to see and sell. It’s the group in which FACTORY 
has more paid circulation and more readership than any other industrial magazine. It’s 
no wonder, then, that Mr. Tromanhauser says: 

“We know that our distributors have profited by Buffalo Fire Appliance’s pre-selling 
to the plant operating executives who read our ads in FACTORY.” 

Insist on having the help that advertising in FACTORY can give you. More of your 
customers and prospects in the Plant Operating Group 
pay to read Factory than any other industrial magazine. 


A McGRAW-HILL PUBLICATION 


330 WEST 42nd STREET, NEW YORK 18, N. Y. 4 


member, audit bureau of circulations ¢ member, associated business publications 
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Sell EXTRA SPEED 


parts 
assembly 


~ VANKEE™ 


Spiral Ratchet Screw Drivers 


With the fast, easy action of 
“YANKEE” Spiral Ratchet Screw 
Drivers, tough assembly jobs are a 
pushover. Used on thousands of appli- 
cations like the one pictured above 
“YANKEE” Drivers speed work, cut 
costs on every unit — keep worker 
fatigue at a minimum. Made in two 
styles — regular and “quick-return”. 
The automatic spring return action 
makes driving a one-hand job . . . ideal 
for overhead and hard-to-reach work. 
Accessories available for a variety of 
uses. 


Shows how “Yan- 
kee’ Drivers are 
proving their value 
in jing assem- 
bly on everything 
from baby strollers 
to oil burners. This 
new booklet is 
available for dis- 
tribution to your 
customers. Order a 
quantity imprinted 
with your name, 
address and ne 
number. Write to 
North Bros., 233 
West Lehigh Ave., 
Philadelphia 33, Pa. 


We're telling your customers to ask to see the 
complete line of “YANKEE” time-saving tools. 


YANKEE’ TOOLS NOW PART OF 


STANLEY 


| 


Alinta 
THE TOOL BOX OF THE WORLD 


NORTH BROS. MEG. CO. 
Philadelphia 33. Pa 


| 


_ derelict turned loose by the Pennsylvania . . 


om 
backfires 
THE PUBLISHER’S PAGE 


. where the views expressed are his own 





Schedule or no, it’s Oklahoma and Princeton on top. California, tied 
once, rates over Army. So does Texas, with one defeat in a league matched 
only by the Big Ten... Michigan-Ohio game rates the season’s “Believe 
it or not.” Total yards gained, both teams, 68; first downs 3, all by Ohio. 
Score Michigan 9~—Ohio 2. Difference was ten Ortman punts to Ohio’s 
15, 3, 15, 10, 16, 15, 8, 14, 9 and 6 yard lines that kept Janowicz and 
company pinned down in the snow all afternoon. Prediction for Rose 
Bowl — Michigan 27, California 14... 1951 All American team is in Korea 
-every man of them . . . Year's all time flop is labor with the capital 
“G, M and L.”’ Ohio and New York City ended the myth about the labor 
vote being in the pocket of any labor boss. Goose-stepping politicians 
should take notice . . . Mrs. Eleanor Roosevelt writes: “to me this tax 
(excess profit) seems a perfectly reasonable one.” Now if the good lady 
will comment on emotional instability vs. leadership, we should have a 
better understanding of what cooks at Blair House . . . The spotlight has 
shifted from Flying Saucers to the L.I.R.R. This L. 1. is the whirling 
. Dr. Sampel C. Collins of 
M.I1.T. has designed and built a “cryostat” super deep-freeze that can cool 
contents to within 8 degrees of absolute zero. Absolute to zero is the point 
where all motion ceases and is best illustrated by action at the U.N... . 
A typical day at the U.N. consists of treating bilge water with a dash of 
smelling salts when the odor gets too strong. What's needed is a bouncer 
to knock the teeth of Malik-Vishinsky and company right back into the 
cesspool from which they speak. Then pick up the dirty mess and toss it 
into the gutter with the rest of the filth. Peace at any price still doesn’t 
include playing Patsy with skunks sporting an anal gland in the tonsils... 
Just what did General Motors expect of Washington’s appeal to hold the 
price line? Only the oldest of us remember the day when the government 
could say: — “Do as we do”! Even then you counted your change. Today, 
any relationship between honesty and government demands upon business, 
is purely coincidental . . . If you want to find some real bright spots in 
your daily newspaper, these days, turn to the department store ads. The 
Christmas spirit quickly makes you forget our storm-tossed troubles in a 
very sick world. What we need, most definitely, in the world today is that 
spirit of “good will toward all men,” in all fifty-two weeks of the year: — 
The world of hopes, dreams and faith that our children live in, day in and 
year out, and with Santa as their living symbol . . . A friend recently wrote 
me: — “It seems to me you are somewhat vulpecular in your approach 
etc.” Vulpecular my eye! I don’t even rate as an old one. The fact that 
I talk tough has nothing to do with my animal instincts . . . May 1951 
bring you happiness and continued faith in the destiny of the greatest 
nation ever conceived by human mind. A nation united in the finest tradi- 
tions of loyalty and self-sacrifice, established by our forefathers, is invinci- 
ble. Let us, at this Yuletide, pray that every true American re-dedicate 
himself to the traditions that made this country great. 


ARCH MORRIS 
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with 
Shatterproof, Extra Strong Body, 
Practically Unbreakable 


% de GREATER PRODUCTIVITY aia 
High Speed Steel Welded — i att 


for More, Straighter 
Cuts Per Blade 


® 


Starrett 
SAFE - FLEX ‘wecoes‘coce 
POWER HACKSAW BLADES 


This great, new hacksaw blade gives you all the features you lis 
need to boost your sales of power hacksaw blades — a completely SHATTERPROOF 
safe, shatterproof, extra tough body combined with a high speed steel DOUBLE-WELDED STEEL INSURES 
cutting edge that makes it the safest, straightest cutting, most 
durable blade you've ever sold. SAFER, STRAIGHTER CUTTING 
“DOUBLE WELDED STEEL CONSTRUCTION”, an entirely new 
development in blade design, backs up the performance of this Super-Tough Steel 
2 ° ‘ ° Back For Extra Tough- 
outstanding blade. Its hard, high speed steel cutting edge is ee 
integrally welded to a medium hard, extra strong steel center 
also welded to a super tough steel back. Result is a far stronger Medium-Hard Steel 
° Center For Extra 
blade with a perfect balance between hardness and toughness Strength 
that makes the Starrett SAFE-FLEX cut straighter, completely 
Bi P ee avy ¢ — H s such a Hard “High Speed” 
shatterproof and ideal for heavy feeds and rugged jobs such as Saas Pen thes Ceaden- 
interrupted cuts and sawing multiple work. tion Cutting. Heavy 
Urge your customers to prove it for themselves. Order a stock a italia 
1 ; wR - — Stripping 
of Starrett SAFE-FLEX Welded Edge Power Blades today. 











There's a Starrett Blade for Every Job — S-M Molybdenum, High Speed Tungsten 18-4-1, 
Safe-Flex, Standard — Hand and Power Sizes 


THE L.S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





@ The uniformly high quality of AMERICAN 
WELDED AND WELDLESS CHAIN is reflected in all 
AMERICAN CHAIN products. Shown here are 

a few of the many items that American Chain 
distributors can offer their customers. 

There is also a full line of ACCO Registered 
Sling Chains and other factory-made assemblies. 


Sell AMERICAN—the complete line of chain 
and chain products. 


co York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Franci Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





